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Showing the hold on the end of a pipe. 





ona pipe. You cannot break this grip 
-the pipe will have to break first. 


The EAGLE CLAW Wrench 


DES the work of a// wrenches and work no other tool can 

do. It is the combination of a nut-wrench, a pipe-wrench and 
pliers. Made of drop-forged steel with long handles that give a 
tremendous leverage. 





This illustration shows our Eagle Claw Wrench, unassembled. It consists 
of only four parts. Note the simplicity. Nothing to get out of order. 


ITH the Eagle Claw Wrench the most difficult holds may be had on 
any pipe, nut or bolt. This is a tool that every mechanic needs. It 
will find its way to every automobile owner in a short time. 


Dealers: 
The EAGLE CLAW WRENCH is not a novelty. 


It is a standard tool made of the very best materials 


and FULLY GUARANTEED. ‘Two styles and five 





This is but one of the fifty or more holds sizes, to suit every class of work. Better order a 
that the Eagle Claw Wrench can take sample of each style today and put them on your 


counter. WATCH THEM SELL. 


Write us for Literature and Prices. 


AMBLER, HOLMAN & CO. 


DISTRIBUTORS 


565-571 West Washington Blvd. CHICAGO, ILL. 


™ 











\LPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 66 and 67 





2 AMERICAN ARTISAN AND HARDWARE RECORD 











What Class of Heating Work 
Will You Solicit During 19138 


High Grade Heating 


builds business by bringing profitablework 
from satisfied customers and their friends. 





Are You in Position | 


to solicit high grade heating work with | a 
confidence that you can guarantee satis- 
factory results? 


The KELSEY 
vain GENERATOR 


has proven its adaptability for good work 
and for big work by results secured in 
hundreds of residences with from 25 to 75 
rooms and in churches and school build- 
ings. Let us give you Kelsey Informa- 
tion that might help you to build busin oss. 





8 to 16 Zig-Zag Heat Tubes, Each With 8 to 9 KELSEY HEATING Co. | 
Square Feet of Heating Surfaces Make SYRACUSE, N. Y. 

















the Kelsey Most Powerful. NEW YORK OFFICE, 156 Fifth Avenae | 





























The SEARCHLIGHT UTILITY BASE BURNER 


Is the Progressive Party of the Stove Campaign 


IME-WORN base burner traditions have been discarded in 
building this heater. The main feature of the Searchlight 
Utility is fuel economy. (Not the kind that you are told 

gives twice the heat from half the fuel), which is a misrepresen- 


tation. The 
Searchlight Utility 


is the ONLY stove on earth equipped with the famous J. B. 
HOWARD COMBUSTION (Patented). This device supplies 
highly heated oxygen to the fire, and in this way it utilizes every 
particle of combustible gas, which otherwise is lost, as it passes 
up the chimney, which approximately amounts to 45% loss in 
burning hard coal. The gases are turned into roaring blue 
flames, giving the fuel just 45% additional heating power. 


The Searchlight is 40 years ahead of other so-called base 
burners. You can be 40 years ahead of your competitors, if you 
sell it. You can also make 50% profits. Just write us — we'll 
tell you all about it. 


THE UTILITY STOVE & RANGE CO. 


216 Board of Trade Bldg. INDIANAPOLIS, IND. 











Cut showing 
rolling top 
partially raised 
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There’s a Difference 


ro make THE DLS | 


VERYBODY knows that. It’s an 
1% axiom as old as the hills—Yet you'll 
find many manufacturers who don’t, 

won't or can’t practice what they preach, 
which is especially true in the furnace con- 
struction field. Many of our competitors 
buy their furnace castings and fittings from 
iar ween jobbing foundries at the cheapest figures 
Ce eee tee rere Showing obtainable and then exhibit the finished 
: . mee product as the “most efficient,” “highest 


grade,’’ ‘‘most durable’’ and many other descriptive superlatives which go by the 





name of ‘‘stock talk’’ among trades people. And here is where there’s a difference. 


castings and materials before assembling them. Our furnaces are con- 

--- structed by skilled and high-salaried mechanics. The furnaces have 
perfect fitting deep cup joints and all parts made to withstand the great heating 
power of the furnaces; all parts exposed to the direct action of the heat are made 


extra heavy. In our 


MONARCH AIR BLAST FURNACE 


There is embodied every practical feature and design which insures a dependable 
service at the least cost; for a lifetime. Real furnace value to the buyer. Each 
sale makes an enthusiast for the Monarch Furnace. He is a big advertising aid to 


the Dealer. 


3 V TE operate our own foundries and factories. We make and test our furnace 


have made a Double Feed Door and also enlarged the base. This permits 


\ N JE have made several improvements in the Monarch Air Blast Furnace. We 
of a larger casing and larger radiating surface —an item of importance. 


E want to tell you more about the Monarch Warm Air Furnace. We have 
a good square proposition for every progressive Dealer. 


WRITE FOR OUR CATALOGS 


The Forest City Foundry & Mfg. Co., “ga 
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WEG Your Own Gas 


Hardware Dealers and Plumbers 


are making large profits selling the Detroit Combination 


Gas Machine to farmers and others located where city gas 
fis not available. 


You make a big Profit on the sale of the Plant, an- 
other profit on the installation and sale 
of appliances— THREE PROFITS 

IN ONE DEAL, 


fT Ol combination 
D =~ Gas Machine 


FOR LIGHTING AND COOKING 


If you are not already selling this machine, 
it will pay you to start at once. It makes 
the cheapest— 

Gas for Lighting—Gas for Cooking 
Gas for Laundry-Power Purposes 
and for all other uses common to city gas at 

just as cheap or cheaper cost. 

These plants have been the standard for 
over 44 years. Perfectly safe, entered in 
Class A Nationa] Board of Fire Underwriters. 
More than 20,000 in use in Residences, 
Stores, Factories, Churches, Schools, Villages 
and Hospitals. Write today for complete in- 
formation and dealers’ terms. 


Detroit Heating & Lighting Co. 





520 Wight Street Detroit, Michigan 


WL) 


Machine ia basement 














“Detroit” Vapor Ranges, Stoves 
and Hot Plates 


Well! What About It? 


There is this about it: that we would like to 
have every stove dealer know something about 
the most successful Wickless ‘‘DETROIT”’ 
Vapor Burner 
made. Lights 
without a wick, 
and burnsa blue, 
smokeless, oilgas 
fire. Ina Cast 
Iron Burner, 
which insures 
durability. 





No. 35 for Gasoline 
No.'135 for Oil 


Complete line from 
a Hot Plate to High 
Grade Table Range 


TWO SEPARATE LINES— 
GASOLINE AND OIL 


Now, then, don’t fail to send for Catalog A and find out 
more about the “‘DETROIT’ VAPOR RANGES, 
STOVES and OVENS. It will pay to secure exclusive 


agency. 


The Detroit Vapor Stove Co. 


Detroit, Michigan 


























—— 

















yeohuty: 
Srovearanct oo 
®erevitst 








Uj ‘All Quality”’ 
a Reservoir and High Closet 
i) For Soft Coal or Wood 


Quality Stove 








O be the leading Dealer of your terri- 
tory, your best interest lies in han- 


dling a line of Ranges of unquestionable 
merit; that are built on honor and sold 
on merit. Our product is a pleasing com- 
bination of best materials, best work- 
manship and art—all proportioned in a 
way that insures good service and satis- 
faction to every buyer. 


In QUALITY RANGES you have the 
advantages of handling Ranges that are not 
‘just like others.’’ Our inducements to the 
trade are greater than those offered by any 
other manufacturer. Write for them. 


and Range Co. 


Belleville, Illinois 




















. 








Ves 
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“QUICK MEAL” 


Blue Flame Wick Oil Stove 


The ORIGINAL OIL STOVE 


WITH A 


GLASS FOUNT 


Simple as a lamp. 
Makes a clean and powerful blue flame. 
Easy to re-wick or regulate. 


Has Porcelain Burner Drums that can- 
not rust, the shape of which creates the 
hottest fire possible. 


























Div. of 
RIN GEN STOVE CO. ss% 
e STOVE CO: 
SAN FRANCISCO, CAL 825 Chouteau Ave. NEW CATALOGUE 


976 Indiana St. ST. LOUIS, MO. NOW READY 



























































CABINET 
RANGES 


No. C887 : No. C866 | 












For 32 years the demand for CLARK JEWEL Gasolene Stoves has 
been increasing, which shows that CLARK JEWELS have given and 
are giving good service and that customers appreciate it. 


DO YOU SELL CLARK JEWELS? 


George M. Clark & Company 


Division American Stove Company 


| 

| 

NEW YORK CHICAGO SAN FRANCISCO | 
} 
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Found! A Good Customer— 
Did You Lose One? 


A PROGRESSIVE DEALER picked up a large order the 
other day by proving that the furnace he sold was the 
best and most economical-of all those submitted. It was 


The Enlarged Hero 


he sold. So called because many of our customers insist on 
having a larger casing than that we generally use, so as to 
give a larger supply of air. The cut also shows our Geyser 
Water Attachment—the latest of our many Hot Water 
Heaters. 

We also manufacture SMITH’S 


VENTILATING 


Hero Sénoo. noon Heater 


for heating and ventilating school rooms, churches, stores, lodge halls, 
auditoriums, etc. There are several hundred thousand country 
school houses in the United States. A new field for dealers to heat. 


This is the best time to talk “‘heat.’’ 
Write for Catalogues today. 


Chas. Smith Co. 


THE ENLARGED HERO 57 W. Lake St. CHICAGO, ILL. 



























| One convincing reason why you can sell 











HAMMOND UNDERFEED WARM AIR FURNACES | 


is the fact that they will reduce the coal bills just half 


How is this possible? Well, it’s all in the underfeed 
principle. With the Underfeed we are able to 
furnish more heat and cleaner air by burning the 
cheapest grades of soft coal and slack, than the 
ordinary furnace burning hard coal. The fire is always 
steady in the Hammond Underfeed. It is almost 
impossible to keep a steady fire in a furnace that is 
fed through the fire door. New fuel 
thrown on top of hot coals tends to 
“smother” the fire. A ‘‘dead” period 
exists until the new fuel becomes ig- 
nited. This causes an abundance of 
ashes and clinkers. Again we say, 
The HAMMOND UNDERFEED 
keeps a steady fire and saves fuel. 
We'll prove this. It’s being proved in 
thousands of homes each winter. 











Write for full particulars regarding 
the agency in your city. 











——_—— 























The Peckblignenall Co. cia Cincinnati, Ohio | 
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A TEST WORTH WHILE 


Square Pot customers usually start 
by ‘‘trying out’’ one of these heaters. 
They usually install a square pot 
furnace in some friend’s home, or 
possibly their own, and watch it 
carefully. A test of this kind always 
produces a good square pot cus= 
tomer. Try a square pot furnace 
on your next job and watch its per= 
formance. We will expect more 
business from you later. 





WHY NOT INVESTIGATE? 








gai CHICAGO 
Boynton’s Square Pot Admiral Furnace NEW YORK JERSEY CITY 























f poo 






See those Hot Blast Strips 
in the firepot of the 


“FRONT RANK” 
STEEL FURNACE 













This special hot blast equipment is furnished with all 
Front Rank Furnaces when soft coal is to be used as fuel. 
The superheated air enters the fire thru these strips and 
immediately mixes with the gases, causing them to burst 
out into a sheet of blue flame. During this operation, 
every particle of gas, smoke and soot is consumed before 
it leaves the main combustion chamber. The result is a 
steady fire, total absence of clinkers and very little ashes, 
besides a great saving in coal. 


“‘Front Rank” Furnaces 


are furnished for any kind of fuel. Their strong, sturdy 
construction enables. them to outlast any furnace on the 
market. Further details are yours for the asking. Just 
compare the ‘‘Front Rank’’ with the furnaces you now 
sell. TThat’s a fair test, where the “‘Front Rank’’ 
always wins. 


Haynes-Langenberg Mfg. Co. 
4045-4057 Forest Park Blvd. ST. LOUIS, MO. 
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“FLORAL” CITY FURNACES 


MADE FOR USE AS WELL AS FOR SALE 


The man who makes and the man who sells an inferior article is living 
from hand to mouth. 

He who wishes to build up a permanent and profitable trade, must con- 
sider quality, and not price only. 

It is an old saying but none the less true, that “Quality is remembered 
long after the price is forgotten.” 

Through our efforts in trying to keep our goods in the lead, we have 
gained, during our thirty years of existence an envious reputation for 
dependable, straightforward, honest dealings. 

We are in a position to give you the best of service and guarantee satis- 
faction. Write for our new booklet, illustrating the heater here shown, 
or our complete catalog. 


The Monroe Foundry and Furnace Company 
MONROE, MICHIGAN 


“ 7? Especially adapted for use in houses having low basements. 
“1 CAPITOL An efficient heater made in five sizes from 18” to 30” firepots. 




















The MONCRIEF 


TOP RETURN FLUE 
WARM AIR FURNACE 


is made of all cast iron. Built on extra heavy 
lines. A furnace that always gives satisfac- 
tion. Burns hard and soft coal economically 
—is free from faults and weaknesses. 


Descriptive Matter Sent on Request. 


T. E. Henry Furnace Co. 


825-29 Long Ave., N. W. 
829-30 Champlain Ave., N. W. Cleveland 

















GO AFTER IT 











The agency for the furnace 


1 / be . . 
Your Rep tation! . built on new principles— 
ea vRcettieee the best furnace on earth. 


GILT EDGE Furnaces Sprague 


They are reputation builders but they are 


profit makers as well Underfeed Furnace 


Some of the dealers now on our lists are the sons of 
men who have made both reputation and profits 





4 with GILT EDGE Furnaces. : 
e If you are not now selling them you will want to For fuel economy it has 
write us for catalogues and proposition. no equal. The new Une 
R. J. SCHWAB & SONS CO., derfeed Grate will surely 
283 Clinton Street, Milwaukee, Wis. interest your trade. Send 





to-day for descriptive 
matter and prices to the 


ie SYMONDS||| = tec 
fees iy WALL REGISTERS| |, =~ 


/ , TR. 
ia: yc Sprague Foundry & Mfg. Co. 
eS NX OF COUNCIL BLUFFS, IOWA 




















Send for catalogue for 
further particulars 








HARDWARE CLERKS 


can make extra money soliciting subscrip- 


SYMONDS REGISTER | |) eee can ARTISAN in their 


No experience necessary. Address Circu- 


COMPA Y 1102-04 Madison St., lation Department AMERICAN ARTISAN, 
N 9 ST. LOUIS, MO. 537 South Dearborn St., Chicago, Illinois. 
































Put that Advertisement in AMERICAN ARTISAN if You Want Results 
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The WEIR RECLAMATION 


F valuable heat in the form of 

soot and gases that have not 
been ignited and which are let out 
through the smoke hole of the or- 
dinary furnace, is because of the 
Gas and Soot Consuming Proc= 
ess with which the Weir All-Steel 
Furnace is equipped exclusively. 
We have perfected and patented the 
Weir Gas and Soot Consuming 
device. It causes the complete 
utilization and combustion of every 
heat unit that the fuel contains. 
























T is one of the Weir Furnace Features 

that appeals immediately to the pros- 
pective buyer. The Dealer who handles 
the Weir Furnace has an exclusive prop- 
osition. The Dealer can safely lay claim 
to the efficiency of the Weir Furnace, 
because in every case the Weir Furnace 
will sustain the claims by its performance 
—the best proof. It insures satisfaction to 
the Dealer who sells it and to the man 
who buys it. 


















UR new catalog shows all the advan- 

tages of the Weir Furnace. May 
we send it? A postal will bring it by 
return mail. 








Meyer Furnace Co. 


Peoria— —————lllinois 






















The Popularity of the 


WISE FURNACE 


<== is due to the fact that we make it 
better than our claims for it. It 
renders better service than the anticipation of 
the buyer. In our catalogs and sales letters 
you do not find those old hackneyed time- 
worn phrases: ‘“‘twice the heat from half the 
coal” and ‘“‘the largest radiating surface of 
any furnace of its size.”’ 


The WISE FURNACE is made of the 
very best of materials and constructed on 
tried and true principles. The fire chamber is 
large and absolutely gas-tight, with straight 
sides—self-cleaning. The WISE FURNACE 
is the Most Durable, Economical, Practical 
and Common Sense Furnace on the Market. 
And we not only say it—the people who ins 4 Business DOOMER. 
own one say the same thing. halt die a Can 


WISE FURNACE CO., = Akron, Ohio 


= 





























= 
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The ROBINSON GEM 
to the purchaser, 


making line for dealers. 


65-67 West Lake Street 


THE ROBINSON GEM FURNACE 


A WARM AIR FURNACE designed to meet the large demand for 
a furnace a little lower in price than the Hot Blast or Prize 
Furnace. Built on common sense principles for hard work—not an 
experiment. Made to supply Warm Air on an economical basis. 

FURNACE always gives satisfaction 


Can be furnished with either cast iron or steel radiator. Deflector 
damper in radiator furnishes a direct and indirect draft feature. 


We can quote you good prices on the “ROBINSON GEM.” Get ac- 
quainted with the entire Robinson Line of Furnaces. It’s a money 


Write for new Catalog just out. 


ROBINSON FURNACE COMPANY 


CHICAGO, ILLINOIS 

















SCHEIBLE FURNACES 


The kind you can recom- 
mend to your friends with 
a certainty that they will 


MAKE GOOD EVERY TIME 


THE SCHEIBLE-MONCRIEF 
. HEATER CO. 


1444 WEST NINTH ST. Cleveland 











IT WILL PAY YOU 


To illustrate your adver- 
tisements in your local 
paper. A sheet of comic 
advertising cuts sent on 
application. 

These cuts are furnished 
with catch-lines showing 
their application to the 
hardware, stove and tin- 
ners’ trade. Address 


DANIEL STERN, 
537 South Dearborn Street, 
Chicago, Illinois 


















MARCH 1, 1913 





RICHARDSON & BOYNTON CO. 


WILL REMOVE TO NEW AND LARGER QUARTERS 


171 WEST LAKE STREET, CHICAGO, ILLINOIS 


NEAR FIFTH AVENUE 


WHERE OUR FULL LINE OF SAMPLES WILL BE DISPLAYED 





MANUFACTURERS OF 


“RICHARDSON” STEAM AND HOT WATER BOILERS 


“PERFECT” FURNACES AND RANGES 

















f THE PIPE LOCKED (Note Hook and Siot.) 


in installing. 





MICHIGAN SAFETY FURNACE PIPE 


Isnow madewitth AUTOMATIC LOCKING DEVICE 


(PATENT PENDING) 
This is actually the greatest invention ever installed in furnace pipe. 


When the pipe is assembled, the sections lock automatically, and cannot come 
apart. Makes a simple, safe and sure connection—and saves you half the time 


We are sending out samples of New Michigan Safety Furnace Pipe to 
the trade. Let us send you some, Examine it in your shop. Write today. 


THE MICHIGAN SAFETY FURNACE PIPE COMPANY 
Corner Brooklyn and Abbott Streets, 


DETROIT, MICHIGAN 
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STOP LOOK READ 











A WHOLE PAGE OF OUR BEST CLUBBING OFFERS 


AMERICAN ARTISAN PLACES WITHIN YOUR REACH ONE OF THE 
GREATEST AND BEST MAGAZINE OFFERS EVER MADE. GET YOUR 
TRADE JOURNAL AND TWO OR MORE OF YOUR FAVORITE MAGAZINES 
FOR VERY LITTLE MORE THAN THE COST OF ONE PUBLICATION. 





MSCALL'S MAGAZINE 





— were 
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DELTA FILE 








WORKS,- PHILADELPHIA, 
CHICAGO OFFICE, 108 W. Lake S. NEW YORK OFFICE, 35 Wooster St, 


PA 











HOW TOGET T THE C COST OF YOUR COMBINATION 


Choose the three or more magazines you wish and 
simply add the class numbers before the name of the 
magazines and multiply by 5. 

Example — AMERICAN ARTISAN AND 
HARDWARE RECORD, Class 25; Review of Re- 
views, Class 35; Seong $6 ar Class 23. Total 
makes 83—Multiply by 5 and the price to you for 
this combination is $4.15. Notice the regular prices 
are also given, showing you the money saved. 


AORAGET HCAs 1HOGE 400 CL 88817180 LIRT OF OOTEFT OFS, FERED @ Ore 


THINGS OFIMPORTANCE TO THE SUBSCRIBER 


If you prefer, magazines may be sent to different 
addresses. When subscriptions are renewals, same 
will be extended from the time subscription expires. 


You can take advantage of this offer only by in- 
cluding three magazines in the club and ordering 
AMERICAN ARTISAN AND HARDWARE 
RECORD as one of the three. 


MAKE YOUR SELECTIONS FROM THE LIST GIVEN BELOW—LEADING MAGAZINES OF TO-DAY 


Regular Price. 


Class Number. Regular yr 


Class Number. 

© Ammen ARTISAN .... 200.5. .cccccccccee rn. Sr ie) MR os cc dc kas ccadctccecissccecs 1.50 
fe EE el one 1.50 25 Woman’s Home Companion.................... 1.50 
23 Delineator neh ats ie ies dé ew. @ haus e.0 0-0) ely Mik es bee ha cited 1.50 24 El * 3 & M h ° 1.50 
23 Everybody’s Magazine Aye Bi ET SR a | a RN 9. 56. Rew Cemds wns ee earle don . 

9 McCall’s (including one pattern) .. et RF i A ES <6 occ rvetnsepvetetusencevecest 4.00 
MS EET ee ne aie Mee“ MASTEREOED ©, 25. 5.0 s isis) clalvie esis oe celes ees 3.00 
Se I oa... ick cw Div ens cccrneeecs al aah ¢ EARS SG oa a «bw dldin a dicle «ou vies otecewe ces 1.50 
0 NS oi, oc cs ol B Tele occ ance vals 3.00 i Ee re er ee .50 
So ON ress 5 Rigs cE lin eben ve ys Hoste 1.50 , I oo ito a oct Rbancedecsveesecewa ett 
RSME SSS es, oS a 75 People’s Home Journal... OY Ee 
23 TRE et sas SUMS + Tad ba 0 05s 6k gwen 0 A eas 1.50 Y es Cron! Bag aU OES go vs ow seis w vin ses 1.00 
ee ee 1.50 IES ee 
15 American Poultry Journal...................... 1.00 12 I I ans. ecb’ a cmins in Gu ee ue 75 

Magazines having the same class number indicated before the name may be substituted for one another in the following combinations: 
Our Our 
Reg. Price. Price. Reg. Price. Price. 
AMERICAN ARTISAN .............. $2.00 AMERICAN ARTISAN  ....00cccesescs $2.00 
COC das SG fk ais wen nc dekens 1.50 Pictorial | REViC™ ... eves cccccctccccsvdes 1.00 
TOCHIN AMEE Sich coontenecccdccesess 1.50 $3.55 People’s Home Journal................. 50 $2.50 
$5.00 $3.50 
Our ; Our 
Reg. Price. Price. Reg. Price. Price 
AMERICAN ARTISAN ............... $2.00 AMERICAN ARTISAN .............. $2.00 
Good Housekeeping ................... 1.50 RO WG oo. Sew vases ks « soursitd ewes oc es 1.50 
ph ESS IS Ce 1.50 es i caw cine’ nlp Se gumwe nese ne 50 $2.85 
= a 


AMERICAN ARTISAN AND HARDWARE RECORD 


DANIEL STERN, Publisher 


537 South Dearborn Street Chicago, III. 
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55> “Union” Reinforced 


Oven Racks 


RE used exclusively by the leading stove om 
and range manufacturers. The reinforcing a 
bars are made from cold-rolled steel into | 
which the wire is securely swedged, holding it 
in perfect mesh and at the same time re- 
t ‘inforcing and making a very rigid rack. 











*“‘Union’’ Steel Range Rack—Drop Ends. 


HIS rack is of the highest quality and 

is made especially for high-grade steel 

ranges. It is constructed of Continuous 
Wire, reinforced by three cold-rolled steel 
bars and has the “UNION’’ DROP END, 
which enables the rack to be drawn out on 
the runners over three-quarters its length 
without dropping out of place, which facili- 
tates basting or removal of utensils. 

Let us tell you more about Union Racks. 








SEND FOR OUR CATALOG 


“*Superior’’ Rack—used by nearly two hundred stove manufacturers. 


The Union Steel Screen Co., Ltd. We manufacture under our own patents a complete line of 











Refrigerator Shelves, Kitchen Cabinet Sets, Baker’s Racks | 

Reg pseu and Shelving, Brass Fan Guards, Sand and Coal Screens, | 
ALBION, MICHIGAN Special Wire and Iron Work. | 
! 

| 
NI 














Se 
The Next Time 


You Want 


| REPAIRS | 


For Any Stove, Range or Furnace 


Send Us Your Order 


We want to earn your patronage by making prompt 
shipments and quoting you the lowest prices. We have 
the largest Repair Shop in the country and our shipping 
facilities are equaled by none. One trial convinces. 


A. G. BRAUER SUPPLY CO. 
316-318 North Third Street, St. Louis, Mo. | 
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EUGENE NEW YORK 


Munsell’s Pica: “> 


542 S. Dearborn St. 


THE STANDARD FOR HIGH GRADE STOVES ~ :zxs.z0 








“ALAMO 





” Furnaces and Hot Water 


CHARLES SMITH, 24 West Lake Street, Chicago, [Illinois 


Specialties for Combination Heating 








YALE 


Russia finish, pat. 
Lock 


STOVE PIPE 


Itismade ofa veryhigh | 

rade of uniform color 
Blue Poiished Steel and 
iscoatedto preventrust- |] 
ing. Madeinallsizes. [| 
Packed twenty-fiveand t 
fifty jointstocrate. For ff 
sale bythe Jobbing Hard- 
ware Trade throughout 
the United States. 


Mfd. by HEMP & CO. | 
ST. LOUIS, MO. & 


In the event of your @) 
jobber does not handle 
this pipe send your inquiries to us. 


THE GEO. W. COPE 


STOVE PATTERN 
WO RK COR. BRUSH AND 










WOODBRIDGE Sts. 
DETROIT, MICHIGAN 


PATTERNS 


FOR STOVES AND HEATERS 


First-Class in Wood and Iron 


VEDDER PATTERN WORKS 
Established 1835 TROY, N. Y. 


PATTERNS 


For Stoves and Heaters 
The Cleveland Castings Pattern Co. 


(loud 














PEERLESS ENAMEL 


GLOSS BLACK 


for STOVE PIPES AND ALL SHEET IRON WORK 


ALUMINUM 
for RADIATORS, PIPES, ETC. 


Handled By All Leading Jobbers. Samples Free On Request 


NICKEL PLATE STOVE POLISH CO., Mfrs. 
CHICAGO 


















Knobs, Bolts, Towel Rods, Towel 
Bars, Rings, Chaplets, 
Bands, Edges 







Shipments 
Send For Prices 


FANNER MFG. 
COMPANY 











WELLER PATTERN (0 


QUINCY, ILL. 









r Ghe COOPER 


Oven Thermometer 


is found on all the first class ranges. 

For over twenty years it has been 

the standard of oven thermometers. 

Accurate, reliable and always a good 

selling feature for a range. Can be 

used on any style stove or range. 
Write for prices. 


The Cooper Oven Thermometer Co. 
Pequabuck, Conn. 





(One-half actual size.) 








RON2WOOD 


STOVE PATTERNS 


———— —— 
\ xe DINCYsILL. 
Lf — —— \ 
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W In every state in the Union to take subscriptions fot 
e AMERICAN ARTISAN. Agents can devote all or part time- 

Subscribers can make a nice little sum each week on the 
Want side by devoting their spare time to this work. Write for 
agents’ terms. Sample copies sent upon request. Address, 


Agents AMERICAN ARTISAN, 537 S. Dearborn Street, Chicago, Ill. 























HOUSANDS OF RETAIL MERCHANTS are using AMERICAN ARTISAN 
ADVERTISING MANUAL than ever before. Useit—this means you—and improve your advertising. 


Price is MODERATE, $3.50 per Copy—from your bookseller or DANIEL STERN, Publisher and Bookseller, 537 South Dearborn St., Chicago, Ill. 





as a guidein preparing their advertising matter and are enjoying greater profits 
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The Estate 
Hot Storm 
Principle— 


—a brand-new idea in 
heating stove construction 


Patented by 
The Estate Stove Company 





e be arrows on the diagram 
below show how the air is 
drawn from the room into the 
‘‘furnace’’ through pipes on both 
sides of the stove, heated to a high tem- 
perature, and then discharged from the 
top of the stove, either into the room in 
which the stove sets, or into a pipe to 
conduct the heat to the floor above. 


This powerful hot air circulation gives 
the Estate Hot Storm practically double 
the heating power of the ordinary stove 
without adding one cent to the fuel cost. The 
hot air which it distributes is produced by heat 
which, in the ordinary stove, is shot up the 
chimney and wasted. 














—the Stove with a 
FURNACE in tt 


Y all odds the most remark- 
able achievement in soft- 
coal heating stove construction. 


—_—_ 








— 
—_ 

pe 
— + 








7 | ~ \S It is creating a real sensation wherever shown 
e e | because it is the first and only soft coal stove 
er with a FURNACE built imside the fire- 





chamber. 


Write at once, for literature 
and agency proposition, to 














The Estate Stove Company 


Successor to F. & L. Kahn & Bros. 


House founded in 1845 HAMILTON, OHIO 


DISTRIBUTING HOUSES AT 
Minneapolis, Saginaw, Boston, New Orleans, Little Rock, Omaha, 











STEVE—The Estate 
Advertising Man 


Des Moines, Ottumwa, Cairo, Denver, Ogden, Spokane, Seattle, 
Portland, San Francisco and Los Angeles. 





















AMERICAN ARTISAN 


ESTABLISHED 1880. 





Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


TrerMS OF SUBSCRIPTION IN THE UNITED STATES AND ITS POSSESSIONS, 


(Invariably in advance): One YEAR, PostacE Pain, $2.00. 
ForEIGN Copntrigs, ONE YEAR, PostaGE Parp, $4.00. 
Canapa, ONE YEAR, Postace Pap, $3.00. 


Address all Letters, Communications, and Remittances to 


DANIEL STERN, PUBLISHER AND PROPRIETOR, 


537 SOUTH DEARBORN STREET, CHICAGO, ILL. 


d as Second-Class Matter June 25, 1885, at the Post Office at Chicago. 
Entered a0 SO0OMe Tihnole, undar Act of Match acd, 1879. 





CHICAGO, MARCH 1, rogr3. 











In the grand annual conventions of hardware as- 
sociations that have taken place within the last few 
weeks, there has been a splendid mani- 
festation of the fraternal spirit and of 
a desire to promote co-operation among 
members of the trade. Many of the 
addresses delivered and the papers presented at these 
meetings have shown the general trend of effort to- 
ward affiliation of associations in a common endeavor 
to disseminate .information of value to the retail 
hardware dealers. 

The hardware exhibits at the conventions this sea- 
son have been fully up to the excellence of former 
years and at a number of the meetings have sur- 
passed previous displays in both size and attractive- 
ness. In fact, the hardware shows have been a mag- 
netic feature at most of the conventions, and have 
proved a source of great benefit and profit to ex- 
hibitors and visitors alike. This is not to say that 
the business of the sessions has been slighted by the 
members. All reports show that they have been very 
constant and attentive and have not allowed the en- 
tertainment features to interfere with their attendance 
at the meetings. 

A most commendable feature of the conventions 
this season has been the generous provisions made 
for the entertainment of the ladies. It has been a 
custom for years, of course, to take good care of the 
lady visitors who accompany the members to these 
conventions, but never before has there been ap- 
parent so strong an effort to encourage their attend- 
ance. Receptions, luncheons, auto rides and theater 
parties have kept them occupied while the men were 
engaged at the business sessions. 

The general belief among the associations is that 
this has so far been a good convention season, and 
that it will be remembered among retail hardware 


The 
Association 
Conventions. 
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dealers as having been productive of much good to 
the trade in general. 








Mucu interest has been awakened in the commer- 

cial circles of the United States by the movement 

among trade bodies in all parts of the 

Improvements-ountry toward a concerted effort to se- 
in Transpor- ; : 

tation,. ‘Ure cheaper and better transportation 

of freight. There is much enthusiasm 

among the organizations that are working for the at- 

tainment of this much-to-be-desired end and the pros- 

pect of a victory for the commercial interests is ex- 

ceedingly bright. 

The commercial bodies identified with this move- 
ment represent every section of the Union and 
they have accomplished much in the way of trade, 
traffic and transportation advantages for their respec- 
tive cities and sections. The improvement of water- 
ways, the building of dry docks, the extension of rail- 
roads, the restoration of jetties and the creation of 
traffic bureaus are among the many great things they 
have accomplished. 

That this movement will enlist the sympathy and 
support of the entire commercial energy of the coun- 
try is a foregone conclusion. The sentiment in favor 
of approaching the railroad companies with this pur- 
pose in view is widespread and already has grown so 
strong that it almost insures success in the undertak- 
ing. Cheaper and better transportation is needed; it 
is essential to the expansion of the commercial and 
industrial institutions of the entire country and the 
railroad companies should be brought to a realizing 
sense of the justice of this great project. — 








THERE is one absolutely indispensable factor in or- 
der that any business must succeed—customers. 
Without purchasers no business could 


6 The exist. That is such an absurdly simple 

ustomers . 

; statement that a great many have lost 
First. © / 


sight of the important business axiom 
it points out, that in order to achieve the greatest suc- 
cess in retailing hardware—or in any other line, for 
that matter—you must put the customers first. 

Window displays are wonderful trade stimulators, 
and should be given the best of attention. But a cus- 
tomer should never be left ungreeted and unattended 
while a clerk ignores their presence because he is 
too absorbed in puffing cheese-cloth or arranging mer- 
chandise. 

Dust should be kept off the show cases, by all 
means, but dusters should be dropped the moment a 
customer approaches, or the best interests of the busi- 
ness are not being promoted. 

Personal chats with friends who have dropped in 
during business hours cannot be tabooed altogether— 
they may even be made the basis of popularity that 
helps in building up the trade; but excuse yourself at 
once when you see a customer who needs attention, 
for therein lies the success or failure of your business. 

We might go on and on for pages giving examples 
of the same kind, but why not do a little ruminating 
and supply the other examples for yourself? 

How many times in the past week have you busied 
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yourself with some feature of the business and neg- 
lected a customer? How many times have you al- 
lowed your clerks to do it? Then see if you can’t 
make a better record in that respect in the weeks to 
come. 

Credits and accounts—decoration and display—ad- 
vertising and the myriad other features are all neces- 
sary—all important. No dealer can scarcely give any 
of them too much attention. But the time to study 
or exploit them is not when the customer, the supreme 
arbiter of your business success, stands at your coun- 
ter waiting to get your attention. 

By the time he has had to stand and tap the show 
case impatiently with his dollar for several minutes 
he is pretty apt to think about trying some other store 
where it isn’t such a difficult time consuming process 
to get money exchanged for goods. 











A subject which furnishes food for much thought, 
and one to which sufficient attention is not given, is 
the loss of time that too often occurs in 


Delays in the passing of important letters through 
Mailing s ‘ ; . 

the hands of office employes on their 
Letters. - 


way to the post office. However con- 
scientious and careful each member of the force may 
be, there is constant danger of a relaxation of vigi- 
lance in the execution of clerical duties. This may 
take place at any point in the transmission of mail 
from the manager's desk to the chute or box provided 
by Uncle Sam for its reception. The slightest devia- 
tion from a prescribed rule of procedure may cause 
an interruption in the transaction of pressing and 
important business that in the end may prove very 
costly, if not disastrous. 

So many details of the daily routine are to be 
looked after by each individual in the conduct of a 
large business office that a well understood system is 
absolutely indispensable. To carry out this system, 
union of effort and strict conformity to established 
rules are most essential. Forgetfulness or negligence, 
even though momentary, on the part of one member 
of an office force is apt to disturb and disconcert the 
efforts of all the others from chief to errand boy. 

Each piece of mail that is put through the regular 
process of preparation in the course of a day’s work 
should receive as prompt and careful attention in the 
office as it is expected to receive from the postal 
service after it leaves the office. From the moment a 
letter leaves the hands of the writer, be he manager 
or department head, the consumption of time begins. 
If it is allowed to lie around in a basket awaiting the 
convenience of anyone, superior or subordinate, to 
pass it on, that delay is contributory to the further 
loss of time that may be occasioned by inside or out- 
side agencies. 

Predicating expectation upon time schedules of post 
offices and railroads, a piece of mail dispatched from 
Chicago should reach New York City in less than 
A reply would naturally be 
looked for in about fifty hours, all conditions being 
favorable. If, however, said piece of mail, instead 
of being dispatched promptly, was to be allowed to 
lie in cold storage on some careless person’s desk 
for several hours, causing it to miss a train and be 


twenty-four hours. 


held several hours longer at the post office, the time 
consumed in its transmission to its destination would 
be lengthened until the following day. Frequent 
occurrence of such delays inevitably will militate 
seriously against the success of any business instity. 
tion. 








THE sentiment in favor of combining industrj,| 
education with “book learning”’ is growing rapidly in 
this country. Many of the states have 

The Voca- large institutions in which the trades are 
een taught, as well as reading, writing and 

Svstem. : via Re — 

arithmetic, and others are legislating for 
the establishing of them. 

A bill has been prepared by the State Board oj 
Education of Pennsylvania, and presented in the 
House, which advocates the establishing of ‘“‘a voca. 
tional educational system in that state, which shall 
include teaching of agricultural and industrial courses 
and the fine arts. The bill provides that a school may 
be established in any district of the state, or two or 
more districts may combine in conducting one. 

The cost of tuition in such schools would be levied 
against the district from which each pupil hailed, but 
the state would reimburse the district for one-half of 
the fee. The bill provides further that a district 
operating a vocational school is to be reimbursed at 
the end of the first year for two-thirds of its expendi 
tures up to $5,000. 

Such schools, established in the agricultural dis- 
tricts, would be of distinct advantage to the farming 
communities, in many of which the children have to 
leave home to attend the higher or technical institu- 
tions of learning when they have progressed beyond 
the capabilities contained within the “little red school 
house.” The farmer boy can pick up enough agri 
cultural lore while “choring around” to enable him 
to do the work of a hired man, but not sufficient to 
enable him to conduct a farm on scientific principles 
and get the most out of it. 

Another advantage would be afforded the youth 
of the country in the opportunities provided for the 
acquirement of skilled trades. A large per cent of 
the sons of farmers are ambitious to enter the trades 
and professions and go to the cities to place them- 
selves. Industrial schools in the country districts 
would facilitate the advancement of these young 
men and would relieve the crowded condition of many 
of the metropolitan institutions. 

In all that it comprehends the industrial educa- 
tional system is a benefit- and prosperity-promoting 
institution and should receive the earnest support of 
public men and legislators in every state of the Union. 








RANDOM NOTES AND SKETCHES. 





BY SIDNEY ARNOLD. 

Charm King, of the McKinney Manufacturing Com- 
pany, of Pittsburgh, Pennsylvania, is nursing a tender 
foot. He says that a heavy box fell on it and bruised 
it, but Mrs. Arnold says she knows so much about 
Mr. King’s mode of living that she believes it is th« 
gout. I knew that Mr. King had successfully with 


stood the blandishments of the fair sex, but as he is 
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so popular with the feminine contingent at all of the 
hardware conventions, I did not consider his case a 
hopeless one. But I understand that while he was 
at home at Pittsburgh nursing his sore foot, his little 
niece rushed into the house while Mrs. Arnold was 
visiting and asked her mamma: “Why does a bride 
invariably desire to be clothed in white at her mar- 
riage?” “White,” she said, “stands for joy and the 
wedding day is the most joyous occasion in a woman’s 
life.’ Mrs. Arnold insists that she heard Charm ex- 
claim: “Why do the men all wear black?” 


~ *« ~ 


In the following verdict of Judge John J. Dobler of 
Baltimore, Maryland, in the case of a man who had 
been arraigned for nonsupport, is a rare instance of 
judicial discernment and—perhaps—discretion. The 
man had agreed to give his wife all his salary each 
week, to which His Honor replied: 

“I don’t want you to do that, a man who gives his 
wife all his salary is no man at all. The man is the 
treasurer of the family and he should be the financial 
head, in reality, as well as in theory. A man must 
take some pride in the fact that he is a man and the 
head of the house.” 


* * * 


The wife of a member of a hook and ladder com- 
pany in a city fire department was visiting a lady 
friend and their conversation drifted upon the sub- 
ject of dress. The hook-and-eye system came under 
discussion, and they both agreed that the back fast- 
enings were a “perfect nuisance.” “But,” said the 
fireman’s better half, “I have help with mine; my hus- 
band #s an expert with the hooks and he fastens me 
up in half a minute.” 

aK aK * 

A recent special in the Post of Dennison, Ohio, con- 
tained the following egg tale, which beyond all ques- 
tion has all previous tales of archaic hen fruit hang- 
ing on the ropes: 

“Though revelation of the yearning of an Indian 
maiden of the long ago for a ‘buck’ all her own was 
made in the find today of a local restaurant proprie- 
tor, his business-calloused soul rose in wrath alone— 
wrath at the produce broker who had shipped him the 
case of hennery product in which reposed the egg 
of revelation. 

“He hurled the entire case of eggs into a creek, 
fearing contamination of the other eggs by the solid 
black one on which was inscribed, presumably by 
some dusky maiden of the Indian villages of olden 
days, the date ‘166s.’ 

“But he did demand from the shipper satisfaction 
of his query as to how that egg had been kept from 
hatching all these many: moons.” 


* * 


Bill Hicks was a character sketch who used to 
hammer the mules for a teaming company down in 
Tupelo, Mississippi. Bill used to wear a big brass 
watch that was a joke among the boys. He would 
haul it out with a flourish and give anyone the “exact 
time” on the slightest provocation. ‘“How’s the sun, 
Bill—got ’er gait today?’ was the usual play. “You 
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know it!” was the invariable come-back, followed by 
the customary flourish of the infallible chronometer. 

A calamity befell the community.  Bill’s watch 
wernt wrong. He took it to a watchmaker to be over- 
hauled. The boys said a machine shop was the proper 
place for it. He said, ‘““Mebby so,” and let it go at 
that. The watchmaker fixed it—so it wouldn't run 
at all. After a few days of perturbation and pestering 
Bill got busy with the ticker himself. He disem- 
boweled it and worked over the viscera with a monkey 
wrench and an oil can a few hours, then he replaced 
the intestines in the case—excepting one wheel. Bill 
couldn’t find a place for that, so he left it out, and 
figured that, like the vermiform appendix of a man, 
it was entirely superfluous. He was right. The 
watch ran all right and kept better time than before. 
“Huh!” he said, “all that ailded that timepiece it was 
like a dippy man; it had too much wheels.” 





* * * 


According to the presiding genius of the sanctum 
sanctorum of the Wabash (Missouri) Pearl, an editor 
of a country newspaper is, in the matter of: personal 
exertion, one of the most favored of mortals. His 
round of duties is like unto a perpetual picnic, and 
an everlasting pudding, as will be seen in the follow- 
ing outline of what constitutes those duties: 

He has only to “write poems, discuss the tariff and 
money questions, umpire baseball games, report wed- 
dings, saw wood, describe a fire so that his readers 
will discard their wraps, make one dollar do the work 
of ten, shine at balls and parties, measure calico, 
abuse the liquor habit, test whisky, subscribe to char- 
ity, go without meals, wear diamonds, invent adver- 
tisements, sneer at snobbery, overlook scandal, ap- 
praise babies, delight pumpkin raisers, minister to the 
afflicted, heal the disgruntled, fight to a finish, set 
type, mold opinion, sweep the office, speak at prayer 


meetings, and stand in with everybody and every-,. 


thing. 
* aS ok 

As an example of a genuine helpful verse I give 
the following, whose author I do not know. One can 
scarcely help being stimulated by a mere reading of it: 
“Genius, that power which dazzles mortal eves, 
Is oft but perseverance in disguise ; 
Continuous effort, of itself, implies, 
In spite of countless falls, the power to rise; 
‘Twixt failure and success, the point’s so fine, 
Men sometimes know not when they touch the line 
Just when a pearl was waiting one more plunge, 
How many a struggler has thrown up the sponge. 
As the tide goes clear out, it comes clear in; 
In business ’tis at turns the wisest win. 
And oh! how true, when the shades of doubt dismay, 
‘Tis often darkest just before the day. 
A little more persistence, courage vim! 
Success will dawn o’er fortune’s golden rim. 
Then take this honey for thy bitterest cup! 
There is no failure save in giving up— 
No real fall as long as one still tries— 
For seeming setbacks make the strong man wise. 
There’s no defeat, in truth, save from within; 
Unless you're beaten there, you’re bound to win!” 


ee eee ee ete 


ghee 
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Up to the Minute News Siftings 


Trade News Gathered From All Sources and Brought Down to Date 








W. P. Biddle, 110 East Vine street, Knoxville, 
Tenn., is about to establish a steel range factory in 
that city. 

The Nichols-Clements Company of Grand Rapids, 
Michigan, has been incorporated to manufacture 
handles, knobs and other specialties. The new firm 
is composed entirely of Grand Rapids capital. 

An increase of capital has been made by the 
Enamel Products Company of Cleveland, Ohio, from 
$25,000 to $50,000 to meet demands of increasing 
business. This company manufactures stove parts and 
various enamel products. 

George A. Hughes, president of the Hughes Electric 
Heating Company of Chicago, Illinois, has leased 
space in the Brown Power Building at Winnipeg, 
Manitoba, for a plant to manufacture electric stoves, 
ranges and heaters. 

John H. Farquharson, who installs furnaces, ranges, 
etc., since the first of February has been located at 23 
West Lake street, Chicago, where he has a complete 
stock of goods which he will take great pleasure in 
exhibiting to all persons who are looking for anything 
in his line. Mr. Farquharson is a dealer of well known 
reputation and invariably stands behind all of his 
claims regarding any of his commodities. 





- 
o_o 


HOW THE MANUFACTURERS HELP THE 
DEALER SELL GOODS. 


More and more the manufacturer is coming to rec- 
ognize that the old policy of loading up the meichant 
with merchandise and then leaving him to his own re- 
sources to dispose of it is not a satisfactory method. 
In most cases the retail merchant is unable to em- 
ploy expert advertjsing help and is in other ways 
handicapped in making the most of his selling oppor- 
tunities. So when he has been left to his own re- 
sources, the jobber has often found that while it was 
comparatively easy to make the first sale to him, the 
goods remained on his shelves or floors so long that 
subsequent sales were not so easy. 

So in time it became evident that the manufacturer 
or iobber who would reap the biggest harvest must as- 
sume a responsibility beyond that originally taken and 
not only sell to the dealer but help the dealer sell to the 
consumer. During the last few years, therefore, sev- 
eral manufacturers have undertaken to help the dealer 
with his local advertising campaign and show him just 
how to sell the goods. 

No firm, perhaps, has carried this policy further 
than has the Globe Stove & Range Company, of 
Kokomo, Indiana, who are sending out a letter to 
dealers in which they say “We want to help you make 
1913 the best stove year in your experience. To show 
vou how we can be of assistance in developing and clos- 
ing sales you will find enclosed a list of our literature 
All you have to do is to indicate the literature and in- 
formation wanted and return to us.” 


The list is very comprehensive and includes general 
catalog, repair catalog, framed stove insurance policy. 
cloth agency signs, net price book, booklet of adver- 
tising cuts and copy, sample of electric welding, sales 
letters prepared free of charge to be sent to the deal- 
er’s own list of prospective buyers and a merchant's 
catalog illustrating all goods in the general catalog 
but imprinted with the merchant’s own name so that it 
is suitable for sending to his prospects. 

In addition to these advertising helps the Globe peo- 
ple offer to loan a 1.500 foot licensed Essenay moving 
picture film showing the details of stove making and 
this the dealer may arrange to run at the local pic- 
ture shows. Stereopticon slides showing ranges, base 
burners and hot blast heater. are also nrovided bearing 
the mercnant’s name and address. This company aisu 
states tnat they are ready to assist in making dem 
onstrations of their products at special sales and open- 
ings during the year. 

In order that they may get an idea of just how 
thoroughly the dealer is versed in “Globe” talking 
points and how capable he is of putting up an intelli- 
gent sales talk to his customers, they also ask certaiy 
pertinent questions which the retailer is asked to an: 
swer. 

That surely is a very complete plan for helping the 
retail stove man and should enable him to sell a grecf 
many more “Globe”’ products than he could possibly d¢ 
tnrough his own unaided efforts. Such a plan links 
up the whole selling campaign from producer to ulti- 
mate consumer and leaves nothing undone to promote 
sales. If you will write the Globe Stove & Range 
Company, Kokomo, Indiana, they will be pleased to 
‘ell you more about this co-operative plan. When yon 
«rite, please mention AMERICAN ARTISAN. 


NEW STYLE GAS HEATER. 





Samuel Ash of Philadelphia, Pennsylvania, has se- 
cured United States Patent No. 1,053,695 on an im- 
proved type of gas-heater, and has assigned it to Sam- 








oe 

* 1.053.695." 
Gas Heater. 

uel Klein, also of Philadelphia. The body of the heater 

consists of a number of side sections which are perfo- 
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cated and curved to form a corrugated wall. The 
burner comprises a number of nozzles having a com- 
inlet at the bottom and surrounded by a per- 
jorated casing. The top of the heater completely 
closes the upper end of the case, and serves as an 
additional heating surface and also as a deflector. 


o> 


INVENTS NEW COOKING STOVE. 


mor 








United States Patent No. 1,053,837 has been issued 
to Joseph Earl Leonard of Springfield, Mo., on a 
cooking stove. The stove consists of a casing provided 
with a firebox and has a passage for the outlet gases 























Diagram of Stove. 


leading from the firebox to the rear of the casing. 
The draft passage is arranged directly below the pas- 
sage for the outlet gases, and leads to a point below 
the firebox, with which it communicates. 


+> 
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CALORIC_GAS HEATERS AND STOVES. 


The Caloric Gas Stove Works, 605 to 611 Hope 
street, Philadelphia, Pennsylvania, of which Samuel 
Klein is proprietor, issues a 1913 catalogue containing 
a list of their up-to-date gas cookers and. hot plates. 
The catalogue shows something new in a cylinder 
stove that burns an “altogether blue flame.” It. is 
listed as “No. 8 Caloric Blue Flame” arid bears: the 








name, “Caloric.” It is mounted with an air mixer 


which mixes quantities of. air with the gas. It has.a 
perforated jacket, making the flame yisible and show- 
ing the red hot cone burner, which is made-entirely 
of cast iron and mounted in sections, which prevents 
warping and cracking. This burner becomes red hot 
in a few. minutes of burning, economizes gas and 
throws outa powerful heat. The mountings and fin- 
ishing of this stove are of the finest, the structure 
compact and symmetrical, and the materials of the 
highest quality, making it exceedingly handsome and 
a ready seller. 

This concern manufactures also the “Caloric” radia- 
tors, which are constructed of aluminum and nickel 
and are strong and fine looking. They are built in va- 
rious patterns, high and low, and have four and six 
tubes ranging in size from 8'%4x15'4x20 to 8%4x20x28. 

The manufacturers of these goods advise dealers 
lot to miss the chance of a lifetime but to send for a 
catalogue at once. It is requested that when they do 
so they will please mention AMERICAN ARTISAN. 


ee =— 
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W. M. Glass. 

In the death of W. M. Glass oi Lee-Glass-Andree- 
sen Hardware Company, Omaha, Nebraska, which oc- 
curred on Thursday, February 2oth, after an illness of 
only four days, the hardware trade of the West, and 
the associations of the entire country sustained an 
overwhelming blow. 

Mr. Glass was a product of Ohio, born in London 
in 1863. His parents died when he was at a tender 
age, leaving him to shift for himself. He went to 





William M. Glass. 


Cincinnati and found employment with Papenheimer 
& Dreifus, hardware dealers, where he remained for 
some time. Latér he went to Fremont and was em- 
ployed by Mr. H. D. Lee, remaining with him several 
years. 

Mr. Glass’ next move was to Omaha, Nebraska. 
When Lee-Glass-Andreeson Hardware Company was 
formed he was: instrumental in developing its trade. 
Some time. later he became secretary of the company 
and from that position was advanced to the office 
of vice-president, which office he held the remainder 
of his days. 

Mr. Glass was a power in hardware circles and an 
enthusiastic association worker. His was a most ad- 
mirable and lovable character, and his friends were 
legion. He was particularly friendly to salesmen, and 
many of them were very close to him. To them his 
death comes as a great bereavement. Mr. Glass is 
survived by his widow alone. 





John Toole. 

In the death of John Toole on February 15th, at his 
home in Syracuse, New York, Fuller & Warren Com- 
pany, of Troy, New York, lost one of its most valued 
and able workers. Mr. Toole had many friends and 
stood high in the estimation of his acquaintances in 
the trade. 
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JAMES H. GORMLEY. 

Among the notable events recorded in the public 
archives of Cook County, Illinois, in 1856, was the 
arrival in Glencoe, on June 17th, of one James H. 
Gormley. Upon finding himself in the midst of a de- 
lightful and thriving community the young stranger 
decided to make it a permanent place of residence and 


he settled down contentedly to grow up with the place. 
Being of an observing nature James H. took note 
of the educational advantages offered by the Glencoe 
schools, and he determined that he would give them a 
chance to “teach his young 
idea how to shoot.” So he 
started in to sample the 
brand of knowledge 
dispensed by those 


educational institu- 
tions, and, becoming 
satisfied that they were 
handing him a fairish kind 
of mental pabulum, he ab- 
sorbed all of it that came his way, for a number of 
years. When he began to feel that he had acquired his 
share of book learning he turned his attention to 
business pursuits. 

The hardware line about that time presented to Jim 
a better prospect of income than any other, and, forth- 
with, he buckled to it. He entered service, in the Chi- 
cago office, with J. L. Wayne & Sons of Cincinnati, 
Ohio. That was in 1873. In 1877 he allied himself 
with Kellogg, Johnson & Bliss of Chicago, which 
firm later became known as Bliss, Bullard & Gormley. 
On January Ist, 1893, Mr. Bliss’ interest became 











absorbed by what is now known as the firm of Bullard 
& Gormley, which at that time was located at 108- 
110 Randolph Street. In 1910 Bullard & Gormley 
moved to the junction of State and Lake Streets, their 
present location, where they have frontages on both 
streets, and are doing business on a very large scale. 
James H. Gormley, among those who know him 
best, is one of those “God-bless-you” fellows. Every- 
one likes him—they can’t help it. He is a “gunman,” 
but he is not in the auto class. He confines his en- 
deavors in the shooting line 
to—beware! you big game 
that wear long hair—to 

the denizens of the 
forest. Also he 


loves to dangle a 
live “minny” on a 
hook before the noses of 
alert and agile denizens 
(once more) of the purling 
brook or the limpid lakelet. In a word, James is a 
perfect reincarnation—so we are told—of one Sir 
Izaak Walton, when it comes to spitting on the hook. 
It is related as a fact, however, that Gormley has 
some scalps of various kinds of big fur-bearing 
animals that frequent Alaska and other inhospitable 
regions. 

However—we say it with emphasis—James is a 
right royal good fellow and sits at the head of the 
table wherever he dines. In social life he simply just 
can’t help getting along, and in business life—well, he 
is a winner, 
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HALL OF FAME 








FREDERICK PEASE. 


Mention of the Nutmeg State at once calls up a 
picture of live and bustling cities amidst beautiful and 
restful rural surroundings and, animating the scene, 
a race Of keen, sturdy and thrifty people who, while 
they aré conservative in their views, are sufficiently 
enterprising to forge their way to the front in all their 
undertakings. The “New England stock,” as it is 
commonly termed, was what put this country on its 
feet—gave it a start—and has been bolstering it up 
from coast to coast throughout all the years since the 
American eagle first perched 
upon our banner of Inde- 
pendence. 

From that grand 
old stock hails a 


man who in the 
estimation of his busi- 

ness and social associ- 
ates is one of the blue sort, 
and, if inhabitiveness and en- 

thusiasm count, is a loyal son of the Nutmeg State. 
That man is Frederick Pease, who first awoke—the 
neighbors as well as himself, no doubt—at East 
Windsor, Connecticut, September roth, 1856, and has 
ever since kept the people of that state constantly 
aware of his presence. This applies more particularly 
in the later years to the hardware trade, among 
whom he has circulated very freely. 

Most remarkable to relate, Mr. Pease has resided 
constantly in his native state, and his entire business 
life has been devoted to the interest of one company 
of that state. In May, 1882, he entered the service of 








the Charles Parker Company of Meriden, Connecticut, 
and in 1885 he had come to be a specialist in their 
lamp and glass goods department, with the title of 
Knight of the Grip. 

In 1897, on the death of W. M. Fabian, Frederick 
P P P P, as he sometimes receives mail addressed, 
added Mr. Fabian’s territory to his own and, starting 
out on the right foot, as is his way, got very busy 
with all the prominent hardware jobbers in both sec- 
tions of the country. That he has succeeded in build- 

ing up a big and growing de- 

mand for his company’s 

goods is a fact well 
cnown, and that he has 
founded his house 


on upon the rock of 

sterling manhood has 

been shown in his every- 

day dealings with his fel- 
low man. 

The Home Club of Meriden recognizes in Mr. 
Pease one of its most reliable members, and the High- 
land Country Club regards him as one of its main- 
stays. Besides these social affiliations he is an en- 
thusiastic Mason and a member of the Mystic Shrine. 
His equable temperament and genial good-fellowship 
have endeared him to a host of friends and business 
associates. To these attributes mainly, Frederick 
Pease owes in large measure his success as a salesman 
among the hardware men. He is happy in his home 
life and his charming wife is well known to hardware 


people. 
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The Week’s Hardware Record 


Of Interest to Manufacturer, Jobber and Dealer © 











AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 60 to 65 inclusive. 








Neville Iron Company of Pittsburgh, Pennsylvania, 
have increased their capital from $25,000 to $50,000. 

The National Screw & Tack Company of Cleveland, 
Ohio, have increased their capital from $1,711,000 to 
$2,211,000. 

Landes Tool Company. of Waynesboro, Pennsyl- 
vania, have increased their capital from $500,000 to 
$1,000,000. 

The Aurora Door-Hanger & Specialty Company of 
Aurora, Illinois, have increased their capital from 
$100,000 to $300,000. 

The New Wonder Company of Washington, Ohio, 
has been, incorporated with a capital of $85,000 to 
manufacture stoves. 

N. W. Chamberlain Company of Cleveland, Ohio, 
incorporated with a capital of $5,000; hardware spe- 
cialties, implements, etc. 

The Pitzele Stove Company has been incorporated 
with a capital of $15,000, by M. A. Isaacs, S. E. Spikes, 
S. Reigler and H. A. Isaacs. 

Imperial Metal Company of Philadelphia, Pennsyl- 
vania, incorporated with a capital of $15,000; manu- 
facturers and smelters of metal. 

The Automatic Trowel & Tool Company of Dugger, 
Indiana, has been incorporated with a capital of $10,- 
ooo to manufacture and sell tools. 


Cuyahoga Spring Company of Cleveland, Ohio, has 
been incorporated with a capital of $20,000 to manu- 
facture springs and metal specialties. 


Charles and Edward Kokenge and Joseph Stoeck- 
ley of Alvilla, Indiana, have purchased the tinner’s 
department of the Kokenge hardware store. 


Fields & Nieser Company of Cleveland, Ohio, has 
been incorporated to do a general manufacturing of 
sheet iron and steel, with a capital of $5,000. 


Refined Iron Company, Pittsburgh, have been in- 
corporated to manufacture iron and steel and the by- 
products of iron and steel, with a capital of $10,000. 


The Bakers’ Specialty & Supply Company of Log- 
ansport, Indiana, has been incorporated with a capi- 
tal of $25,000 to buy and sell plumbing and heating 
supplies. 

Rector Waynesburg Heating Company, Waynes- 
burg, Pennsylvania, has been incorporated with a 
capital of $5,000 to do heating, gas fitting, lighting, 
ventilating and plumbing. 

A fire at 15 to 17 East Lake street, Chicago, Feb- 
ruary 21, caused a loss of $15,000 to a number of busi- 
ness concerns, among whom were the George W. 
Trout Company, hardware specialties; E. Tressing & 


Company, hardware, and the American Wringer Com- 
pany. 

C. Hines & Son Manufacturing Company, Napo- 
leon, Ohio, incorporated with a capital of $50,000 to 
do a business in building materials, pumps, buckets. 
roofing and farming machinery. 


The Interstate Heater Company of Cleveland, Ohio, 
has been incorporated with $150,000 capital stock. 
The incorporators are Edward Young, H. O. Evans, 
H. H. Gray, F. G. Castle and S. E. Sackerman. 


Mr. T. E. Ward, who for a number of years has 
traveled in the East for the Stowell Manufacturing 
Foundry Company of South Milwaukee, Wisconsin, 
has been advanced to the position of sales manager. 
His services among the eastern trade have been so sat- 
isfactory to the company that they freely accord to 
Mr. Ward the highest praise along with his promo- 
tion. 


= 
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A TALK ON HAMMERS. 








One of the most interesting pieces of business litera- 
ture that has come to. our desk for a long time is a 
little book issued by the Van 
Doren Manufacturing Company, 
Chicago Heights, Illinois, and en- 
titled “Talks-on Hammers, by the 
Master Mechanic.” 

The booklet is written in an 
interesting and chatty style and 
tells what the “Master Mechanic” 
nm discovered about Van Doren 
methods and Van Doren hammers when he paid a trip 
to their factory. After a short introduction, tracing 
the evolution of the hammer from the primitive stone 
age up to the present, the “Master Mechanic” calls 
attention to the great number of craftsmen who re- 
quire hammers of a special type. He enumerates some 
fifteen separate and distinct types and then jumps into 
his talk on qualities and features cf the Van Doren 
products. 

Temper and design, he claims, are the two prime 
requisites of a first class hammer, and then he proceeds 
to show you how the Van Doren people insure ex- 
cellence in both. The reader is told about a special 
“waist in the eye” construction that prevents hammers 
from flying off their handles, actual weights branded 
on each hammer, a drop forging process that makes 
for uniformity and durability, a carpenter’s hammer 
with a perfect bite, and many other features. The 
last page shows the Shield Brand, the Van Doren 
trade mark, which is reproduced herewith, and the 
Master Mechanic urges that hammer buyers look for 
this brand. 

Every dealer will want to read this booklet. He'll 
get both entertainment and instruction from it. A 
copy may be obtained by writing to the Van Doren 
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Manufacturing Company, Chicago Heights, Illinois, 
and mentioning AMERICAN ARTISAN. 
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The annual meeting of the Stanley Works, New 
Britain, Connecticut, was held last week. H. B. Hen- 
derson, who has for a number of years been assistant 
secretary, was advanced to the position of secretary. 

AN ATTRACTIVE DISPLAY OF HUNTERS’ 

GOODS. 





The following display was arranged by Otto J. F. 
Kindler for the McQuesten & Sawyer Company, 
Muscatine, Iowa, and received Honorable Mention in 
AMERICAN ArTISAN Hardware Window Display con- 
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RULES AND MEASURING TAPES OF WELL 
KNOW EXCELLENCE. 


Eye strain attendant upon reading rules in making 
measurements for laying out work is a hardship that 
is absolutely eliminated by the use of a properly made 
rule. The fineness and closeness of the lines upon 
many rules that are manufactured today are a source 
of not only discomfort, but of inaccuracy in making 
measurements. This difficulty does not enter into the 
work when the operator uses the “Allen” Improved 
Scale, an article that has just been put on the market 
by the Lufkin Rule Company of Saginaw, Michigan. 
This scale is patented and embodies an absolutely new 
idea in the making of a machinist’s rule. 








Window Display of Guns and Ammunition, Arranged by Otto J. 


lowa. 


test. It is, as can readily be seen from the photo- 
graphic reproduction, an especially clever display of 
guns and ammunition. 

The background, which shows up rather dark in 
the picture, is decorated with autumn leaves. There 
are two Teddy bears in the center of the display 
looking into the barrel of a shot gun, and in the left 
hand corner of the window a stone wall was arranged 
over which another Teddy bear is looking. Directly 
in front of the background was a cleverly arranged 
pond :filled with water, in which imitation ducks 
are floating about in a realistic manner. 

It is stated by the firm in whose window this dis- 
play was placed that it attracted the most attention 
of any trim they had ever used, and also resulted in 
making a great many sales. 





Muscatine, 


F. Kindler for McQuesten & Sawyer Company, 
Received Honorable Mention in AMERICAN ARTISAN Window Display Contest. 


One side of this rule is graduated in thirty-seconds 
and sixteenths, which takes care of all of the even 
sixty-fourths. The other side takes care of the odd 
sixty-fourths, which is the new idea. The first gradu- 
ation mark on one edge of this side is 1/64th of an 
inch from the end of the rule, and is numbered 1. The 
next mark from the edge is 5/64ths of an inch from 
the end of the rule, and is numbered 5; the next 9; 
the next 13, etc., up to the first inch mark, and then 
repeated in each inch. Here there is a jump each 
time of 4/64ths, and between the 1/64th-inch and the 
5/64th-inch points would come one odd sixty-fourth, 
that is, the 3/64th-inch mark; between 5 and 9 the 
7/64th-inch mark, etc. All of these odd sixty-fourths 
appear on the other edge of this side of the rule; that 
is, the first graduation mark there is 3/64 inch from 
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the end of the rule, and is numbered 3; the next 
7/64 inch, and is numbered 7, etc., in each inch. 

Thus the object is accomplished; all of the odd 
sixty-fourths are given here, and there are only six- 
teen lines to the inch. This makes it possible to num- 
ber each graduation mark by making each second 
graduation mark slightly longer than the one before 
and after it, the figures can be put on in two rows, 
and this allows room enough to make them large 
enough to be easily read. The rule is three-quarters 
of an inch wide and is finished in two thicknesses, 
commonly known as the tempered and the semi-flex- 
ible. The greatest demand, no doubt, will be for the 
six-inch length. 

The factories of the Lufkin Rule Company are lo- 
cated at Saginaw, Michigan, and Windsor, Canada, 
a branch office and warehouse at New York City and 
London, England. As before stated, this company 
manufactures everything in the rule or measuring 
apparatus, and of the very best quality. Dealers 
desiring to carry a line of this ccmpany’s goods will 
be supplied with all necessary information, catalogues, 
etc. Kindly mention AMERICAN ARTISAN when writ- 


ing. 





UNIQUE PLANE INVENTED. 


Christian Bodmer and James S. Burdick of New 
Britain, Connecticut, have been awarded United States 
Patent No. 1,053,270, covering a plane, and have as- 
signed it to the Stanley Rule and Level Co., also of 
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New Style Plane. 


New Britain. The body of the plane is provided with 

a cutter seat, on which the cutter is positioned, and a 

detachable cap is placed over the cutter and engages 

the front end thereof. The palm rest is pivotally con- 

nected to one end of the base and a separately formed 

clamping part is carried in the rear of this rest. 
‘sneliteichtaiinaetl 


““1CY=HOT’”’ BOTTLES. 


Considerable ingenuity is manifested in an effort by 
some one connected with the Icy-Hot Bottle Com- 
pany, 133 West Second Street, Cincinnati, Ohio, in 
a rhymic puzzle which has been sent out to engage 
the attention of all dealers who are in any way inter- 
ested in the line of hardware specialties. Readers of 
\MERICAN ARTISAN are invited by the author to apply 
their wits to the solving of this puzzle. 

The Icy-Hot Bottle ‘Company calls attention to 
some clever verses in AMERICAN ARTISAN of February 
15th, written in honor of the Globe Stove & Range 
Company of Kokomo, Indiana, and suggest that they 
may be interested in following the lines which were 
discovered pasted on the wall in the office of the Icy- 
Hot Bottle Company, under the title, “If you have a 


good memory you can repeat these words withoy: 
making a blunder.” 

North and South and East and West, 

rhe Icy Hot Bottle will serve you best. 


South and North and West and East, 
Take an Icy-Hot if you want a feast. 


West and East and South and North, 
From Icy-Hot sweetest of drinks come forth. 


East and West and North and South, 
Icy-Hot keeps the germs from your mouth. 
DISPLAY BOARD FOR RETAIL HARDWARE 
DEALERS. 





A novelty in the line of conveniences for retail 
dealers in tools and hardware specialties is manufac- 
tured by the Smith & Hemenway Company, 150-152 
Chambers Street, New York City, and is known as 
the “Red Devil” Display Board. It is a very desir- 





The “Red Devil’ Display Board. 


able adjunct to the stock of any well furnished retail 
establishment. Through its use the dealer can in an 
attractive manner place before the public on short 
notice the prices of his commodities. Where a large 
variety of small articles and tools are on sale this 
board will be found a great convenience. The ma- 
terial employed in the manufacture of these boards 
is selected lumber, covered with a fine quality of felt. 
red or black, as desired. The edges are covered with 
hardwood moulding. The tools displayed are mounted 
upon the board, and an infinite variety of combinations 
of “Red Devil” pliers, chain drills, screwdrivers, hack- 
saw frames and blades, electrician’s snips and con 
nectors, and various items are shown to the best 
advantage. Each board is specially made to suit th« 
requirements of the dealer, and the variety of tools 
to be displayed will be of his own choosing. 

These “Red Devil” Display Boards are meeting 
with a good reception everywhere, and are giving th« 
trade great satisfaction. They are used to good ad- 
vantage in window displays. No charge is made for 
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these diplay boards by the Smith & Hemenway Com- 
pany when their goods are carried. They are given 
away outright. Dealers may obtain them upon request 
from the Smith & Hemenway Company, who will 
cladly furnish all particulars regarding them. Those 
who write for them will confer a favor upon 
AMERICAN: ARTISAN by mention of its name. 
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WIRE CLAMP INVENTION. 





David E, Rowland of Canton, Ohio, has assigned 
to the Ney Manufacturing Company of that city pat- 
ent right No. 1,052,969, which covers a new device 
invented by him for the purpose of holding wire of 
any size in a vise-like grip. It has a stationary jaw 
having a clamping face, from which extends at right 
angles an integral arm-attaching portion, and an in- 





tegral retaining flange lying in substantially the same 
plane as the arm-attaching portion, extending in the 
opposite direction from said arm-attaching portion 
and at right angles to said clamping face, an arm 
pivotally connected to said arm-attaching portion, ex- 
tending across said arm-attaching portion and said 
retaining flange on the opposite side thereof from 
said stationary jaw and a movable jaw pivotally con- 
nected to said arm, said movable jaw arranged on the 
same side of said retaining flange with said stationary 
jaw and adapted to swing toward and away from said 
stationary jaw, and said retaining flange extending 
between said arm and movable jaw and adapted to 
guide said arm and jaw and prevent lateral displace- 
ment thereof. 





NEWLY INVENTED WASHING MACHINE. 


John S. Glasener, of Mansfield, Ohio, has been 
awarded United States Patent No. 1,053,379, covering 
a washing machine. The machine comprises a main 
supporting frame with a sustaining bar connected to 














Cut of New Washer. 


the opposite side and has a centrally disposed, depend- 
ing hub. On its upper, surface the hub has an up- 
wardly bearing boss provided with a reduced upper 
end to make a second bearing boss. A feature of the 
machine is a number of retracting springs having ends 
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connected to the cross head, and their outer ends con- 
nected to the supporting bar. 
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GEORGIA RETAIL HARDWARE ASSOCIATION 





The executive committee of the Georgia Retail 
Hardware Association held a meeting in Atlanta re- 
cently and fixed upon May 28-30 as the meeting days 
for their next annual convention. Atlanta has been 
selected as the convention city. The program is in 
the hands of the committee appointed to prepare it, 
and it will be announced later. The exhibits have 
been provided for in the Auditorium Armory, and a 
large and varied display is promised. Mr. T. G. Green 
of Etontown expresses it as his belief that the coming 
convention will be a large one. Mr. J. L. Moore. 
secretary-treasurer, may be addressed at Madison, 
Georgia, for particulars. 





PATENT ISSUED FOR NEW SLIDING-DOOR 
HANGER 


William F. Jacobs of Ottawa, Illinois, has beem 
granted United States Patent No. 1,053,399, on a 
sliding-door hanger, and has assigned it to the J. E. 
Porter Co., a corporation, also of Ottawa. The hanger 
consists of two side plates, to the ends of which are 
attached axles on which are mounted two wheels. The 
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Unique Style of Hanger. 


transverse member is located between the wheels and 
permanently and rigidly attached at its ends to the 
side plates. The means for supporting the door em- 
brace a member which is connected with the door and 
is provided with a loop adapted for detachable engage- 
ment with the bearing parts. 
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A VALUABLE CONVENTION GIFT, 





The Schatt & Morgan Cutlery Company of Titus- 
ville, Pennsylvania, manufacturers of pocket knives, 
shears, scissors and razors, attracted much attention at 
300th No. 1, Exposition Building, during the conven- 
tion of the Pennsylvania Retail Hardware Association 
at Pittsburgh, February 11 to 14. The object which 
enlisted general interest aside from their handsome 
exhibit, was a solid gold pocket knife of $50 value 
which was to be given absolutely free to the holder of 
the lucky number among those handed out to visitors. 
The announcement has since been made that the knife 
was won by Mr. Harry Brine, of Pittsburgh, Pennsyl- 
vania, traveler for the International Harvester Com- 


pany of that city. 
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HANDBOOK ON THE USES OF RED CROSS 
DYNAMITE. 

The Farmers’ Handbook, giving detailed instruc- 
tions in the use of dynamite for clearing land, plant- 
ing and cultivating trees, drainage, ditching and sub- 
soiling, has just been issued by the E. I. du Pont de 
Nemours Powder Company, Wilmington, Delaware. 

The book, as its publishers say, “has a double pur- 
pose, namely, to present the advantages of using Red 
Cross Dynamite on the farm, and to give detailed in- 
structions as to the best methods of using same.” It 
is the desire of this powder company that every farmer, 
orchardist, or other person interested in a farm or 
orchard, should read the book through at least once in 
order to obtain a general idea of the utility of this 
brand of dynamite, and how to handle it safely, eco- 
nomically and efficiently. A great deal of information 
along these lines can be obtained by reading the pub- 
lished letters in the book from farmers and others 
who have had experience in the use of Red Cross 
Dynamite, as their versions contain many good and 
practical points. 

A great many pages of the book are devoted to the 
letters mentioned above, and the E. I. du Pont de 
Nemours Powder Company claims they clearly prove 
the advantages of clearing land with dynamite in- 
stead of by any other means. This is followed by a 
condensed outline of the benefits derived therefrom. 
Among other things they say: “You can dynamite 
those stumps for about one-third the cost of pulling 
and chopping them up.” “The blast splits up the stump 
into firewood, removes all the dirt, breaks all the main 
roots, and loosens the soil for yards around.” “You 
can blast fifty stumps in the time it would take to 
pull and chop up one or two.” “One man can do all 
the work, if necessary.” ‘After the stumps are blasted 
out you will have a new, rich field, easy to cultivate, 
and which will yield bumper crops.” “Boulders, which 
you are now obliged to plow around, can be broken 
up into easily handled blocks by a single blast.” “Red 
Cross Dynamite not only removes your stumps and 
boulders, but at the same time subsoils your land,” 
and so on for an entire page the merits of their prod- 
ucts are set out. 

Ditching and drainage with Red Cross Dynamite are 
explained in detail, and the methods whereby the best 
and most satisfactory results are obtainable cover a 
considerable number of pages. 

The book, filling nearly two hundred pages, is pro- 
fusely illustrated, and the reader will readily under- 
stand that the entire workings and use of Red Cross 
Dynamite and the results are depicted in such plain 
terms and pictures that the user of dynamite will not 
want to be without a copy. 

A number of pages are devoted to setting forth 
the manner of transporting, storing and using Red 
Cross Dynamite, and the user is cautioned not to try 
to use dynamite until he has carefully read the sec- 
tion of the book devoted to this subject. 

Other products of the E. I. du Pont de Nemours 
Powder Company, such as smokeless shot gun pow- 
ders, the use of which “make and break records at 
the traps and are unequaled in the field” ; “black sport- 


ing powders, unequaled for shotguns and rifles”: “The 
‘Sport Alluring’ for men and women, trap shooting” - 
and their Fabrikoid Leather, which they term an idea| 
material for upholstering furniture, are elucidated 
and illustrated. In writing them, a mention of 
AMERICAN ARTISAN will be appreciated. 





RECENTLY PATENTED WASHING MACHINE. 





A new type of washing machine has been invented 
by George W. Nelson of Plentywood, Mont., for 
which he has been granted United States Patent No. 
1,053,208. He has assigned a one-half interest to 0. 
C. Johnson, Minot, South Dakota. The machine con- 
sists of a circular body portion, to which is attached 
a top to be used in connection, said top being provided 
with a punched rib, constituting a circumferential 
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View of New Machine, 


groove. Detachable journals are carried by this cir- 
cumferential groove, and provided with sockets within 
their body portion. A shaft provided with reduced 
ends is carried within the top, the ends fitting the 
sockets formed in the journals. The shaft carries di- 
verging arms to which are attached plunger means. 
An operating handle extends throughout the elongated 
slot in the top and is attached to the shaft, thus allow- 
ing the arms to be rocked. 





NEW ENGLAND HARDWARE DEALERS. 

The annual exposition of the New England Hard- 
ware Dealers’ Association was held in the new Audi- 
torium at Springfield, Massachusetts, beginning Febru- 
ary 25th and ending on the 27th. A handsome invita- 
tion has been sent out to members and dealers through- 
out the country. 

A feature of the exposition was the fish and game 
exhibit of Massachusetts. The hall was beautifully 
decorated, and great interest was taken in the show. 
Music was furnished afternoon and evening by the 
Second Regiment Band. 

Special personal invitation cards were sent out to 
the press by F. Alexander Chandler, chairman of the 
press committee. These cards were intended to serve 


as admission cards. 
sist taints te 


ONE OF THE OLDEST SUBSCRIBERS. 


To AMERICAN ARTISAN: 

It affords me much pleasure to state that I have 
taken AMERICAN ARTISAN ever since the first year it 
was published. Yours truly, 

A. H. Moore. 


917 Chicago Avenue, Evanston, Illinois, February 20, 
1913. 
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NEW HINGE-BUTT PATENTED. 


United States Patent No. 1,053,900, covering a new 
hinge-butt, has been issued to Henry L. Bradley, de- 
ceased, by Bessie Lee Bradley, executrix, of New 
Haven, Connecticut. The latter has assigned it to the 
Atlas Manufacturing Co., also of New Haven. The 
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1,053,900. * 
New Type of Hinge-Butt. 


leaves of this new hinge-butt comprise two separately 
formed arms, which extend outward, and are reversely 
turned. Each arm has an integral knuckle, through 
which a pin extends, and a bar connects the arms of 


each leaf. 
Poe we ae 


RETAIL HARDWARE DOINGS. 


The Jones Hardware Company of Richmond, Indiana, 
have increased their capital stock from $100,000 to $500,000. 

Fire completely destroyed the hardware store of Frank M. 
Strouse & Son, at Stanton, Michigan. 

The Montgomery Hardware Company of Montgomery, In- 
diana, has been incorporated with a capital stock of $10,000. 

The Lewiston Hardware Company of Winona, Minnesota, 
has been purchased by Henry P. Prigge. 

The Penny Jones Burden Company of Lima, Ohio, has 
filed a voluntary petition in bankruptcy. 

The Willis Hardware Company of Orange, Virginia, has 
been incorporated with a capital stock of $15,000. 

Robert Manning of Urbana, Illinois, will move his stock 
of implements and hardware to the Levi Furst Building. 

James Young, hardware dealer at Mahomet, Illinois, is en- 
larging his present quarters. 

The Maysville Hardware Company of Pauls Valley, Okla- 
homa, has been incorporated with a capital of $10,000. 

The Kramer Hardware Company of Waterloo, Iowa, or- 
ganized about thirty years ago, has been purchased by W. A. 
Covell & Son. 

George Warner of Cedar Rapids, Iowa, has bought the 
hardware stock of Harti & Dvorak. 

The Pee Dee Hardware Company of Rockingham, North 
Carolina, has been incorporated with a capital stock of $40,000. 

Koons, Walker & Company of Batavia, Illinois, have sold 
their hardware store to George Hart. 

The Miltner Hardware Store, 1107 East Douglas Avenue, 
Wichita, Kansas, will move to 918 East Douglas Avenue. 

M. D. Lendved disposed of his interest in the Lendved- 
Shultz Hardware Company of Antigo, Wisconsin. His inter- 
est was purchased by the firm. 

The Hibbs Hardware Company of Portsmouth, Ohio, ex- 
pect to move into their new building May Ist. 

The N. W. Chamberlain Company of Columbus, Ohio, 
has been incorporated with a capital stock of $5,000 for the 
purpose of doing a hardware business. 

A charter has been issued to the Johnsonville Hardware 
Company of Columbia, South Carolina, with a capital of 
$10,000. 

The Banner Lumber & Hardware Company of Flora, IIli- 
nois, are enlarging their hardware stock. 

A charter has been granted W. H. Richardson & Company 
of Austin, Texas; capital stock $10,000, for the purpose of 
doing a hardware business. 

The Jones Hardware Company of Lima, Ohio, have in- 
creased their capital from $25,000 to $50,000. 

The Hardwicke-Etter Hardware Company of Sherman, 
Texas, are érecting a new building at an approximate cost 
of $20,000. 

The Clark Hardware Company of Uniontown, Pennsyl- 
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vania, will move into larger quarters in the Odd Fellows’ 
Building. 

The. Waldeigh Hardware Store of Centralia, Kansas, 
suffered a loss of $20,000 by fire. 

The Osceola Hardware Company, Kissimmee, Florida, re- 
elected the same directors at their annual meeting. They re- 
port to have had a successful year, and a satisfactory divi- 
dend was declared. 

The James Hamilton Hardware Company of Delta, Iowa, 
have added a new stock of farm machinery and wagons to 
their hardware stock. 

Odam & Gilliam of Fort Myers, Florida, will « 
ware store in their new, modern building. 

Kilpatrick & Dill have purchased a hardware stock at 
Pierceton, Indiana, and will open a hardware store in the 
Moser Building. 

The Ruble Hardware Company, Lebanon, Kentucky, have 
absorbed the stock and business of Clements & Abel, hardware 
dealers and plumbers. 

J. H. Bemis & Company of Ashby, Minnesota, have sold 
their business to John and Olaf Huseby. The new firm will 
be known as Huseby & Son. 

The Bartel Hardware Company, Alsen, North Dakota, has 
been incorporated with a capital of $10,000. 

Warrick Battram of Oakland City, Indiana, has bought 
the interest of L. A. Beardsley in the Kays & Beardsley Hard- 


ypen a hard- 


ware Company. 

The Hardware store owned by John Terry, 20 Grant 
Street, Buffalo, New York, suffered a loss of $3,000 by fire. 

The Sixth City Hardware & Paint Company of Cleveland, 
Ohio. has been incorporated with a capital stock of $5,900, to 
do a general hardware and paint business. 

The Smoot Hardware Company of Beaumont, California, 
are erecting a new building. 

The Hinners Hardware Company at Woonsocket, South 
Dakota, has been purchased by Butz Brothers, of that city. 

The Boykin Hardware Company of Greenville, Texas, 
has been incorporated with a capital stock of $12,000. 

The stock of the Jeddo Hardware Company, Jeddo, Mich- 
igan, has been purchased by George Hartshorn and Fred 
Keeney. 

The S. S. Arnold hardware stock at Nevada, Iowa, has 
been sold to W. E. Edwards. 

Arthur Prior has bought an interest in the S. G. Sher- 
man hardware store at Maxwell, Iowa. 

E, E. Danielson of Albert City, Iowa, is now sole owner 
of the hardware and tin store, having bought F. L. Daniel- 
son’s interest. 

Lyman Oatman, one of the oldest hardware merchants 
in Medina, Ohio, died recently. 

The Stevens Hardware Company, Delmont, South Da- 
kota, has been incorporated with a capital of $20,000. 

The J. P. Davis Hardware Company, Carthage, Missouri, 
has been taken over by E. M. Proctor. 

Charles Damon, a prominent hardware dealer of North 


Lansing, Michigan, died at his home near Edmonds, North 
Dakota. 

The Goldsworthy-Moreland Hardware Company at Stand- 
ish, Michigan, at their annua! meeting decided to change 


their name to the Moreland Hardware Company. 

The Fernald Hardware Company of Sanford, Florida, 
are handling a large amount of house equipment and plumbing 
business out of the city 

Junius W. Hamilton, a hardware dealer at Bellefontaine, 
Ohio, is*doing a large business on interior and exterior dec- 
orations of homes. 

The Farmers’ Supply Company of Newell, Iowa, have 
added a line of hardware to their stock. 


Rector Hardware Company, Bucholtz, Texas, has been 
incorporated with a capital of $10,000. 
The Daniel’s hardware store at Jerseyville, Illinois, is 


merging with the Warren-Weisman dry goods store and 
the Loelke store into a large department store. 

A. Glockner, formerly of Ceres, California, will open 
a hardware store at Snady, Oregon. 

A fire destroyed the hardware store at Fairview, South 


Dakota. 
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lowa Hardware Dealers 
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Annual Convention 





The welcome extended in the program of the Iowa 
Retail Hardware Association to every hardware man 
in Iowa to be present at their fifteenth annual con- 
vention at Des Moines, February 25th to 28th, inclu- 
sive, was very heartily responded to, as was evidenced 
by the fact that more than a hundred members were 
present at the opening session at the Coliseum, and 
nearly a thousand came later. 

Tuesday Morning’s Session. 

The convention was called to order at 9:30 a. m. 
by President George Haw. 

Mayor Hanna welcomed the delegates to the city 
in a very cordial manner. 

The President: We certainly appreciate the words 
of the Mayor, and we appreciate the welcome that 
has been extended to us, not only by word of mouth, 
but by deed, as we come to Des Moines from year. to 
year. 

After the singing of America, led by Henry’s or- 
chestra, Vice President C. T. Gadd in a graceful 
speech presented President Haw, on behalf of the as- 
sociation, with a beautiful ruby and diamond scarf-pin 
in the form of a padlock, the emblem of the associa- 
tion. 

“Marching Through Georgia” was called for and 
sung by the delegates, the orchestra leading. 

President Haw then read his annual address, as 
follows: 

Address of President George Haw. 


We have all been very much interested in listening to 
His Honor the Mayor, Mr. James R. Hanna, as he has 
extended to us the welcome of Des Moines, and we certainly 
all have very many pleasant recollections of our visits to 
this city, for Des Moines has always really seemed glad to 
see us and has treated us royally whenever we have come. 
I only wish that I were a finished speaker like His Honor 
the Mayor, that I might give you a great speech; but as I 
have not that qualification I shall not endeavor to fill that 
role. 

This is a meeting of hardware men where we are all 
interested in taking up the problems that confront us in 
every-day life, and I shall simply endeavor to state a few of 
these matters as they appeal to me and leave it to the conven- 
tion to discuss them and decide as seems best; and right at 
this point I desire to say that it is the wish of your officers 
and directors that every hardware man that comes to this 
convention shall feel absolutely free to express himself on 
every subject that comes up. You will notice by referring to 
the program that we have given a great deal of time to the 
Question Box. This was done that every man might have an 
opportunity to ask any question or make suggestions regard- 
ing any subject that may arise. Now, gentlemen, don’t be 
backward about the matter. We are none of us speech- 
makers—simply ‘plain business men discussing our every- 
day business; and I beg of you, do not be backward because 
you feel you cannot express yourselves as well as someone 
else. Get on your feet and say what you think in your own 
way—that is what we come here for; that is what we want; 
and that is what we must have if we are to straighten out the 
tangles, solve our problems, and keep abreast of the times. 

Iowa is an agricultural state. A few of us are located in 
the cities, none of them large, and all of us are vitally in- 
terested in the farmer and his success. He is the backbone of 
our business. We should get next to him. We should find 


out what his troubles are, what his aspirations are; help him 
to produce larger crops, build better roads, improve his social 
condition, and thereby improve our own business and the 
welfare of | ur great state. 


THE PARCEL POST. 


Since our last convention one of the things we have been 
fighting for years has become an established fact. I refer to 
the parcel post. It is here in spite of us, and it is up to us to 
make the most of it; and I think that every business man who 
fails to do this is neglecting a great opportunity. A number 
of different schemes for taking advantage of this new law are 
being discussed in the trade papers, and I hope during th¢ 
convention it will be thoroughly discussed upon this floor 

There is one other matter that I think we should pa 
attention to in regard to Government service, and that is the 
one-cent letter postage. The fact of the matter is that the 
profit from the letter postage is consumed in making up the 
deficit arising in other departments. The letter which today 
carries a 2-cent stamp is the most important branch of the 
postal service, and yet on it is loaded the burden of carrying 
the shortcomings of other departments. This is not right 
and it should be corrected, but it will never be corrected un- 
less the people demand it, and back of that demand put their 
personal insistence. Each department of the service should 
bear its own burden, and it has been demonstrated that the 
first class mail could be carried at a profit on a 1-cent basis. 





George Haw, Jr., Retiring President. 


Take this matter up with your congressman, and keep at it 
until it is corrected. 
RETAIL MERCHANTS MISREPRESENTED. 

For several years past there has been a concerted effort 
made to load the whole burden of the “high cost of living” 
on the retail merchants, This is absolutely wrong. Ther¢ 
never has been a day since the first trader landed in this 
country that the net profit in the retail business was as sma! 
as it is today. The manufacturer, the jobber, the produce: 
and, in fact, everyone except the retail merchant has raised 
his price with impunity, and they lay the whole reason fo! 
doing so on the advances which have been placed upon them 
but the moment the retailer endeavors to raise a price the cr 
of “Robbery” is heard. This is not right, and we must not si! 
silently by and allow. the accusation to go unanswered. Th« 


retailer is entitled to a just return upon the capital and labor 


invested in his business, and that we must have or cease t 
be a factor in the business world. 

This brings me to a point that there are in a large sectio! 
of the press of this country magazines that continually an‘ 
deliberately misrepresent the retail-merchant in this matter 
The heart and soul of these papers is their advertising; an 
I notice that a number of them which in their editorial col 
umns assail retail merchants carry a considerable number 0! 
advertisements for the very goods which we sell. I think th« 
attention of the makers of these goods should be called t 
this fact, and they should be requested to do their advertising 
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in papers and magazines which are just to the ultimate dis- 
ributers of their goods, 
There are also matters which I especially desire to call 
‘0 your attention, and which I hope will be thoroughly dis- 
-yssed during the Question Box hour. One of these is the 
retailing jobber. The other is the catalogue or price question. 
THE RETAILING JOBBER. 


In nearly every city in Iowa where jobbers are located 
the question of the jobber selling direct to the consumer is a 
very live one, and for a number of years has been passed 
over without comment by our association in the hope that by 
some means the question could be eliminated; but it has not 
heen, and the practice has grown with each suceeding year. 
Nee do not misunderstand me, gentlemen; I do not intend 
o charge all the jobbers with this practice, for they are not 
al guilty; but a number of them are—some of them after 
having pledged themselves to discontinue it. We want to be 
absolutely fair to the jobber, and we want him to be fair to 
us. The Iowa jobber is entitled to the Iowa business, pro- 
vided he protects the interests of the Iowa retailers who 
supply him with that business, and also that he furnishes us 
with the price at which we can compete. This is a very 
serious question, and should have your very thoughtful and 
careful consideration. 

THE CATALOGUE PROBLEM. 


The other matter to which J referred is the catalogue or 
price question; and I desire you especially to note the way 
in which I have put the question, for this reason: For a 
number of years we have been discussing the catalogue prob- 
lem, and I think—to some extent—from the wrong angle. We 
have had it dinned into our ears about quality, service, store 
management, and a thousand and one different matters which, 
in their place and according to their importance, are all right 
and should have attention; but while we have been doing this 
the catalogue people have had just one slogan, and that is the 
price. With the slogan they have captured the “lion’s share” 
of the business. I think we should change our tactics in this 
matter. The manufacturer, to a very large extent, either 
openly or under cover, sold these large houses their goods 
undoubtedly at a price at which they could resell them at the 
prices they quote and make a profit, and at the same time sell 
the goods for, in many cases, less than we are buying them. 
This is not right, but it will continue as long as we permit it 
to continue. [I would advise every member of this association 
to get a copy of the leading catalogue of these concerns, study 
them carefully, and consider the price at which the goods 
are advertised as the established re-sale price on those articles, 
and with this information in mind go over the market with a 
fine-tooth comb until you find a source of supply where you 
can get the goods at a price at which you can meet this com- 
petition and make a profit. 

This is going to be the most important question before 
the retailers of this country in-the next few years, and we 
should certainly miss no opportunity to inform ourselves on 
the matter. Make up your mind that you have got to have 
the price. If you can’t make the price, you had better go out 
of business, for sooner or later you will be crowded out. 
Quality is all: right and should not be overlooked; but if the 
price is not right, quality alone will not sell the goods. The 
small dealer has been very badly misused in this matter for 
years, and it is largely up to each individual to get the neces- 
sary information and place himself in a position to handle 
this question, but a convention such as this should develop 
that very information in our. discussions; and right here let 
me say that we should all co-operate in every way possible. 
Don’t be afraid of your competitor. He is just as honest and 
sincere as you are, and you should meet him half way. 

If you have any information, let us have it, for in the 
exchange of ideas all will be benefited far more than you 
realize, 

Now, gentlemen, the-convention is yours. The arrange- 
ments made have been for your benefit. We want to hear 
from every man in attendance. I will now turn the session 
over to the Question Box committee. 


Following his address the president appointed the 
following committees : 


___Resolutions—C. T. Gadd, H. F. Leibale, F. R. Currie, Matt 
[rumble and William Mueller. 
Legislative—George Haw. C. T. Gadd and L. C. Abbott. 
Nominations—L. C. Abbott, E. H. Schilling, Henry Peter- 
son, August Mueller, C. A. Thomas, F. P. Ballinger and 
Homer Duncan. 


At an early hour Tuesday morning the exhibits 
were ready for the inspection of the visitors, but the 
formal opening did not take place until the afternoon. 
The opening session of the meeting was enlivened 
with music by Henry’s orchestra and the convention 
started under the happiest auspices. 
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Tuesday Afternoon. 

Tuesday afternoon was devoted almost exclusively 
to the opening of the hardware show on the main 
floor of the Coliseum, and the exhibits were under in- 
spection by the visiting dealers in the evening as 
well. Henry’s band furnished the music. 

The Iowa Hardware Mutual Insurance Company 
held their tenth annual meeting in conjunction with 
the retailers and added appreciably to the spirit and 
interest of the occasion. 


Report of Secretary-Treasurer A. R. Sale. 
Following is the report of A. R. Sale, secretary of 
the association, who embellished his report with some 
valuable suggestions : 

Our President-elect, Woodrow Wilson, is one of the 
most fluent writers that is at present entertaining the great 
American public by telling them the causes of their troubles. 
He has many able competitors in this line, among them our 
recently deposed idol, Theodore Roosevelt, and the once- 


winsome William J. Bryan, but Wilson now is the star 
attraction, for the spotlight jealously follows him in whatever 





A. R. Sale, Secretary. 


part of the stage he moves. His recent articles in World’s 

Work are certainly marvels of frankness and sincerity in 
their clear analysis of existing financial and social conditions, 
especially when we consider that he will so soon-be placed in 
a position of active executive control of so many govern- 
mental factors that practically create these very conditions. 

If his nerve and grit are in any measure equal to his in- 
telligence and sincerity there will be something doing all 
along the line of commercial and financial enterprise within 
the next few months, The doctor says, for instance, “that 
business men are now discovering that they must render a 
service or get nothing, and that everything in business or 
politics is going to be reduced to this standard.” 

This must be pleasant reading for the business men who 
operate the various stock exchanges in all our great business 
centers, who would not know a “service” if they met one in 
the middle of the road. 

You cannot mistake his meaning, for he follows that 
broadside up by a center-shot as follows: “What this country 
needs above everything else is a body of laws that will look 
after the men who are ‘on the make.’ ” 

The further statement is made which touches the retail 
interests of the country very closely: “Nothing is done in 
this country as it was done twenty years ago—corporations 
now transact the business done by individuals then—men do 
not work as partners any more, but as employes of various 
grades of big corporations—there is no personal touch or 
responsibility but with a big machine.” He says, “The truth 
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is that we are all caught in an economic system that is 
heartless.” 

This, too, must be pleasant perusing for Postmaster Gen- 
eral Hitchcock and others of his views who are doing every- 
thing possible to create just such conditions. 

He follows this thought with the following epigram: 
“Consequently American industry and enterprise are not free 
as once they were, and the little men cannot compete with 
the big because our laws do not prevent the strong from 
crushing the weak.” 

The professor certainly tapped the nail squarely on the 
head that time. 

WHERE THE BURDEN FALLS, 

This condition is what brought the association movement 
among retailers into such prominence; not to crush the con- 
sumer, as many like to assume, but to protect themselves as 
a body against the great corporations that have entered the 
retail business and the manipulations of these concerns in the 
factory markets; and the creating of a government subsidy 
to market their goods, which the good samaritans of the 
Hitchcock type are pleased to call a public service, under the 
guise of a postal reformation—the parcel post system. This, 
with modifications now planned, will make the subsidies paid 
to publishers under the name of “second class matter” look 
like a church contribution box. Although postal experts tell 
us that the government is now contributing to this benevolent 
scheme sixty-five millions of dollars per annum to carry the 
advertising matter of the great publishing houses, one con- 
cern, the Curtis Publishing Company of Philadelphia, being 
the recipient of a government subsidy amounting to $2,400,000 
annually. No wonder the mail order fellows were anxious to 
get into a game with our Uncle Samuel when he is such 
“easy money” as that. But your Uncle Samuel is not so 
slow, for he winks the other eye and pats his other pocket in 
which he carries the profits of first class matter. This offsets 
his generosity to the publishing houses, and we furnish these 
funds by paying 2 cents for letter. postage, which costs the 
government less than half the amount. This enables both 
the government and the publishers to smile, while the dear. 
people hold the sack. 

Dr. Wilson is eminently correct when he says the little 
men cannot compete with the big ones, and we must build our 
associations to offset the combinations of capital that would 
monopolize our markets both on the buying and selling ends. 


LACK OF ORGANIZED EFFORT. 


We stand today a half-organized body of twelve to fifteen 
thousand hardware merchants, representing an investment of 
150 to 200 millions of dollars. If the individuals of this 
organization were sufficiently loyal, and our central office 
sufficiently efficient, we would still dominate the situation and 
bring our service up to a modern footing. But in the process 
of our development some of our leaders are forgetful of the 
vital objects of our campaign and are using their .44-calibers 
for target guns and are bagging snipe and blackbirds when 
they ought to be after wildcats and catamounts. 

This discourages the fellows back in the ranks who are 
looking for results that will count for them and their busi- 
ness. They must have more from their association than an 
annual round-up, a saving in insurance rates, advice as to 
how to mark goods, trim a show window, dissertations on 
the psychology of salesmanship, how to take an inventory, 
how to handle goods by parcel post, etc. 

They want the National Association to dictate to the men 
who make things and job them the terms on which the people 
who handle 30 per cent of them can buy them so as not to be 
the laughing stock of their customers and the combinations 
who handle the other 30 per cent. 

It is simply a modern, up-to-date business proposition, 
and the quicker our National Association managers get busy 
the sooner we shall have the most loyal and enthusiastic lot 
of followers in our association ranks, Such a service on 
the part of our organization is demanded not only for the 
benefit of its members but for the vast body of consumers to 
be served and the communities which they represent. The 
national body is growing in strength and efficiency, but has 
not kept pace with the development of the state organizations. 
It is conservative almost to a fault, and progressiveness seems 
to be a necessary element in business as well as politics at the 
present time. 

OPEN RUPTURE NARROWLY AVERTED. 

This stand-pat attitude is not indorsed by some of the 
leading officials, and it became the target of the trade press 
to such an extent that an open rupture was only narrowly 
averted at the last convention of the National at Detroit in 
June. The air was highly charged with frictional electricity, 
but the storm “went ’round” with only a few mutterings of 
oratorical thunder, much to the chagrin of one trade paper 
whose repeated sensational charges and cartoons were quietly 
smiled down and unanimous resolutions of confidence passed 
on all points in the contest, which had been fomented for 
months in the highly colored editorials of the trade paper in 
question. 

It is difficult to know whether these attacks were made 
for the purpose of sensationalism and to help the subscrip- 
tion department, or whether a true spirit of reform was the 





real undercurrent. At any rate the merry war is: stil] oy 
and while writing these words a clerk brought to my desk 
the last issue of a magazine which contained an attack on 
the national secretary which is perhaps more vitriolic anq 
virulent than any that have preceded it. One thing is certain, 
agitation can harm no man or institution that is honest and 
on a good foundation. Like an unpleasant dose of medicine 
good will be the final outcome, if it does cause some unpleas. 
ant conditions during the course of its operation. 

Secretary Corey stands on too firm a foundation to be 
shaken by meré words, no matter who may be their author: 
nor does he need to abide by the dictates of any combination 
of trade journals, so long as he is in harmony with the board 
of directors of the National. Yet some of us would fee} 
more confident if he would use the columns of the bulletin 
more aggressively in answering some of the charges so flip- 
pantly made. His theory, we believe, is that these assaults 
are made purely for sensational purposes and that to answer 
them is giving his critics more attention than they are entitled 
to, and advertising them, which is one of the main objects of 
their campaign of vituperation, if that is the proper name 
for it. 

Probably at some national convention this whole matter 
will be reviewed on the floor of the convention, and then the 
rank and file of association people will be better able to 
understand the situation. 

Iowa was again signally honored at the Detroit session 
of the national body by the election of President L. C. Abbott, 
and it is needless for me to say that Iowa is proud of his 
record at the head of the strongest retail trade organization 
in the United States, and while he is on the quarterdeck the 
wind may blow east or west or all directions at once, but his 
ready smile will betoken that he is in charge and ready to 
give a good account of his command. 

MEETING OF THE SECRETARIES. 

Last October the hardware association secretaries and 
the hardware mutual secretaries were convened in Chicago 
for a three days’ session, and in company with the executive 
committee of the national body spent a day at Argos at the 
national offices. The objects of these gatherings is to com- 
pare notes and discuss each other’s plans and methods of 
office detail, convention programs, exhibits, membership cam- 
paigns, complaints and all the various features of association 
life. 

The general verdict of the secretaries was that these ses- 
sions are very valuable helps in building up better associa- 
tions. Some twenty states were represented at the meeting. 
So enthusiastic did some of the secretaries become that a 
plan for a national organization of hardware secretaries was 
promulgated with constitution and by-laws and a full-fledged 
set of officers with annual dues, etc. This doubtless was ill- 
considered, and a sample of organization going to seed, as 
there is no demand for such a body and no function for it to 
fill. The plain conference is ample to take care of all the 
issues that will ever come before us for consideration. Having 
been honored by an official position, perhaps the writer should 
hardly speak so disparagingly of the attempt to put up a big 
front. But I feel that with you I can talk as I would with 
my own folks. 

A FALSE ALARM, 

The real funny part of this little piece of bumptiousness, 
however, was the recent attack of the Don Quixote of the 
trade press, who saw in this little effort a great menace to 
the National Association, declaring it was an inner circle of 
the clique in control of the Natiorial to undermine the presi- 
dent and the executive board. Having organized the first 
conference of this kind, which was called in our office at 
Mason City six years ago, and having presided for three years 
and been secretary of the conference twice and attended all 
its sessions, I want to say to you, my home people, that while 
I may not be as big and brainy as some of our trade paper 
editors, that if there was any such game on as this I think | 
would have caught an inkling of it; but before you all | 
desire to say that no greater piece of rot than that was ever 
thrown out as sop to an indulgent reading public of the hard- 
ware press. 

I am not a mind reader and can’t answer for what ma) 
have been in someone’s back brain at that meeting; but no 
such proposition would have dared to show its head among 
the fellows who were in attendance at that conference, con- 
scientiously studying and working to better themselves in 
their work for the benefit of the association they represented 
Those of you who failed to catch this little screed may find 
it on pages 50 and 51 of the January 17 number of the St. 
Louis publication. 

Perhaps this is hardly worth mentioning, and yet if all 
the stuff that we read there has as little foundation as that 
which was printed in solid caps, then it is but to laugh and 
say “Oh, tush! Oh, piffie!” 


THE PARCEL POST. 


Since our last gathering Congress has passed the mail- 
order house subsidy bill known as the parcel post service. 
taking over to the government the carrying of small packages 
of merchandise for long hauls at short rates, while the ex- 
press people get the short haul and the long rate. Little is 
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n yet of the effects of the measure, but from the prom- 
given to it in the new catalogues there is to be a 
determined effort on the part of the mail order concerns to 
avail themselves of the opportunity given them under the zone 
plan; but their agents are busier than ever to give them re- 
visions of the law that will be of still greater benefit and of 
more utility in monopolizing the trade of the town and coun- 
try merchants. A flat rate parcel post was too absurd a 
-oposition for Congress to give us in one dose, so we have 


r0 , : Aig: : 
fo take it by homeopathic reductions, but it is coming unless 
the retail interests put up a better fight than we have done 


heretofore. 
It is a part of the general scheme of things to concen- 


trate the business of the country in the great centers of trade, 
and the great corporations absorb the retail merchant trade 
of the country, relegating prosperous merchants to the role 
of shopkeepers and petty peddlers, for that is what a flat 
rate ocean-to-ocean parcel post means. And this is no reflec- 
tion on our business ability but a question of the power of a 
million over a thousand dollars. 

Our strong fight alone prevented this in the adoption of 
the present law, but they will put it over yet “if we don’t 
watch out,” and make the now famous aphorism of the multi- 


millionaire Chicago mail order man come true: | 
“We will make the cities towns, the towns villages, the 


villages hamlets, and the hamlets farms.” 

I find that many of the complaints, inquiries and requests 
that have come to the office in correspondence have been 
thoroughly taken up in the question box topics, and it would 
be out of place to again rehearse the subjects in this report, 


I 


save to say that we are always glad to hear from members 
where we can render any service in procuring information or 
submitting complaints. If we have not the data at hand in 
our office files we can always refer it to some source that is 
adequate, and we rarely ever fail to get an adjustment on 
complaints through the good services of our committees. 


F. R. Currie of Mason City then took charge of the 
question box session, and the following questions were 
discussed : : 

1. Collection of small account without hurting the 
customers’ feelings. 

L. C. Abbott: I think the proper way to collect 
small accounts is by personal solicitation. One of our 
clerks does nothing but collect accounts for ten days 
out of each month, and he goes after them whether 
they are one or ten miles out in the country. Letter 
writing is a very poor collecting medium. It serves as 
a notification to the man who pays every month, but 
the only way to make the slow-paying customer come 
to time is to go and see him. There-are few mer- 
chants who give the collection department the atten- 
tion they should. A poor collector is just as bad as 
a poor payer. You can’t expect to discount your bills 
and maintain your credit unless you are careful in 
collecting the accounts that are due you. I have 
bought my experience dearly, and I find the best asset 
in collections is a clerk’s time ten days every month 
to go after them. I might add that we manage some 
way to get a promise out of the customer if possible, 
to pay on the roth, 15th, 20th or the first of next 
month. That promise is noted on the back of the bill 
and goes into a tickler; and if he does not come to 
time when the day rolls around, we make another 
call. We keep that up until we find it is absolutely 
impossible to collect, and then we charge it up to ex- 
perience and go on with the business. 

Mr. Currie: I feel that we are all leaving a lot of 
money on the ledger. I am frank to tell you that our 
ledger represents 20 to 25 per cent of. the volume of 
our business. If we do $40,000 of business, it means 
$10,000 on the ledger. We are putting on an assist- 
ant to the bookkeeper and collector for this year to 
give half time, either for work in the office or outside, 
‘0 reduce that ledger if possible. 

H. F, Liebsle, Des Moines: 
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results in collecting slow accounts by means of the 
letter written after this style: 
account is $——, and as we notice it has been stand- 
ing on our books since last fall, we believe it has 
slipped your mind.” 
letters of that nature bring results. 


“We find that your 


I find that a large percentage of 


P. D. Grootes, Rock Valley: I kelieve the best way 


to collect bills promptly is to charge interest on the 
account after it has run sixty days. 
interest charged on the bill they will pay up. 


When they see 


How many men present get interest 
», an) 
Five. Well, that is fine; I am 


Mr. Currie: 


on open accounts? 


going home and try it! 


Geo. A. Hitchcock: I get interest after the first of 
January, and if they have not paid by the first of 
March, I discontinue the credit. 

Mr. Hetherington, Ida Grove: I went into a firm 
who had had an account on their books for a year and 
a half. I asked them why they had had it so long, 
and they said it was hard to get anything out of him. 





Cc. T. Gadd, President. 


I took particular pains to find out what he looked like, 
and one day when he came into the store I called his 
attention to the fact that there was a small account 
on the books that had been running about long enough. 
He intimated that he would pay it when he got ready. 
I laughed and said that he would probably pay it be- 
fore he got ready, and he went out rather sore. Not 
so very long after that, however, he came into the 
store asking for me, and when he came back where 
I was he had a smile on his face, and said: “I guess 
I had better pay that bill.” “Do you think it is about 
time?” I said. “Yes,” he replied, “But you are the 
first man that has had the nerve to say so!” 

2. Would it be advisable for a hardware dealer to 
start a business by advertising that he will pay post- 
age on all mail and telephone orders amounting to one 
dollar, and send out by parcel post within the first 


zone? 

L. C. Abbott: 
burgh and Detroit, and they agreed almost to a man 
that it is a bad precedent to establish. When you once 


That question was argued at Pitts- 
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start a thing of that kind there is no limit to it, be- 
cause your competitor will go you one better. In all 
cases where that was talked over it was thought best 
for a merchant to advertise the cost of transportation 
charges on parcel post shipments. It is all right for 
dealers in cities to prepay the charges on karge ship- 
ments, such as stoves, to a small town; but to offer to 
prepay charges by parcel post will get you into lots 
of trouble. It is like the green trading stamp, once 
started, it is hard to get rid of. 

3. Should the hardware jobber sell hardware lines 
to racket stores? 

L. C. Abbott: That is a moral question. They will 
get them somewhere. If the jobber doesn’t sell to 
them at any better prices than he sells to you, they 
can’t undersell you and no harm is done. 

The President: Personally I have about reached 
the conclusion that Mr. Abbott suggests. I don’t care 
to whom the jobber sells, so long as he gives me a 
price on which I can compete; but if he doesn’t give 
me that price, I am going to get it somewhere, and if 
he loses out in the shuffle it is up to him. 

Mr. Farquhar, Leon: We had a little experience 
of a jobber selling to the racket stores, but we just 
asked them to let us alone and bought our goods else- 
where. I don’t think there was ever but one jobber 
who did that, and he doesn’t do it any more. 

W. F. Mueller, Fort Dodge: I take the stand that 
I will sell everything that I can or anything that I can. 
I don’t believe it is fair proposition to say to a jobber 
that he can’t sell this party or that party, so long as 
he lets you have the goods on the same basis. 


L. C. Abbott: When it comes to a question of dis- 
tribution, any jobber or manufacturer who sticks to 
a legitimate line of merchandising, and is selling to the 
man who re-sells to the consumers, is considered a 
A jobber is not violating his store when 
he goes to any other store in your city and sells him 
lines of goods that you are carrying. The important 
point is the price. If Mr. Jobber come to your city 
and sells the, racket store or your competitor at a 
lower price than he sells to you, and puts the goods in 
your hands with a handicap on them, you have a good 
3ut I don’t believe it is right for 
the merchant to stick too closely to his right in trying 
to tell a jobber that he must sell to him and to nobody 
else in the town. I do object to a firm going to a 
shooting gallery and selling him goods, for that man 
3ut the Economy and the Beehive and 
the Racket stores are going to get those goods, and 
you need not think for a minute but that Butler Bros. 
are selling them as cheap as the jobber does. We 
have very little trouble with the jobbers. I think there 
is only one store that one jobber who comes-to our 
town sells to, and that is the Economy; and they ask 
just as much as we do for goods.. A woman came into 
my store the other day with a pair of five-inch strap 
hinges that she paid ten cents for at the Racket store, 
and wanted screws for them, which cost her 5 cents. 
I would have sold her those hinges with the screws 
for ten cents. Those stores sell a tin cup for five cents 
when we sell them two for five and make a profit. 
Put in a counter of that kind yourself; the investment 


merchant. 


big kick coming. 


is a consumer. 


is small and the profits big. 
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4. How to deal with price cutting in small-towy 
competition. 

L. C. Abbott: Get together—not on the price gues. 
tion, but get together and understand each other anq 
see what a good fellow your competitor is. 

Mr. Van Horn, Malvern: How will you get to. 
gether when you have a man with no principle to deal 
with? 

L. C. Abbott: If you can exist for a few years 
longer, he will go out of business. 

The President: I would like to say that I have 
never known of a local organization that endeavored 
to establish prices the first thing that made any suc- 
cess out of it. In nearly every town you will find 
some man who says that his competitor hasn’t very 
much principle. Maybe he has and maybe he hasn't. 
The fact of the matter is that nearly all our difficul- 
ties come from misunderstandings. You meet once 
a week or month and eat supper together and forget 
about the price and talk about something else, and you 
will find that man without principle coming around 
and saying: “Can’t we fix up these things? We have 
misunderstood each other.” I know that has been my 
experience in Ottumwa. Get together before you try 
to agree on this price question. If you can sit down 
and eat with a man once a month, and not understand 
him better at the end of the year, you will be a pecu- 
liar kind of a fellow. 

5. What are some of the greatest needs of the 
hardware business today? 

F. W. Woodruff, Correctionville: I think the 
greatest need of the hardware men is to get together 
I don’t mean in convention assembled, for the purpose 
of making prices, but in a friendly spirit. The best 
convention you can hold in the state of Iowa is at 
your home. The men who stay at home and are 
friendly and never attend state conventions will make 
more money than the man who comes to the conven- 
tion and leaves his competitor at home. About fifteen 
years ago my competitor and I got on a train and 
started to a convention—I think we were going to 
Omaha. We had just been speaking to each other, 
and that was all. On that train we had a seat in the 
car where we could look each other in the face. He 
handed me a cigar, or I did him, to show a little cour- 
tesy, and we got to talking about business and one 
thing and another. We. discovered that we each had 
the same kind of troubles, and from that day to this 
we have never had a bit of trouble about prices. When 
he came home from that convention he said he had 
had the best time he ever had in his life. He had had 
just as good a time before, and perhaps more fun; 
but the good time was all in the fact that he got ac- 
quainted with me. 

H. F. Leibale: I think we are putting too much 
stress on quality. We all want to sell good goods, 
and take pride in doing so, but we can lose a great 
deal of business by not having the cheaper goods 
Seventy-five per cent of the people are cheap buyers, 
I don’t mean that they are cheap all through, but the) 
want to buy cheap. Twenty-five per cent are the eas) 
buyers that come in and pay the price. The average 
hardware merchant devotes seventy-five per cent 0! 
his energy to good articles and twenty-five per cen 
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to cheap ones. I care not whether I sell an expensive 
article or a cheap one, so long as I sell it. I have made 
quite a change in that respect in the last two years, and 
| find some good results. If a woman comes in with 
, dollar to buy a boiler, she can’t get a copper-bot- 
tomed one; even though she does recognize that it is 
petter than a galvanized boiler, she had only a dollar. 
| would recommend the carrying of a cheap line in 
connection with your good goods. 

Mr. Currie: To get back to Mr. Woodruffs’ idea, 
we never bring that up but I think appreciatively of 
Ss. R. Miles. He was probably more instrumental in 
getting the merchants of our town together on all 
lines than any man who hit the town. He was re- 
sponsible for the six o’clock closing. It was not a 
case of getting the hardware merchants together, but 
of getting the town together, and in that way the hard- 
ware men got together. He is the only competitor | 
ever had who brought a salesman from the east up 
to me and introduced him and said that he believed he 
could do me some good, while at same time he was 
buying goods from him. We have had some tilts 
when we both went after contracts, but I always think 
kindly of him and the work’ he did for Mason City 
and its merchants. We haven't had any of that sell- 
ing nails and barbed wire at cost at our place for some 
time. 

6. How about a law that will make alt those mail 
order houses represent their goods just as they are, 
and also the quality of the goods? 

L. C. Abbott: I would just say a word on that. A 
law on advertising is being agitated now in several 
states. As Mr. Bowe said at Pittsburgh the other 
day, you merchants must get it eut of your system, 
and do it quick, that Mr. Catalogue House is not sell- 
ing the goods that he advertises. Don’t forget for a 
moment that when they advertise an article of a cer- 
tain quality you will get it; and don’t forget, either, 
that they won’t take it back if it is not satisfactory. 
The mail order houses are getting cleaner on that 
proposition every day; they are very far from what 
they were ten to fifteen years ago. It is not a ques- 
tion of quality in competition ; it is a question of price. 
It is estimated that $300,000,000 of business was done 
by the large mill order-concerns last year by the di- 
rect-consumer purchase, and that was done on the 
price. You pick up the catalogue of any one of these 
frms and look on their front page; what is their 
slogan? ‘We can undersell the local dealer!’ And 
inside the covers you will find the articles fully de- 
scribed and the price given. The method the Na- 
tional Hardware Association is adopting today is not 
to go after any jobber for selling these people, but 
with the slogan, “The retail dealer must have the 
price!” And we are going to do our best to get it. 


Auditing Committee, two members from the Insurance 
\ssociation and one from the Hardware Association, to meet 

Mason City during the summer and make an actual audit 
f the books—W. J. Deering. 


The convention thereupon adjourned to Wednes- 
day morning at 9 o’clock. 
Wednesday February 26. 
President Haw presiding. 
M. D. Hussie of Omaha, representing the National 
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Retail Hardware Association, was introduced, and 


spoke as follows: 


Mr. President and Gentlemen: In talking a few moments 
ago with your secretary, he related some incidents of his 
school-teaching days, and apropos of nothing told me_this 
little story. He asked his class in history one day why Wash- 
ington crossed the Delaware river. None of them could an- 
swer. Finally the dullest boy in the class said, after pro- 
found thought : “Perhaps it was because there wasn’t any 
other river there at the time.” I have a suspicion that that 
accounts for my being here. Mr. Abbott in making up the 
Nation slate found there was no one else around to send to 
Iowa, and so he sent me. However, be that as it may, and 
whatever the cause, it gives me a great deal of pleasure to 
be here this morning. 

I feel that every individual who thinks at all has a mes- 
sage to deliver to his fellow man. The trouble with most of 
us is to clothe our message in fitting words. As you know, 
there are but few silver-tongued orators, and Nebraska’s quota 
went to Texas quite a while ago. My message today, however, 
is so simple and direct that a child could give it to you, and 
it is simply this: Ask for the price. 

The trouble with the retail hardware man today—par- 
ticularly the man who is doing business in the small town— 
is not that he is lazy, he is not; he is up on his tiptoes. It 
is not that he is ignorant; he is far more enlightened and in- 
telligent than the other merchants in the same town. But 
he is too trustful; he trusts entirely to the good faith of 
the seller for the proper price. Just a short time ago a 
jobber who does business on the Missouri river made the 
statement in my hearing that ninety per cent of the orders 
that come into his house are unpriced, and they are priced 
at the house. Now, that argues one of two things,- either 
gross carelessness on the part of the buyer, or supreme con- 
fidence on his part. I can’t believe it is carelessness, because 
we are all alive to our interests, or should be; it must be 
supreme confidence, 

THE QUESTION OF PRICES. 

Now, the price at which we buy our goods is all right, 
no matter what it is, until a competitor comes into the field 
and begins quoting our customers a price of about what we 
have to pay, then there is trouble. I have attended hardware 
association meetings for many years, and this catalogue ques- 
tion has been the bone of contention. There has always been 
a feeling that it was a paramount issue, but that to stir it up 
and agitate it would create a worse condition than we have 
now; that it would turn into a sort of Grankenstein on our 
hands—a demon that would destroy us. The time has now 
come when we must take cognizance of this condition. 

I have here an advertisement that I clipped from the 
Omaha Bee about a week ago, and I am informed that it is 
running in all of the metropolitan papers. It says: 

“Let me start you in a mail-order business. With 
and an idea J built a business that brought me $650,000 in 
fifteen months.” 

Then it goes on that all you have to have is $200, no ex- 
perience and no capital, and he starts you into this business 
which will net you from $5,000 to $10,000 a year, or as much 
more as you can think of. Of course this is a fake, to be 
classed with these Florida Everglade fakes and this wireless 
telegraph fake, but it shows that there must be a large re- 
ceptive following of this class of advertiser, or he couldn’t 
afford to pay 98 cents an inch, as he does for that advertise- 
ment, and spread it broadcast over the country. This mail 
order buying proposition is going to be taken up more or less 
in all of our territory, and while it is not a mail order selling 
matter, there will spring up little mail order houses, and they 
are going to be competitors of yours. And that gets me 
around the circle again to the point that I made before, which 
is: Ask for the price. 

THE CATALOGUE HOUSES. 

The condition now is ripe for success. Take these cata- 
logues that are a thorn in your flesh, study them and acquaint 
yourself with the prices at which these goods are bought. Jot 
déwn the prices in the back of your want book, and then when 
the salesman for the house from which you buy comes in, tell 
him you must buy at those prices. If just one man puts that up 
to him, he will just laugh and pay no attention; but if a hun- 
dred or two hundred or a thousand do it, he begins to sit up 
and take notice. Pick out some one thing in these catalogues 
that annoys you, and write the manufacturer about it. One 
or two letters will make him angry, but 14,000 letters from 
our members will bring him to time. If you will keep insist 
ing that you want the price, then when the committee waits 
on these per al who are making one price to your 
competitor and another to you, they. will be met with a much 
kinder reception than if they go without any backing. 

Ella Wheeler Wilcox wrote a good deal of slushy poetry, 
but one thing she wrote always sticks in my crop. I can't 
remember it in the poetic form, but the point she makes is 
that in this world there are just two kinds of people—one -is 
the lifter and the other the leaner; and by a strange ruling 
there are twenty who lean to one who lifts. Now, when 
you are at home, are you the lifter or the leaner? Do you 


$100 











34 AMERICAN ARTISAN AND HARDWARE RECORD 


wait for your wife or the hired man to do it, or do you do it 
yourself? You do it yourself, or else you wouldn’t be here. 
Now, why not be a lifter and help your national president (of 
whom you lowa people ought to be very proud), who has 
started something that is going to be of untold benefit to us? 
We can get the price if we go at it right; there is no question 
about it. 
POLITICAL ASSISTANCE NECESSARY. 

Another thing: We don’t use our association anywhere 
near as much politically as we should. A man will go out and 
vote for Tom, Dick and Harry because he knows them or be- 
longs to their party, but he doesn’t use his association as the 
labor organizations do theirs. In the Nebraska legislature to- 
day there are five bills pending (and I was informed last 
night by one of your senators that bills very much like them 
are pending in your legislature) to insure employes against 
accident. This is a very good thing, but it should not be done 
at the expense of the employer. The trouble with us is that 
we think it is none of our business. If you gentlemen were 
so strongly organized that your secretary could go to men 
running for office and ask their position on legislation that is 
going to affect the merchant, and if those men know that back 
of this association were a thousand voters, who probably could 
control as many more votes, they would put themselves on 
record. Everybody is cuddling the laboring men. That is 
all right, but why not cuddle the merchant a little bit? Many 
of you gentlemen run a tin shop in connection with your busi- 
ness; we do. Oftentimes you go out on a job working with 
one of your men. Suppose through his carelessness you fall 
and are hult; there is absolutely no law to protect you. But 
if through his own carelessness and inattention to your orders. 
even, he falls and gets hurt, some of those bills before the 
legislature would put you out of business. Those are things 
that your organization can help you on-if you will only use 
it. Let’s do something with it, and the thing that is right at 
our véry door is that which has been started by Mr. Abbott to 
get us the price. 


After a selection by the orchestra President Haw 
expressed thanks for a beautiful basket of roses which 
had been sent up by Mr. A. J. Collins with his com- 
pliments to the association. 

President L. C. Abbott’s Address. 

President L. C. Abbott of the National association 
then addressed the convention on the subject, “The 
Work We Are Doing,” saying in part: 


I am going to have a heart-to-heart talk with you boys on 
what the National association has been doing regarding the 
price question and the question of distribution. It has been 
before these state associations for the past ten or twelve 
years. We organized years ago in these states these different 
hardware associations, and their gradual growth has devel- 
oped the fact that the retail hardware merchant is anxious 
and ready at all times to devour what information he can get 
that will benefit his business. It is very hard to organize all 
these state associations into one body and get concerted ac- 
tion, and the National association is trying to get concerted 
action from the membership of the different state associations. 


At one of the conventions I attended recently the state- 
ment was made by a hardware man that the average farmer 
today who enters your store is a better buyer than the aver- 
age merchant ;and he followed up this statement with the 
explanation that when the farmer goes to market for his 
supplies he is thoroughly posted as to quality, quantity and 
value. Gentlemen, the personality of friendship has got into 
your business. A traveling man comes around with whom 
you are well acquainted; you are awfully busy, and he makes 
up your order. After supper that night he puts in the prices. 
That man is getting a salary of $1,500 to $3,000 a year, and a 
commission over and above a certain amount of business 
done; and if you haven't stipulated the price and kept a 
copy of the order, he is going to get all he can. It is human 
nature; you can’t get away from it. It would be just the same 
if you were doing business in a town with a competitor. If 
an article cost 50 cents and you were retailing it for $1.50, 
you would get that for it as long as no man made a kick. 
But when a competitor comes on the field with the same arti- 
cle at 75 cents or $1, down goes your price. Personality in 
buying is a good thing as far as your ability is concerned. 
but personality and friendship combined in the buying game 
don’t work. Buy your goods as a cold-blooded business prop- 
Osition only. If an article that costs you 50 cents is sold by 
one mail-order house at 54 and by another at 50, there is 
something wrong. 

A DIFFICULT TASK. 


It is very hard to go at this thing and make any success and 
do it in a brass-band fashion. I have taken the stand since I 
have been president that the man to go after is the individual 
that is responsible for these unfair conditions, and not the 
manufacturers’ or jobbers’ associations to which this man 
belongs and of which he is an active member. We don’t ask 
him to reduce that price to us, but we do ask him in all fair- 


ness to place the retail merchant on the same basis as othe, 
merchants who are: handling the same line of good: On 
those grounds we adopted ‘in Chicago, after two days’ 


b $ confer- 
ence, the resolution that.‘‘we as wholesalers and retaile; 


S, de- 


clare that.the lowest printed: price ofan article is its esta}. 
lished value.” That not only means that the lowest printe, 
price of an article to. the consumer. is..its established ¢¢\}j,, 
value, but it also means that the lowest printed price of ay 
article from a manufacturer or jobber to a retailer js j. 


established trade value. 


THE PRICE QUESTION, 


When we went into conference, the first question \. 
talked was the price. This convention having been called }y 
the Retail Association, it:was up to me as the president 0; 
that body to preside. I stated briefly why we made the cal], 
and the price was the paramount issue. Mr. Taylor stated 
“Gentlemen, if you all feel as Mr. Abbott states, that the price 
question is the issue of this conference, I don’t believe any- 
thing can be accomplished by going any farther. We argued 
that question the entire day.” After’dinner, when we found 
that we were not developing anything but good fellowship and 
a few goods cigars, Mr. Kruger took the floor and said: “\e 
have been talking here all day long; we have accomplished 
nothing. We have come to you: people with our grievance 





Lewis C. Abbott, President lowa Hardware Mutual Insurance 
Company. 


We are sick patients, and we have come to you doctors t 
cure us. You say you can do nothing for us. Now, all our 
conventions meet in the latter part of January and February. 
We are going back to our state conventions and throw up 
our hands and say, ‘Boys, the jobbers can do nothing for us 
in this game.’” It wasn’t an hour after that before the reso- 
lution was passed by the joint session of the jobbers and 
retailers. 

I simply mention that to you for the reason that we have 


never realized, nor do we today, the power that we are 1n 
this game of distribution. We probably realize it individually, 
but we don’t collectively. Following this conference [ visited 
some of the eastern state associations, and, in fact, have been 
away from home now for over two weeks, and [ find that 
since the Atlantic City convention the jobber and manutac- 
turer are just as alive as the retailer—and I believe mor 

—to the necessity of regulating these conditions, as it 1s 0 
trouble for us to get a conference with these gentlemen, and 
they are only too glad to consult with us and try to help ts 


Address of State Fire Marshal Ole O. Roe. 
Following Mr. Abbott’s address, Mr. Ole O. Ro« 


fire marshal of Des Moines, addressed the meeting 
as follows: 


; ; a 
According to reports received at our office,-there occur! 


during the year 1912, 2,801 fires in the state of Iowa, resultins 
in loss or damage to the amount of $4,942,000. The loss was 
probably greater than this, for not all of the fires wh 
occurred in the state were reported. This is an amazing st 
of carelessness and crime. 

The hazards which underwriters assume are twofold 
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sical and moral. The first one alone is generally consid- 
| in taking the risk, and as a rule but little attention is 
to the second until after the loss has occurred. 

Up to the-present time public effort has largely, if not 
entirely, been directed toward the diminution of the physical 
hazard. To that end we are erecting better buildings in our 
cities and towns, which, if not fireproof, are, to some extent, 
fre resistant. We are paying more attention to the installa- 
tion of chimneys, furnaces and heating appliances in general, 
and our facilities for fighting fire are gradually growing 


better. 
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THE MORAL HAZARD. 


Notwithstanding the advance that has been made in the 
reduction of the physical hazard, the loss ratio in the United 
States and in this state from fire continues to be abnormally 
large as compared with that of the leading nations of the 
old world. The reason for this is not hard to find. The 
greatest menace to property is the moral hazard, to the 
diminution of which we are just beginning to direct our 
attention. 

The moral hazard may be subdivided into two classes or 
elements: carelessness and criminality. Some forms of care- 
lessness in handling firé or dealing with inflammable substances 
are so gross that they are in fact, if not in law, criminal. 

While certain sensational periodicals proclaim that the 
fires resulting from other than accidental causes are largely 
criminal, the facts, at least so far as this state is concerned, 
do not support this claim. On the other hand, the fires that 
result from inexcusable carelessness and negligence are un- 
doubtedly very largely in the majority. 

SOURCES OF DANGER. 


When one observes how paper, excelsior, oily rags, boxes 
and inflammable matter of almost every description is per- 
mitted to accumulate in basements and other portions of 
many of our buildings; when the electric wires which carry 
powerful currents are imperfectly insulated and improperly 
installed; when gasolene is stored and handled as though it 
were water and not as though it were one of the most danger- 
ous explosives known; when the manufacture and sale of the 
parlor match and its handling and scattering about with pro- 
miscuous wastefulness by men, women and children is per- 
mitted without let or hindrance; when thé smoker and his 
ever-present cigar, pipe or cigarette, without regard to fire 
hazards or conditions, are permitted to enter where even 
“angels fear to tread,” it is indeed surprising that there are 
not more fires than actually occur. 

CAMPAIGN OF EDUCATION. 

The campaign of education for which the state fire mar- 
shal law has made wise provision, and which is now being 
carried on in this state by means of instruction in the causes 
and dangers of fire in our public schools, will, I believe, in 
time cause a reduction in. the number of fires resulting from 
carelessness. 

It is a campaign that has for its object not only the pro- 
tection of property but the safety of life, for during the year 
1912, 42 persons were reported to our office as having lost 
their lives as a result of fire in this state, many by reason of 
the careless handling of gasoline or other inflammable oils. 

While the greater number of fires-is undoubtedly the 
result of carelessness, the firebug, like the poor, is “always 
with us.” During the year 1912 we investigated 139 fires 
and out of that number 87 were found to be of incendiary 
origin. As a result of these investigations prosecutions were 
instituted, resulting in three convictions and sentences to the 
penitentiary, one to the county jail, one to the industrial 
school for boys, four to the inebriate hospital at Knoxville, 
and eleven indictments are now pending. ; 

While it is exceedingly difficult under any circumstances 
to secure a conviction of crime under our peculiar form of 
jurisprudence, where the accused is given every advantage, it 
is especially so in securing a conviction for the crime of will- 
ful burning, particularly when the charge is that the burning 
was for gain and-for the purpose of injuring the insurer, 
which is a very common form of crime. 


_ _Considering that the field force at my command is very 
limited, I believe that the showing made during the past year 
is at least a fair one and will do much to deter others that 
may be like-minded from committing crime. 


APPLYING TO THE HARDWARE TRADE. 


_ 1 am speaking to a class of business men who are par- 
ticularly interested in the matter of fire prevention. The 
average hardware dealer needs to exercise the greatest care 
in and about his business. While the class of goods from 
which his occupation takes its name is not inflammable, he is 
compelled to handle a great many articles which are, for the 
business as it is conducted necessitates the handling of more 
or less of gunpowder, hunters’ supplies, dynamite, paints, oils 
and other explosive and inflammable substances, and in view 
of this fact IJ cannot too strongly urge upon you that you 
personally exercise the greatest care and caution in the 
storing and handling of these dangerous substances; that you 
observe scrupulously the statutes and the ordinances enacted 
by your town or city relative to these matters, and that if 
the city has no ordinance providing for the storage and 
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handling of explosives, you use your influence to secure such 
ordinance. 
aia pe Re 


CONVENTIONALITIES. 


Hugh A. Cole, the founder and father of the Iowa 
Retail Hardware Association, was on hand to greet 
his many friends in the trade. Fifteen years ago 
when Mr. Cole started this organization he conducted 
2 retail hardware store in Council Bluffs, Iowa, but 
he is now one of the owners of the Cole Manufactur- 
ing Company, manufacturers:of Hot Blast stoves, at 
Chicago. 

James B. Green, of the Des Moines Stove Repair 
Company, presented all of his friends with a hand- 
some, useful propelling lead pencil. 

E. B. Bennett was on hand demonstrating the Tin- 
ners’ Soldering Furnaces, made by the Double Blast 
Manufacturing Company, North Chicago, IIl. 

George M. Clark & Company, Division American 
Stove Company, Chicago, Illinois, had an interesting 
exhibit of the Clark Jewel Gas, Gasoline and Oil 
Stoves, in charge of their Iowa Representative, J. 
G. Harvey. 

The irrepressible Sam T. White was on hand dem- 
onstrating the New White Bench Washing Machine. 
He was assisted by J. S. Cox and that veteran sales- 
man, J. C. Foss. 

W. E. Scanlan, the Iowa representative of the 
Oneida Community, was on hand, assisting Frank H. 
Primo, with their admirable exhibit. 

M. H. Melrose and G. J. Barber were doing the 
entertaining for the Richards-Wilcox Manufacturing 
Company of Aurora, Illinois, and they presented their 
many friends with a substantial leather billbook. 

The Ringen Stove Company Division of the Amer- 
ican Stove Company, St. Louis, Missouri, were show- 
ing their new enamel steel ranges for burning coal, 
gasoline, gas or oil, their interests being looked after 
by A. W. Indermark and Louis Bernicke. 

W. Gunton was explaining the many points of merit 
of the Gilt Edge Furnaces made by R. J. Schwab & 
Sons Company, of Milwaukee, Wis. 

The Meyer Furnace Company and the F. Meyer & 
Bro. Company, of Peoria, Ill., had a large double 
booth near the entrance to the Exhibition Hall. They 
kept open house and their booth was headquarters 
for everybody, the hosts being Dirk Meyer, George 
Harms, Charles F. Uhlig and W. M. Bevéens. 

C. H. Milversted, manager of the sales department 
of the Milwaukee Corrugating Company, Milwaukee, 
Wisconsin, had charge of their display, assisted by E. 
R. Gerkin, P. E. Sauerwein and A. E. Gnagy. 

F,. E. Rouse of Marshalltown, Iowa, was on hand 
doing the honors for the American Wringer Company. 

The Range Eternal made by the Engman-Matthews 
Range Company, South Bend, Indiana, attracted con- 
siderable attention, their display being in charge of 
C. D. Britton and V. F. Holihan. 

Edw. J. Consoer, the Iowa representative of Am- 
bler, Holman & Company, Chicago, Illinois, had an 
interesting group at his exhibit at all times, where 
he was showing the merits of the Eagle Claw wrench, 
the Red Devil tools made by Smith & Hemenway 
Co., New York, and a line of hammers and tools made 
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by Van Doren Manufacturing Company, Chicago 
Heights, Illinois. 

The Cole Manufacturing Company, of Chicago, 
had an exhibit of their different types of hot blast 
stoves and ranges, in charge of Hugh A. Cole, M. 
M. Foott, P. P. Stone and F. D. Turner. 

Among the displays at the hardware exhibit at the 
Omaha Convention was that of the American Steel 
& Wire Company, 72 West Adams street, Chicago, 
who were represented by the following named gen- 


tlemen : 

J. W. Meaker, L. J. Brown, E. W. Ryan, L. P. Rider, J. D. 
McCarn, R. C. Whinnery, R. A. Beak, H. B. Chandler and 
D. R. Waterman. 
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COLORADO HARDWARE AND IMPLEMENT 
ASSOCIATIONS’ ELEVENTH ANNUAL 
MEETING. 


At the afternoon session on Tuesday, February 
18th, the report of the secretary showed that the or- 
ganization is in a prosperous condition, and has had 
a substantial increase of membership since last year. 
Forty-five members have been added during the last 
few days, and the membership now is 375. 

Treasurer’s report also showed a very satisfactory 
condition, the members being mostly well paid up, 
and there is a substantial balance in the treasury. 

Fifty manufacturers and jobbers exhibited their 
goods in the corridors of the Congress Hotel, and 
attracted a great deal of interest. The exhibitors 
were patronized freely, and expressed themselves as 
well pleased with the exhibition. 


President J. F. Jones’ Address. 
The annual address of President J. F. Jones was a 
most valuable paper and was highly appreciated by 


the members. It follows: 


Fellow Members of the Colorado Retail Hardware and 

Implement Association : 

It is with more pleasure than I am able to express that 
I greet you. Since our last meeting another year has gone 
by and we are still in the battle for the betterment of condi- 
tions. While my term as president has been a pleasant one, 
yet it may not have met your expectations and may not have 
brought the good results we had hoped. I assure you my 
interest has never failed in the good work we are trying to do. 

As all of you know, we had a very fine exhibit at the last 
meeting in Denver, and it was a successful one from all stand- 
points, with one exception—that of leaving money in our 
treasury. This was the cause of your not hearing very much 
from your officers for the year just closed. . Since our good 
work in Denver I have been studying over every possibility 
for the betterment of our respective businesses. 


THE PARCEL POST. 


The most important question before the merchants today 
is the parcel post. It looks very tame at present, but we will 
soon find out they have the most serious proposition that we 
have ever had to combat. I find in and around Chicago that 
the farmers and villagers are phoning in their orders daily 
for all kinds of merchandise. I know that Montgomery Ward 
& Company have in a Denver warehouse two carloads of 
catalogues to be distributed throughout Colorado. The same 
people are planning a distributing point at Denver to cover 
this territory. They are now figuring with the National 
Advertising Company for their campaign for business. This 
means nothing but disaster to all kinds of business. We may 
pooh pooh at this all we want to, but we will wake up when 
it is too late and find it is a reality. The question is, What are 
we going to do about it? I believe there is a way at least to 
stay in the game. We must all pull together and take an 
interest in our association work. Our members do not seem 
to warm up to the association at all. From what I pick up 
from time to time a great many of our members seem to have 
a grouch on and kicking as to the manner the affairs of our 
association are being handled. I also notice that most of this 
kicking is done on the outside to uninterested parties. There 
is very little encouragement in this method towards helping 


our officers to accomplish anything of great benefit. We cay 
never get anywhere by knocking ourselves or our friends 


LACK OF PROGRESS. 


In looking over our last ten years of association work | 
must say that we are no better off now than when we started 
We have been hammering at the people of whom we purchase 
for better prices and protection. What is the result? Prac. 
tically nothing. Styles of goods change, prices change 
methods of doing business change, so what we get today we 
do not get tomorrow. We do get lots of literature. The more 
kicks, the more literature, and there seems to be no end of 
this. Why should this condition prevail? The trade papers 
including our own, are making some noise and probably have 
done some good, but after all whom do they reach? Our- 
selves and nobody else. Why do they persist in hammering 
at the dealer all the time? It is a question of dollars and 
cents to them, of course. More subscriptions and more adver- 
tising is what it means. What trade paper puts up the prop- 
osition that they will reach the consumer? If there is any 
I do not know of it. I believe we have the opportunity to 
put something over to the consumer which will be of great 
value to our members. 

I think our Bulletin should be in line and published under 
the head of “The Hardware Consumers’ Magazine,” and it 
could be gotten out in its present form, only smaller to start 
off with. Say about fifty pages. There would be no further 
change in the magazine except the local dealer’s name should 
be on the outside cover. He would subscribe for’ the re- 
quired number of magazines for his territory for each cur- 
rent year. There should be no ads taken from any concern 
that sells to catalogue houses. There is no doubt in my mind 
but what this would be a great success and should be thor- 
oughly discussed by all of our associations. At present we 
have one good asset in the way of our fire insurance, and any 
member that has not taken advantage of it is surely missing a 
good thing. There is no reason why we should not have 
some more of the same value in other lines. 


A NECESSARY ADJUNCT. 


I have given a great deal of thought to one thing that | 
believe would prove to be a valuable asset, and that is a col- 
lection department operated from our state secretary’s office. 
In this we would gain much, For instance, if John Smith 
moved from one town to another and owed a dollar from the 
town which he left, the secretary would be able to follow him 
and try to make the collection. On the other hand, if John 
Smith moved to another state, our secretary would transfer 
the account to the foreign secretary, and he would look it up. 
After the state secretaries had exhausted every power and 
had failed to make the collection, it should then be transferred 
- ~ National secretary to make the final effort to collect 
the bill. 

Any bills of this kind put into the secretary’s hand 
should bear a commission allowed by the dealer to the secre- 
tary for making the collection. Business of this kind could 
be followed from New York to California at very small cost. 
In adding new assets to the association it will mean more 
funds to operate with, and also mean more work for our 
secretary, and if we expect results from him we will have to 
give him some encouragement, not only in salary and good 
fellowship, but we must answer his correspondence. With a 
little attention of this kind and some coaching he may be able 
to sell more hardware for us and feel he has accomplished 
something for the good of the cause. 


BUSINESS METHODS, 


We must remember that there is more hardware made 
today, more hardware to be sold tomorrow than there was 
yesterday, and still there are no more exclusive hardware 
stores in operation than twenty years ago. Business methods 
and competition are getting keener every day, and unless we 
wake up we will soon be run over by the big “steam roller.” 
The watchword of the association should be “Get to the 
Consumer.” 

GRIEVANCE COMMITTEE NEEDED, 


In conclusion I would advocate that we have a grievance 
commitee of three to take up complaints of our members. A 
committee of this kind has been needed badly. 

I would advocate that we create a collection department 
for the benefit of our members, and the department should be 
as far reaching as the National association. 

I would advocate resolutions being adopted towards mak 
ing our Hardware Bulletin a “Hardware Consumers’ Mag- 
azine” instead of as at present, “A Dealer’s Magazine.” In 
making this co-operation we are bound to get something for 
our money. 

I would advocate that the association should have the 
books audited by an expert auditor annually, as to their 
correctness. ; 

The secretary should have a stipulated salary instead of 
so much per head, as it is now. 

I would advocate that we change the date of meetings 
from February to either July or August, and if possible we 
should also have a good field man to go over our territory at 
least once a year for new members. 
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Secretary-Treasurer F. C. Moys’ Report. 
At this point in the proceedings Secretary F. C. 
Moys read his annual report, which is given herewith 


in full: 
Mr. President and Members of the Colorado Retail Hardware 
~~" and Implement Association : 

It is once more my privilege to report to you as to the 
operations of your association. In appearing before you today 
it will be my purpose to give you as concisely as possible a 
synopsis of some of the trials and tribulations of a secretary. 
| feel constrained to do this because it is my firm determina- 
tion not to continue longer in that capacity and I have a 
sincere desire to clarify the atmosphere as much as possible 
for my successor. I want him to enter upon his duties with 
as few of the handicaps that I have had as possible, and I 
want him to be more genuinely and heartily supported than 
I] have been. 

In giving some idea of my troubles, I am not doing it in 
a spirit of malice or vindictiveness, I entertain only the 
kindliest and friendliest feelings toward every one of you, 
and if, in order to make the situation clear, I mention names, 
do not misjudge the motive that prompts it. 

At the time my report was read to you on February 20, 
1912, we were in the midst of our first exposition and the 
question of the success or failure of it was in the balance. 


THE EXHIBITION MOVEMENT. 

At our 1910 convention, and again 1911, you instructed 
your officers that you wanted an exhibition. Acting on these 
instructions Directors Linder, Jones, Lathrop and Moys met 
and discussed the matter and decided to go ahead with Lin- 
der, Jones and Moys as the exhibit committee. We four 
pledged ourselves (Mr. Schmidt also concurring by mail) to 
put up what might be necessary to $300 each to carry the 
project through and pay the expenses and bills in case it run 
behind. 

A very important thing was the matter of location, Mr. 
Jones was appointed to look into the matter, he having exten- 
sive personal acquaintance with the Denver city officials, and 
see on what terms the Auditorium could be secured. 


Mr. Jones reported the best terms would be $2,000 for the 
week, take possession Monday morning and be all out Satur- 
day night. We thought we could not pay the price nor get in 
and out in so short a time. Mr. Jones reported we could get 
the Stock Yards Amphitheater for $1,000 for the week and 
with ample additional time to get in and out, and we con- 
tracted for it and proceeded to do the best we could. 

Exhibitors came to the front grandly, although the se- 
curing of them took an immense amount of printing, corre- 
spondence and personal solicitation. With all of our work, 
however, we felt cheerful, as we were sure we would come 
out successfully unless everything went against us, and it 
seemed as though that was just what happened. 


TOO MANY HANDICAPS. 


First, the Sells-Floto Circus, apparently at the instigation 
of the Denver city administration, put on an indoor circus in 
the Auditorium the same week as our show. Undoubtedly 
this drew immense numbers from us, especially in view of the 
stormy weather and the poor street car service the Tramway 
Company gave us. You who were there remember that it 
was about the coldest and stormiest week last winter and the 
Stock Yards street cars were stopped more or less of the 
time. Do you wonder the people went to the Auditorium in- 
stead of coming to our show? Why did we go to the Stock 
Yards? Why didn’t we take the Auditorium even at $2,000? 

If our foresight were as good as our hindsight, how wise 
we would all be. Your committee did the best they could, 
and I, for one, am still convinced that IF (Oh, that word if!) 
the weather had been propitious, the tranrway had given good 
service and a square deal on the street car advertising and 
the city administration had not conspired against us, we would 
have come out with colors flying and a handsome surplus of 
several hundred dollars behind. 

We had a good many thousand in attendance as it was, 
but mostly on passes. When we saw what we were up against 
your committee became well nigh desperate. We had sold 
exhibit space to a lot of good friends on our representation 
that we would have a well attended exhibition, and we felt 
obligated to bring them if possible. So we gave out thou- 
sands of passes and spent money like drunken sailors for 
advertising. Our expense account was something enormous, 
and with the thousand and one things we had to look after it 
was well nigh impossible to keep an accurate estimate of our 
obligations. In the meantime we were hoping against hope 
(I almost said praying, but we were all too near dead, and I, 
at least, too near crazy to pray) for some good weather so 
that we could get some gate receipts to pull us out. 


ADDITIONAL DRAWBACKS. 
__,Mr. Linder had planned to spend the week before and 
curing the show at Denver. Unfortunately he was taken sick 
about two weeks before and so was of no more service to us. 
Mr. Lathrop came to Denver about a week before the conven- 
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tion and at first offered to help us, but after he sized up the 
situation he hid out and it was up to Jones and I to finish it 
the best we could. 

Did we make mistakes? Well, I should say so, but they 
were mistakes of the mind and judgment and not of the heart. 
The person who never made any mistakes never did much of 
anything. Quite naturally [ made more blunders than the 
others, on account of being secretary so many more things 
came to me for attention. 

EVERYBODY WORKED. 

For a number of months before the show I was worth 
mighty little to my own business. I had my own stenographer 
busy on association and exhibition matters a great deal of the 
time and an extra stenographer several months entirely on 
exhibition and association business. In addition to these my 
clerks and family were frequently called in to help about fold- 
ing and mailing multigraph letters, etc. 

All during 1911 and until after the 1912 exhibition I kept 
an extra clerk, more than our business justified, at $12 a 
week simply because the association and exhibition took so 
much of my time it was impossible for me to attend to my 
own work. During the latter weeks before the exhibition I 
left Boulder many and many a morning at 6:20 and put in 
the entire day in Denver on association and exhibition mat- 
ters; but while I spent a great deal of time in Denver entirely 
away from business, yet the vast majority of my work was in 
Boulder. 

Mr. Jones spent a great deal of time on these same mat- 
ters and so did Mr. Linder, but I am sure they will both say 
their neglect of their business was a mere drop in the bucket 
compared with mine. 

In addition to the extra work of the exhibition the year 
of 1911 to 1912 was an exceptionally busy one for me on asso- 
ciation matters. The legislature was in session the earlier 
part of it and it took a great deal of my time. 

We had our transient dealers’ bill drawn (attorney’s fee 
$100) and pushed it through the legislature. Also helped some 
others to pass and helped defeat some. 

Without going into detail the year 1911 to 1912 was by 
far the busiest year as association secretary I had ever had, 
and this not counting the extra work of the exhibition. 

NO EXTRA COMPENSATION FOR EXTRA WORK. 

At our directors’ meeting immediately following the 1912 
convention Mr. Jones, being somewhat aware of the work I 
had done, moved that “the secretary be voted $1,000 for the 
year, or $400 beyond his regular salary for extra services 
because of the exhibition.” The stormy weather had put such 
a crimn in our gate receipts I couldn’t see where the $400 was 
going to come from and suggested there was no use making 
an appropriation without arranging for funds to pay it. They 
then added to the motion “provided there are funds to pay it.” 
The exhibition having come out behind and consequently “no 
funds,” they have since declined to recognize the above $400 
as a valid debt. 

Another defense of the directors against recognizing this 
claim was the fact that it was not definitely agreed in advance 
that I should receive anything for my services. Undoubtedly, 
if we had come out with a thousand or so ahead, the $400 
would have been paid gladly, and then who would have re- 
ceived the surplus? Why, the association, of course. Now, 
if the association was to receive the profit, why should I 
stand the loss? All of the laborers, carpenters, decorators, 
etc., were paid. Are they more entitled to their earnings than 
Iam? Am I not entitled to reasonable compensation for my 
time and that of my stenographer and other employes, to say 
nothing of my loss through neglect of my business, wear on 
typewriter, lights, fuel, etc. ? 

LACK OF FUNDS. 

When it came to settling up the outstanding accounts 
against the exhibition the directors insisted on taking prac- 
tically all'the association money in the treasury to pay the 
exhibition debt. Included in the outstanding exhibition debt 
was $100 due each Linder, Lathrop and Schmidt. Those three 
and myself had put up $100 each in June, 1911, as a part of the 
$300 each pledged. Mr. Jones’ deposit was never put up. My 
note was paid when we got in some money from exhibitors. 
I proposed that those three each continue to carry thejr $100. 
Jones and I also put up $100 each and we then drew on the 
association for enough more (about $60) and paid balance of 
exhibition debts, thus leaving us holding claims against the 
association of $100 each on the above. I also wanted them to 
acknowledge the $400 additional due to me. They rejected my 
proposition and insisted that the money in our association 
treasury be used to pay them their $100 each and the other 
debts as well, This, therefore, was done and in consequence 
we have gone through 1912 with no money in the treasury. 

The directors voted to make the secretary’s salary (on 
Mr. Jones’ motion) at $3 for each active member, 50 cents 
for each manufacturer and 25 cents for each traveler. The 
idea, no doubt, was to provide an incentive for the secretary 
to work for new members, and it’s not a bad idea provided 
he has anything to work with. But you can’t buy postage 
stamps nor printing with wind and you can’t get members 
without them. You might as well clip a bird’s wings and 


expect it to fly. 
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I have kept up the work of the office as well as possible 
but not as I should have liked. The regular correspondence 
has been attended to pretty well, and it alone is a tremendous 
task, but I have been unable to keep the dealers fully advised 
of what was doing or solicit new members to any extent. 

Our obligations to our National association have been 
taken care of and, in fact, every debt is paid, so far as I know, 
except myself. 

THE PUEBLO CONVENTION. 

At our 1912 convention your offrcers were instructed to 
put on the convention at Pueblo this year and we have done 
so. We have been criticized by many who find it more con- 
venient to go to Denver but think their criticism is unfair. 
I, for one, am very glad that we are meeting in Pueblo 
and fully appreciate the great and excellent work the Pueblo 
dealers and the Commercial Club have done and are doing 
for us. 

EXHIBIT. 

There was more or less demand from exhibitors for 
space and we therefore, arranged for it as best we could, The 
result you have all seen and I am sure are well pleased. We 
cannot tell exactly how we are coming out on the exhibit 
financially, but we have been conservative and tried to “play 
safe.” (“A burnt child dreads the fire.”) Mr. Jones and I 
have been down here several times and there has been more 
or less other expense but apparently we will have a surplus 
of about $275.00. 

MEMBERSHIP. 


Our membership list shows the following: 
Feb. 20, Feb. 15. 


1912. 1913. 

Associate members (traveling men)......... 63 103 
Associate members (mnfctrs. and jobbers).. 7 28 
Active -GROMONS ic ois cass Ke ACR oak sh oae oe 221 192 
Totel mothers ic 3458 issat sce vase’ 291 323 


This does not show the satisfactory result we would like 
in active members. Many have written they couldn’t pay 
their dues and have been dropped and little effort has been 
possible toward getting new ones and no solicitor has been 
out in 1912 as we had in 1911. 

Nevertheless our affairs are not bad compared with what 
we had four years ago when I took over the office. At that 
time we had about seventy members. Now we have 323 
members or an increase of 461 per cent. Then we had an 
income of $420.00 a year. On the basis of our present mem- 
bership our income from dues should be $1,470.00 for 1913. 
Our new secretary should be able to increase this somewhat 
and unquestionably can if we will all stand by him and not 
knock and criticize him. Then if he will profit by our ex- 
perience and not get behind on account of an exhibition, he 
ought to get along all right. 

NATIONAL CONVENTION. 


On account of our financial condition we were unable to 
send any delegates anywhere, By my being a director in the 
National Hardware Mutual Fire Insurance Company and be- 
ing called to directors’ meeting at Detroit, the same time as 
the National convention, I was able to represent this associa- 
tion as a delegate and without any expense to it. 

Mr. Branson was elected as delegate to the National 
Federation of Implement & Vehicle Dealers’ Associations 
and, while we had no funds to send him with, I have no 
doubt he will have a report made up from information he 


has secured. 
SECRETARIES’ CONFERENCE. 


For two or three years the secretaries of the various state 
associations have been having a conference in October. The 
most important meeting was held October 8th and 9th, 1912 
at Chicago. There were present seven National officers and 
twenty-two state officers. I was urgently requested to attend 
but plead the poverty of our association as well as not 
able to get away. I was then asked if I could come provided 
the National would pay my expenses. I didn’t think you 
would want to be represented on a charity basis so did not go. 

The National Association of Hardware Secretaries was 
organized and constitution and by-laws adopted. Any retail 
hardware president or secretary is eligible to membership, 
and I recommend that ours join, Arrangements should be 
made, if possible, for our secretary to attend the conference 
in October. “The secretaries are the field marshals in the 
front of the battle’ and should have every possible assistance. 


COMING NATIONAL CONVENTION, 


The next National Retail Hardware convention will be 
held in Jacksonville, Florida, next month. Your secretary 
should attend this if possible, and if you send a second dele- 
gate he should always be your newly-elected president. 

I expect to be there attending insurance directors’ meet- 
ing and will be glad to assist your secretary and president 
in “getting onto the ropes.” If it is your desire I could also 
act as a delegate with no expense to our association. 

LEGISLATION. 

_I sent out on December 3d, 1912, a communication about 

legislation with especial reference to fire insurance laws and 


asked advice as to our taking a hand in the matter to ¢) 
extent of trying to get more satisfactory insurance law, Pe 
the books. In answer to 960 letters I got about six replies 
not one of which was from an officer. : 

On December 30th, 1912, I sent a personally dictated {¢. 
ter in sealed envelope and duly signed to each officer and 
director and reading as follows: 

“Dear Sir: 

“I sent out a letter a short time ago asking some ques. 
tions regarding various matters, among others being the 
question of our present insurance laws and asking advice a; 
to taking the necessary steps towards having these insurance 
laws amended so as to make Mutual Insurance an easier 
proposition. ‘You are, no doubt, aware that the present 
Colorado laws make Mutual Insurance almost prohibitive 
The only way we can write fire insurance in our Nationa| 
Hardware Mutual Fire Insurance Company is by an evasion 
of the Colorado statute. Ours being an interstate company 
the Colorado laws do not touch it. We cannot, however, oj. 
tain authority by which any one,in Colorado can sign a policy 
It all has to be done from the home office. - 

“In. the meantime, the state insurance department has 
done everything they can to divert business from the hard- 
ware mutuals to the board companies who have complied 
with the Colorado statutes, and are authorized to write in- 
surance in this state. 

“You are also aware, no doubt, that insurance rates in 
this section are much higher than similar risks are in eastern 
states. I maintain that these rates are high because the Colo- 
rado laws are favorable to the strong board companies and 
are very much against the formation or operation of mutual 
companies. Of course, those dealers who are wise enough 
to place their insurance in the Hardware Mutual regardless 
of the threats of the state insurance department, are making 
a saving of 40 per cent on their premiums, but if the board 
rates were reduced they would still make a saving on this 
premium over the board rate and on the insurance which 
they were carrying in the mutual companies get a correspond- 
ing deduction. 

“T am informed that the Underwriters’ Association have 
been perfecting its organization and has intrenched itself as 
strongly as possible to combat any efforts which may be 
made toward changing the insurance laws. I believe, how- 
ever, provided action is taken at once, sufficient pressure can 
be brought to bear through the various mercantile associa- 
tions of the state to get our insurance laws amended so as 
to put them on a more favorable basis. 

“IT have been disappointed at the lack of interest mani- 
fested by the most of our members and especially our of- 
ficers in this matter after I have brought it to their atten- 
tion. 

“IT wish you would give this your immediate consider- 
ation and, if in your opinion, it is wise for us to take any 
such steps, please advise what your views are and what ac- 
tion, if any, we should commence.” 

I then received very promptly a fine letter from Direc- 
tor W. S. Cox, of Silver City, New Mexico, and in a few 
days a similar one from Director A. A. Shulte of Casper, 
Wyoming, but up to date I have not had a single answer 
from a Colorado officer. They are either mighty busy or 
care very little about the association and especially your 
secretary. 

INSURANCE LAWS, 


Our present insurance laws are all in favor of the big 
stock companies and against the mutuals. It is impossible 
for the most, if not all, of the hardware mutuals to qualify 
to write insurance in this state, that is maintain a local of- 
fice and have policies signed here. There is now before the 
legislature H. B. 191, which requires all insurance to be writ- 
ten by a resident agent. If this goes into effect it will mean 
to put the hardware mutuals out of business in Colorado. So 
that instead of making an effort to have better insurance 
laws put on the books, we are sitting idly by and letting worse 
ones get on because your directors are too busy-or indifferent. 

Now, if you want to do anything you must act quickly. 
You can’t have any new bills introduced but you can fight 
this one and perhaps some others. 

I have looked over the titles of all of the bills and have 
here for your legislative committee’s attention— 
ue House bills, 626, 417, 412, 711, 538, 286, 335, 46, 67, 191, 


Senate bills 197, 304, 112, 89, 111, 225. 

_ There may be others but these at least should be looked 
into at once. 
HONEST ADVERTISING. 

Action should be taken looking to an honest advertising 
law. Mr. Emil Stein of Durango, has been doing something 
along this line. Perhaps some one can tell us about it. 

HONEST WEIGHTS AND MEASURES, 

Efforts should be made to secure national law on honest 
weights and measures. I have more or less matter on this 
and other questions which I will turn over to the proper 
committee. 

The National Federation of Retail Merchants held its 
first convention in St. Louis November 19th to 21st, 1912. 
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I have some data on it which the Committee on Suggestions 
should consider. ; 

Syndicate catalogue agents are scouring the country. 
This subject should be carefully considered and suitable reso- 
Jutions adopted. 

GRIEVANCES. 

A few have been filed but not many. I have more or less 
matter for the grievance committee. In my letter of Decem- 
ber 3d, 1912, at President Jones’ suggestion, I wrote you about 
Universal Food Choppers and asked some questions, I re- 
ceived about six answers from my nine hundred and sixty 
letters and then took the matter up with Landers, Frary 
Clark. The correspondence has been handed to the grievance 
committee. 

Consideration should be given to the movement for one- 
cent letter postage. The suggestion committee should go 
over matter submitted and report. 

W. C. Cunningham is advertising in Denver as well as 
eastern papers to teach mail order business, etc. In view of 
the fact that he has been in trouble with the postal authori- 
ties over alleged fraudulent transactions his proposition on 
mail order business should be closely scrutinized. [ submit 
some matter I received from him to the suggestions com- 
mittee. 

The suggestions and resolutions committees should con- 
fer regarding many of these matters so to decide whether to 
submit resolutions or only suggestions covering them. 

The fire insurance proposition is one which should have 
the fullest consideration. The National had an exceptional 
vear in 1912. For the first half 12 per cent of premiums cov- 
ered total expenses and losses. For the entire year the re- 
sult was 27 per cent. Our directors felt that we were not 
justified in refunding over 40 per cent for 1913 expirations, 
but on the reserve fund should be built up to still greater 
strength. 

The National is now the strongest hardware mutual and 
is stronger than most if not all of the stock companies. We 
have $250,000.00 of insurance in Colorado on which the policy 
holders saved in 1912, $1,840.00, and in New Mexico we have 
in force $18,000.00 and the saving in 1912 was $138.80. We 
had losses of $1,009.00 in Colorado in 1912. A> more complete 
statement of our insurance in Colorado is in transit and I 
expect to have it in time for the convention. 

HISTORY. 

In closing this report I want to cite briefly some facts 
relating to my official connection with this association. 

We organized in Pueblo ten years ago and I was elected 
secretary. My compensation for the entire year was $75.00 
and out of this I was supposed to pay my stenographer and 
all other assistants as well as myself to say nothing of wear 
and tear on typewriter, office room, etc. The next year I was 
again elected and received $150.00 for my year’s work, etc. 
I was then out for four years and in 1909 the office was 
virtually forced: upon me. I went to the National convention 
and secured the 1910 convention for Denver, this after con- 
sultation by wire with George Tritch and urgent invitation 
from him. 

At our convention in 1910 I was again elected secretary 
and as it seemed essential for me to continue in view of the 
National convention coming in July I did not object. George 
Tritch declined to assist in raising money (except their own 
subscription) or arranging entertainment for the National 
and threw it all on to me. Brother Jones came to the rescue 
and helped me nobly. We raised the money, planned and car- 
ried out a program of entertainment that was a credit to your 
association and made a great hit with the National officers 
and delegates. All of this meant a great deal of loss of time 
and business to me. 

The association history of 1911 and 1912 is fresh in your 
memory, and I will not repeat it. I will say this, however, 
that I have been told principally by one person, a number of 
times during the past two years how very unpopular I was 
and how many there were, especially among the traveling 
men who were going about knocking on me. Abraham 
Lincoln said: 

“If I were to try to read, much less answer, all the at- 
tacks made on me, this ship might as well be closed for any 
other business. I do the very best I know how—the very 
best I can, and I mean to keep on doing so until the end. 
If the end brings me out all right, what is said against me 
won’t amount to anything. If the end brings me out wrong, 
ten angels swearing I was right would make no difference.” 

I have followed his precepts as best I could. Made mis- 
takes? Yes, plenty of them. I have tried to handle the of- 
fice in the broadest possible way and done the best I could 
to produce results. I do not agree with our president that 
nothing has been done in these ten years. There has been no 
definite history kept of our accomplishments and we can only 
speak of them from memory, but I am sure you will ail 
agree that as you think it over much has been done and the 
association has, been worth while. 

I do agree that the amount accomplished is no where 
near what it should have been. But whose fault is it? Your 
secretary can’t do much unless you help him. Suppose you 
send out nearly a thousand letters asking certain questions 
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and get a dozen answers! Suppose you write a personal let- 
ter to each officer and director and not one in Colorado an- 
swers it! If it’s because you don’t like me you didn’t need 
to have me in the office. I never sought it. I never asked any- 
body to vote for me. On the other hand, I have tendered my 
resignation by mail and verbally several times in the last 
two years and it has not been accepted. I have spent my own 
time and my employe’s time, have neglected my business, fur- 
nished office room and equipment, light, heat, typewriter, etc. 

Speaking of typewriter reminds me that I had to buy 
a new one a short time ago. My old one was perfectly good 
when | went in as secretary four years ago, but we wore it 
out. I estimate that not less than two-thirds of all my type- 
writing the past four vears has been association work. 

I estimate that every dollar I have received in salary 
has cost me two. I have gotten to the point where I have 
enough and am only too glad to surrender what appears to 
be a thankless task to my successor. I ask and expect you 
to treat me fairly and honorably so far as the ‘financial 
part is concerned. You owe it to yourselves as well as to 
me to do this. 

In conclusion, I wish to express my appreciation of the 
honor and confidence shown me in electing me to this office 
as you have done six times. While it has seemed burdensome 
and a sacrifice to me, yet it has been the medium of many 
pleasant and profitable experiences. 

As your delegate to the National convention, I have en- 
joyed several nice trips and formed the acquaintance of many 
of the biggest and broadest and most successful men in 
the hardware trade whose friendship I shall ever cherish. I 
have formed a closer acquaintance with the hardware and im- 
plement dealers, wholesale and retail, of Colorado, Wyoming 
and New Mexico and appreciate fully the many friends I 


have gained. 
As a private in the ranks it shall be my pleasure to as- 


sist our officers in any way I can to bring the association to 
the highest possible plane of usefulness, 


The report of the delegate to the National Retail 
Hardware convention in Detroit, Michigan, last June, 
was full of interest, and along the same lines as pre- 
viously published. The delegate to the National Fed- 
eration of Retail Implement & Vehicle Associations 
at Chicago, read his report which contained various 
features of interest. 

Wednesday morning, February 19th, Mr. Roy F. 
Soule delivered an illustrated address on ‘Present 
Day Hardware Implements, Leading Competition, and 
Progress in the Hardware Store.” The illustrations 
were of many simple devices which he had seen in 
operation in retail stores. 

The rest of the morning session was devoted to 
the Question Box and various business details. In 
the afternoon the hardware exhibits were visited by 
a large number of delegates. 

On Thursday morning, February 20th, Mr. A. V. 
Nutt, of the John Deere Plow Company of Moline, 
Illinois, delivered an interesting address on “Cost, 
Education and Dealers’ Local Club.” It was agreed 
that the average retail hardware dealer’s cdst of do- 
ing business was close to 20 per cent on gross sales. 
Implement and vehicle manufacturers made a propo- 
sition to assist in the formation of local clubs, and 
stand a portion of the expense thereof. Thursday 
afternoon the various committees reported, among 
them the resolution committee, which offered the 
following, offered by Mr. A. L. Branson, of Trinidad: 

WHEREAS, As God in His wisdom did, on the 12th day 
of February, 1913, see fit to call from our midst one of God’s 
noblemen, H. B. Brown, of Trinidad, Colorado, be it 

Resolved, By The Colorado Retail Hardware & Imple- 
ment Association that in the loss of H. B. Brown this asso- 
ciation has lost one of its most beloved members, the state of 


Colorado a loyal citizen, Las Animas County a true friend 
to all that was best, and his widow a sincere and loving hus- 


band; and be it further ' 
Resolved, That a copy of this resolution be sent to the 


widow of our late lamented brother. 
By a rising vote this resolution was unanimously 


adopted. 














Se 
pualllicemanaaaa 


40 AMERICAN ARTISAN AND HARDWARE RECORD 


Mr. Branson also offered the following resolution : 


Moved, that it is the sense of this association that the in- 
coming directors pay to Mr. F. C. Moys $400.00 as services 
due for work in the year 1911. 


Upon the second of Mr. Curd and others, a vote 
was taken and this motion was carried unanimously. 

Secretary Moys, after thanking the convention and 
expressing his appreciation, asked that the members 
spend as much time as possible among the exhibits 
displayed by the manufacturers and jobbers, sug- 
gesting, that if possible each member place an order 
with each one of those represented. 

Following the committee reports the election of 
the officers took place with the following results: 


President—C. C, Huddleston, Lamar. 

Vice President—George Wilson, Florence. 

Secretary-Treasurer—Edward Arps, Ouray. 

Director, holding over until 1914—T. M. Harding, Jr., 
Canon City. 

Directors, elected for two years—William Troxel, Denver. 


A telegram was read by C. L. Buck announcing 
the death of W. M. Glass of Omaha, Nebraska, of 
the firm of Lee Glass & Andreesen, of that city, and 
upon motion of A. L. Branson, of Trinidad, Colo- 
rado, variously seconded, the secretary was instructed 
to draft a resolution of sympathy to be sent to the 
members of the family of the deceased. The an- 
nouncement of the death of Mr. Glass caused the 
deepest sorrow among the members, all of whom 
knew him well and held him in the highest esteem. 

The convention closed with a feeling of general 
satisfaction and the assurance that it had been a com- 


plete success. 
oiled uh: 


WINDOW DISPLAY CONTEST. 





In preceding issues of AMERICAN ARTISAN have ap- 
peared a number of articles relating to the window 
display contest which has set forth to the trade the 
benefits that are to be derived from a showing in this 
way. A number of points of advantage to be 
gained have been brought to notice and dealers in 
hardware have been given many suggestions intended 
for their use in preparing their windows for this con- 
test. From many sources it has been learned that 
these contests have proven of great value to the 
trade. This series of contests we know has brought 
to many a large accretion of business derived through 
their exhibits. Many of the competitors for the 
prizes we offer have acquired an invaluable knowl- 
edge of the best method of exploiting their goods, and 
have derived considerable profit therefrom. This be- 
ing an established fact, we are encouraged to continue 
along this line and are prepared to accommodate all 
who wish to enter the lists. 

In these displays dealers in the various branches of 
hardware supplies have been enabled to place their 
special lines before the public in an attractive man- 
ner, and to secure for themselves advertising that can- 
not fail to return to them a fair portion of profit. 
Furthermore, these displays have lent impetus to the 
ambition of retail dealers to clean up their store win- 
dows and place before the public specialties from 
which they hope to derive the best results. Whether 
large or small, establishments represented in these 
contests have been benefited very largely, as has been 
shown by the large number of dealers who have sent 


in photographs and descriptions of their displays, 

As builders of business, these window displays haye 
come to be recognized as a means of promoting not 
only chances for pecuniary gain, but have served a; 
an educational factor that in no other way could have 
been brought into play. 

Success in these contests has encourged Americay 
ARTISAN to go on in its endeavor to disseminate the 
doctrine of the “Good Front.” The dealer who does 
not place his best foot forward is apt to find himsel; 
at the rear end of the procession. “Get in Front! 
Keep in Front!” should be the motto of every one 
who has anything to sell, and “Make a Splurge, and 
Do It Well” should be his slogan. 

There is much more than mere intrinsic value to 
be considered by those who wish to enter the contests. 
While the cash prizes offered are very attractive, and 
the honor of having won, even though it be the smallest 
prize, is not to be despised. The value that is to be 
attached to the prominence given in these competitions 
is the first consideration. The conditions governing 
these contents are given herewith. 

The prizes will be awarded as follows: 

First prize, $50 in cash for the best photograph and 
description of window display of hardware. 

Second prize, $25 in cash for the photograph and 
description second in excellence. 

Third prize, $15 in cash for the photograph and 
description third in excellence. 

Fourth prize, $10 in cash for the photograph and 
description fourth in excellence. 

THE CONDITIONS. 

The conditions of the competition are as follows: 

The photographs may be sent by mail or express 
charges prepaid, and must reach this office not later 
than August 15, 1913. Address all photographs to 
AMERICAN ARTISAN Prize Competition, 537 South 
Dearborn Street, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put into a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 

A competition committee of three will be appointed, 
one of whom will be an expert window dresser and 
one an experienced hardware man. This committee 
will pass upon the merits of all photographs and de- 
scriptions received, without knowing the names or 
addresses of the senders, and will decide the winners 
of the contest. 

AMERICAN ARTISAN reserves the right to publish all 
photographs and descriptions submitted in this com- 
petition. 


WISHES AMERICAN ARTISAN WAS SEMI- 
WEEKLY. 





To AMERICAN ARTISAN: 

Please find enclosed check for $2 in payment of 
my subscription. We think your paper has improved 
greatly during the last few months. Could not sug- 
gest any improvement unless it would be to send it 
twice a week. Respectfully, 

C. M. McAmMspokKeEr. 

East Liberty, Ohio, February 10, 1913. 
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' ff} Nineteenth Annual Convention of — 


: the Ohio Hardware Association 
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4 does A meeting which was regarded by the members as pede work, and easily alarmed, would become uneasy if 
imself Pe ” . ae asked these questions—“What is the Ohio Hardware Asso- 
os the best ever” was the nineteenth annual convention Ciation doing for me at home?” “Why should I longer con- 
of the Ohio Hardware Association held in the Cham- ot in the association?” “Why should I attend this year 
Y One P 14: when Mr. Jones, a member and competitor, is selling goods 
| ai ber of Commerce Building, Columbus, February 25  ¢5, tess than I can buy them?” etc. 
he to 27, inclusive. The Southern Hotel was headquar- x ; believe my discussion of these questions at this time to 
, . : i e the paramount issue, and to be of more relative interest ‘ 
ue t ters of the members, and ‘the er of many hearty to you, and of more permanent good to the association than 4 
; 0 greetings and renewals of acquaintance among them. my views on Parcel Post, Merchandise Distribution, One iq 
itests, a Cent Letter Postage, etc. at 
, and There was a full attendance and * large number of I am going to answer all these questions, and questions ‘| 
ll members were accompanied by their ladies. of a similar nature, by briefly pointing out the possibilities of \ 
a : : 
“ng Registration and payment of dues began at 7 a. m., 
Oo . . . . 
. be followed by the distribution of badges, tickets, etc. 
10Nn< om . ‘ 
om The exhibit hall, the Goodale Street Auditorium, was 
se opened at 8 a. m., and the entire morning was given 
over to viewing the many fine displays and the ex- 
) change of fraternal courtesies. 
anc 
The Opening Session. vt 
and The convention was called to order at 1:30 p. m. Vi 
in open session, the ladies being invited, by President ~% 
eqqs : ‘ ; : ata 
and Forrest C. Secrest, of Chillicothe, Ohio. Dr. John W. wd 
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Day, pastor of the First Presbyterian Church of Co- 
lumbus, offered the invocation, and the Williams 
Brothers Quartette did some very pleasing singing. 

Hon. George Karb, Mayor of Columbus, welcomed 
the delegates on behalf of the city in most hearty 
manner. 

At this point in the exercises singing was again 
furnished by the quartette. 

Hon, James M. Cox, Governor of Ohio, followed 
with an address. The Governor's address closed the 
morning session. 


Tuesday Afternoon. 


The convention went into executive session at 3:30 
p. m., the first order of business being the nomination 


of officers. 

At 4 p. m. the session closed and the delegates and 
their ladies visited the hardware show until 6:30 p. m. 
At 8 p. m. there was a theater party for the ladies 
at Keith’s Theater. 

Tuesday Evening. 

An evening session was held at which members only 
were present. President Forrest C. Secrest deliv- 
ered his annual address, which follows: 


Address of President Forest C. Secrest. 


Members of The Ohio Hardware Association: 

I sincerely believe -I now have the privilege of addressing 
the greatest state association of hardware merchants in the 
United States. While one association is slightly greater nu- 
merically no other association has offered its members such 
broad, practical, progressive avenues for release from the 
bondage of unprofitable business. 

Before plunging into the problems solved, partially solved 
and unsolved, that confront this association I want to thank 
the membership and the officers for their splendid assistance 
in putting into successful operation many of the things or- 
dered at the last meeting at Cleveland. 

_ That some of the advanced steps we have taken are not 
entirely understood is evidenced by the similarity of a number 
of questions submitted for discussion, and letters I have re- 
ceived from time to time during the year. One not familiar 
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the Present Day Ohio Hardware Association to the alert 
active member. 
THE ANNUAL MEETINGS. 

Since its organization nineteen years ago, this association 
has held its annual meetings. The sentiment underlying these 
meetings has never changed. “It is the business of the Ohio 
Hardware Association to make better hardware merchants.” 
The program of these annual meetings has, however, changed 
with the spirit of the association from set speeches and very 
little question box, to half speeches and half question box, 
and finally to all question box; every session now is entirely 
taken up in the discussion of real vital problems of the Ohio 
retail dealer, not discussed by theorists, but by our own mem- 
bers from their practical experience. 

If any of you are in the dark on any matter pertaining 
to your business, you have the right to initiate that subject 
through the Question Box, and get practical, reliable informa- 
tion, hardly obtainable in any other way. Now, that is all 
the sessions of the annual meeting can do for you—practi- 
cally advise you on any legitimate business problem. The ad- 
vice they give you, the advice they give others, absorb, take 
home, adapt to your own business every day in the year. 

Our hardware exhibit has more than kept apace with 
the other features of our association, and this year I believe 
we offer our members the greatest hardware show. of our 
career. How much you get of it, how much you take home, 
depends entirely on yourself. The greatest school is here, 
if you apply yourself, if you study the new goods, if you 
take advantage of the opportunities offered, you will feel the 
effect in your business at home every day. 

BENEFIT OF THE EXHIBIT. 

One instance occurs to me now of the practical side of 
the exhibit, and I have no doubt that many of you could offer 
testimony equally as convincing. I was passing through the 
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exhibit hall at Cleveland when | heard this conversation : 
“Mr. Jones, I want you to meet the president of our com- 


pany.” The above was spoken by the salesman of a well 
known manufacturer. The president acknowledged the in- 
troduction and said: “Mr. Jones, before I started for this 


meeting, I thought I would.look over our Ohio business since 
we started in this state six years ago, and I find that you were 
our banner agent; you sold 247 of our machines, and that 
you never had over $45.00 invested at any one time, and your 
gross profits could not have Leen less than $650.00 on this one 
item.” Mr. Jones replied, “Mr. President, I knew we were 
having a good business on your machine, and it is one of 
the things I owe this hardware association. If I had not 
seen it in operation here six years ago I never would have 
put it in stock. I had read your advertising matter and it 
did not appeal to me, but when I saw it in operation at the 
hardware show I was convinced and bought a sample, and 
the splendid business you just mentioned resulted.” 

Now,. my brothers of the Ohio Hardware Association, 
you owe it to yourself and your business to spend every avail- 
able moment in our exhibit hall. Take home something that 
will bring you increased income in your business every day. 
It is there for you, go after it. Take it home with you. 

THE MUTUAL INSURANCE COMPANY. 

Another important adjunct of this association is the Ohio 
Hardware Mutual Insurance Company, controlled by policy 
holding members of the Ohio Hardware Association, and 
managed by officers made up from their number. They offer 
you safe insurance at less than you buy it elsewhere, and 
they offer you, if you are ‘visited by fire, an adjustment made 
by experienced hardware men—your friends and brothers in 
this association—assuring you of a fair, honest settlement. 

I consider this adjustment of losses by practical hard- 
ware merchants a greater recommendation for our insurance 
company than the actual saving on the premium. It is a good 
deal like being nursed through a sick spell by your mother. 
No member of this association can afford to ignore our in- 
surance company; the saving in actual money will more than 
reimburse you for your membership in the association, and 
the adjustment of your losses in case of fire by your friends 
will be of inestimable advantage to you in your settlement 
with other companies participating in the loss. 


SOCIAL FEATURES. 


In recounting the advantages of your affiliation with the 
state association, I want to call your attention to the social 
features. It is like all the other good things we offer; you 
get out of it just what you ask for. I know of one member 
of this association who points to this as the most beneficial 
of the many things thi$ association offers. He says the privi- 
lege of meeting, personally, all the successful hardware mer- 
chants of Ohio, of discussing with them trade problems, 
handling of credits, sales producing ideas, advertising 
schemes, store systems, etc., is the greatest thing this asso- 
ciation has to offer. Whenever this man comes to our annual 
meeting he comes loaded. During the year he enters in a lit- 
tle book all the perplexing problems that come up in his busi- 
ness. He seeks acquaintance with the,most successful men 
present. He discusses these questions with them, and takes 
home with him a store of splendid information, fitted to his 
particular business. The presence of the ladies, the theater 
parties, and the joint entertainment for both men and women 
are pleasant occasions, serving as a relaxation from the im- 
portant work of the convention. 


ASSOCIATION AFFILIATION. 


This association is affliated with the National Retail 
Hardware Asociation, composed of thirty-two state associa- 
tions with approximately 15,000 members. Our affiliation with 
this association costs us $1.00 per member each year. Fifty 
cents of this is for membership in the National association 
and 50 cents for subscription to the National Hardware 
Bulletin. 

Through the National association we co-operate in prob- 
lems of a national character. We are beneficiaries in all the 
good they accomplish. We are entitled to their help and ad- 
vice on any perplexing problems that come up in our own 
state association. 

The National Hardware Bulletin is the organ: of the Na- 
tional Retail Hardware Association. It comes to you once 
every month. Before another year I hope it will come at least 
twice a month, or better yet, every week. I hope that it 
maintains a courageous position remembering that it owes 
- existence to the retail dealer, and should serve his interests 
rst. 

The National association has established a dealers’ cata- 
logue service of much merit and it deserves close investiga- 
tion by all of our members. We hope to have Mr. Sheets of 
the National Bulletin, who is looking after the catalogue de- 
partment, with us this week. 

In the foregoing I have enumerated practically every- 
thing that the Ohio Hardware Association had to offer its 
members prior to our 1912 annual meeting at Cleveland. 


CHANGES IN CONSTITUTION AND BY-LAWS. 


A number of drastic changes in our constitution and by- 
laws were made at Cleveland, and at the same time I was 
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honored with the presidency of this association. I choose 
to mix the discussion of the good new things offered along 
with the report of my administration of the office of president. 

The older an association becomes the more the demands 
of its members. Ohio being the pioneer association was the 
first to feel these demands, and to endeavor to quiet and 
satisfy them. 

These demands took on many forms, but when sifted 
down, for the most part, they all emanated from the same 
perplexing source—‘A cost price of merchandise to the retai| 
dealer, so high that he cannot successfully compete in his own 
market.” Our members wanted relief; they wanted help at 
home every day in the year, so the state association proposed 
county and local associations as an immediate form of relief, 
not unmindful of the great things under way by others mu- 
tually interested. 

By the other great things, I refer to the Chicago Confer- 
ence of December 9th and 10th, 1912, participated in stren- 
uously by a committee of our National association. Things 
were started in the right direction, words were not minced, 
but the problem is so great, embracing such vast and varied 
interests, that I fear it will be some time before the individ- 
ual dealer feels the effects in his own business. Our National 
association is to be commended for the fearless position it 
has taken in this matter, and I hope it will remain firm and 
resolute, and that this convention, before it adjourns, will 
encourage it with a strong resolution indicating that Ohio is 
earnestly and unanimously at their back. 


THE “PITTSBURGH” PLAN. 


Another plan that this oppression of unfair prices is rap- 
idly encouraging is what is known as the “Pittsburgh Plan,” 
or the establishment of co-operative supply houses permitting 
the smallest retailer to secure prices so low that he can suc- 
cessfully compete with any competition in his own territory. 

I had the pleasure of visiting, while in Pittsburgh two 
weeks ago, one of these co-operative stores. It is firmly and 
safely established. I heard man after man on the floor of 
the Pennsylvania hardware convention testify to its merits, 
not from reading or hearsay, but from actual participation in 
its benefits. 

True, at the present time, its sphere is limited, but it is 
growing, and there is no use attempting to disguise its won- 
derful possibilities. The retail dealer is going te get the price. 
He will not be held in subjection. It behooves the manu- 
facturers and jobbers to consider seriously this problem and 
work out a solution. If they do not, the ingenuity of the 
retail dealer will assert itself in various ways and he will get 
the price through new and shorter channels. 


COUNTY ORGANIZATIONS. 


Pending the result of activities along the above lines the 
Ohio Hardware Association has said to its members—organ- 
ize county local associations; get more profit out of your own 
business without additional capital or labor. 

To organize eighty-eight counties of this great common- 
wealth was a big undertaking. We decided to go at it slowly, 
to organize the more populous counties first, believing that 
the smaller ones would more readily follow. In all, twenty- 
five counties were visited by our faithful secretary. In four- 
teen of these, organizations, enthusiastic and otherwise, were 
started. We encouraged just enough organization during the 
year to give us positive assurance that it could be done and 
some concrete actual examples of the benefits to be derived. 
I want to briefly call your attention to some of the proven 
advantages to be derived from local organization. It has cre- 
ated a friendly, brotherly feeling among dealers. In some 
instances dealers who had scarcely spoken to each other for 
years are now the best of friends and advisers. 

It reduces the credit hazard to the minimum. This is 
usually the first thing that local associations take up, and in 
some places is the sole basis of the organization. It protects 
the dealer from fake advertising pests, contributions to un- 
worthy causes, etc., and permits them to more effectually help 
a worthy cause by all striking in unison. It has helped solve 
the price question in some places by the clubbing of orders— 
taking the quantity and getting the price. It has worked 
countless reforms, differing according to conditions and lo- 
calities, such as free cartage secured by the Cleveland asso- 
ciation, saving their one hundred and five members thousands 
of dollars annually in getting their goods from local jobbers. 
It has made retail jobbers and others treat with consideration 
trade problems heretofore unheeded. Its advantages are 
countless and an enthusiastic organization in each county 
would greatly increase the efficiency of our state association. 

‘e have with us many of the active local association 
members from Cleveland, Cincinnati, and other places, and I 
hope our entire membership will avail themselves of the op- 
portunity to closely question these men and find out for 
themselves whether it is worth while. 

THE BOARD OF DIRECTORS. 

Last year you made it mandatory for your board of di- 
rectors to meet in Columbus four times a year. This they 
did, and some splendid meetings were held. After the regular 
business of the directors they resolved themselves into a 
grievance committee—hearing, carefully considering and ad- 
justing many complaints from our members. The nature of 
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-omplaints and everything to their final disposition, has 
fully written up in a grievance docket, accessible. for 
inspection to our entire membership. This book can be found 
‘q our secretary's office at headquarters. 

\ quarterly exchange list was started, in the hope that it 

he means of helping our members get rid of mer- 

chandise unsalable in their town, but in demand at some 
other place. It did not meet with the success due it, I think, 
pecause it was not thoroughly understood by our entire mem- 
bership. I hope it will be taken up at this meeting and thor- 
oughly discussed. “ 

~ Our new scheme for the election of officers becomes ef- 
fective at this meeting. It was not designed for the purpose, 
or in the hope, of securing better officers. It teems with the 
spirit of fairness, and if it meets entirely the expectations of 
its promoters, it will endure because of the splendid associa- 
tion spirit it will create. 

I will not at this time speak of our finances, except that 
4 new system of accounting was installed—so simple that it 
can be readily audited, and understood by any of our mem- 
bers wishing to go over it. 

During the year I attended the meeting of the National 
Retail Hardware Association at Detroit. As practically every 
word that was spoken at that convention has been published 
in the Bulletin and other trade papers, I do not believe an 
extended report would be in order at this time. 

I was honored with a place on the committee of sugges- 
tions. This committee submitted a number of suggestions 
that were adopted, and a few were not. One in particular, 
No. 16, recommending the early publication in the Bulletin of 
the National Constitution and by-laws, carried unanimously. 
For some reason it has not as yet been published. The com- 
mittee after carefully going over the only copy we were able 
to get hold of, thought that it should be in the hands of every 
contributing member. 

All present from Ohio, with one exception, supported, 
although it did not carry, the plan presented by Minnesota 
delegates for selecting members of the nominating committee. 
This was a simple and fair proposition, permitting you here 
at this convention to designate one of your delegates as a 
member of the nominating committee at the next National 
convention. This we considered was at least a step in the 
right direction, giving the supporting members in the various 
states some semblance of consideration in the selecting of 
national officers. It was a step toward the fair democratic 
system we have started here, and we supported it. 

I also attended in October the meeting of the secretaries 
and presidents of the various state associations. This was 
indeed an interesting and instructive meeting. As your pres- 
ident, I have given this association all the time I could pos- 
sibly spare, in the hope that I would not miss anything that 
would be of benefit to you. 

Your secretary, the only paid official in your employ, has 
workéd faithfully along the new lines you have adopted, and 
I hope the next administration will continue with vigor and 
enthusiasm the things already started, and in conclusion I 
want to thank all of you for the splendid support I have 
received at your hands. 


Following the president Secretary’ James B. Car- 
son, of Dayton, Ohio, read his annual report, which 
follows: 
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Report of Secretary James B. Carson. 


To the members of the Ohio Hardware Association, in 
convention assembled, I beg to submit the report of the secre- 
tary at your nineteenth annual convention. 


At the last convention where it became known that Mr. 


Bare could no longer assume the duties of the secretary’s 
office, which had become very arduous through the growth of 
the association, it was thought advisable to select some oxe 
who could devote his entire time to the work. 

I was not altogether unfamiliar with the work, having 
been connected with the headquarters for a great many years, 
and I have tried to take advantage of the many things that 
were done at our last convention to make the work as prac- 
tical as possible. One of the best helps I have had come from 
the resolution that made our board of directors the grievance 
committee and compelled them to meet every three months 
at Columbus. This has been a wonderful source of help to 
me, and I am sure productive of a vast amount of good to 
the association. They have had a share in the work and have 
been given a responsibility which they had not felt before. 

Nis is as it should be. The interests of our association 
should be looked after just as closely by its officers, and the 
work pushed with just as much force as any private corpora- 
tion would do it. That’s what we really are. Every member 
1s a stockholder, and has a right to expect a dividend in the 
way of a more profitable retail hardware business because of 
the existence of the Ohio Hardware Association. The size 
of your dividend will depend upon how much vou practice 
the principles for which this association stands. The work 

as always been largely educational and must continue along 
this line because the successful merchant must always progress 
as demands are made upon him from time to time. We must 
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also give special attention to the practical things we can do 
to help ourselves. 
COUNTY ORGANIZATIONS, 


Our worthy president, who had a great deal to do with 
the framing of our new constitution last year, very wisely 
inserted. a clause calling for county organizations. I believe 
this is one of the practical things you can do that will help to 
make your dividend as a stockholder in this association a 
great deal larger than it is now. I have devoted all the time 
I could to this work. I have been in twenty-five counties and 
talked to almost every dealer; some of these counties now 
have very successful local organizations. Everywhere 
I went I found conditions about the same. There is not much 
complaint about the volume of business, but a great deal of 
complaint about the amount to be made out of the business. 
The cost of doing business was probably never as great as it 
is today. Your living expenses are higher, your help costs 
you more, and rents have been raised, yet you have not been 
able to increase your percentage of profit. Analyze this and 
you will find there was a time when you could sell enough 
goods that paid a good profit so that when you sold your 
staples and heavy stuff that cost labor, drayage, etc., at a very 
close margin, it averaged up at the end of the year and showed 
a very satisfactory business. But the system of distribution 
has been changing; while you are competing among yourselves 
on staples and heavy goods, the more profitable lines are being 
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sold largely by department stores, installment, catalogue and 
supply houses. 

Local organization will help this condition and I believe 
this part of the work should be pushed as rapidly as possible, 
until every county has a hardware guild that would be an ad- 
junct of the Ohio Hardware Association and be in constant 
touch with its secretary. Every member must help to bring 
about this result. There will be many discouraging circum- 
stances, but you have got to co-operate with each other if 
you are going to make your business pay in the future. 

. PROTECTIVE LEGISLATION, 

I have also done what I could to secure for our members 
legislation that would protect them from loss. It has taken 
a tremendous amount of time and labor on the part of the 
different material organizations to get the new lien law into 
its present shape. The peddlers’ license law is another meas- 
ure I have given a great deal of attention, and I believe this 
is work along practical lines, for it is your duty to throw 
every protection around your business you can, and if you 
are going to stop the leaks you must plug up the holes. When 
I began to investigate what could be done in the way of get- 
ting a license law passed, to my surprise I found we already 
had such a law on the statute books. A law along the same 
line we have been talking about. That requires one to go 
before the county auditor and take a license to peddle his 
wares through the country. For a two-horse team the fee is 
$28.00, and it also provides a penalty of $50.00 for not com- 
plying with this law, and the informer gets 10 per cent of the 
fines. This law is constitutional and was passed in 1856. 

ASSOCIATION MEETINGS ATTENDED. 

With other delegates I attended the National convention 
at Detroit, of which you have read a full account. I also at- 
tended, at Chicago, a meeting of the secretaries of the differ- 
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ent states, at which the National Association of Retail Secre- 
taries was organized, and of which I was made vice-president. 
I believe this organization to be of the greatest importance to 
every association, as it will not only be a source from which 
to draw information, but a great school of education, which 
will better fit the presidents and secretaries for the important 
work they have to perform. I also attended, at Indianapolis, 
a meeting of representatives of the Central Stove Manufac- 
turers’ Association, and a committee from the National Re- 
tail Hardware Association. This meeting also is one of many 
that will be held in the future and from which great good 
may be expected, as the manufacturer is brought face to face 
with the evils of the retail business, and from this he can 
work out a remedy. 
DUTIES OF MEMBERS. 


I have tried at all times during the year to keep you 
fully advised of the work that is being done. The minutes 
of each meeting of your board of directors has been published 
and mailed to you as soon as it was possible to get them out. 
This opens up a splendid avenue for you to help. There is 
not a member of this association who could not offer, every 
three months, some good suggestions, or ask a question that 
would have a direct bearing upon the success of our associa- 
tion. I want to call your attention for a minute to something 
you are not taking advantage of. Every three months I am 
glad to send to all our members any stock you have on hand 
that you cannot dispose of. Other states are doing this very 
successfully. You could make this feature very attractive 
and profitable if you would. 

In conclusion I want to say that each one of you individ- 
ually must have some share in this work. You must advise 
the secretary of anything that could be done in your section 
to help the business. Don’t be afraid to report to him any 
grievance you may have. Our board of directors have acted 
on all that has been reported, but I am sure there has been a 
great many real ones that we never heard about. This does 
not help the work nor does it help your business. 

GOOD WORK OF PRESIDENT AND COMMITTEES. 

I want to take this occasion to publicly thank all my fel- 
low officers for the splendid help they have been to me 
through this year. I want them to feel that whatever degree 
of success has been accomplished for our association, the 
credit belongs to them. I may have done the greater part of 
the work but they had a hand in laying it out, and it was by 
following their suggestions that results were brought about. 
Our president has especially been considerate of my demands 
upon his time, being willing upon all occasions to drop his 
work when he thought he could do something for the associa- 
tion. 

Our exhibit committee deserves special mention at this 
time.’ A great many obstacles had to be overcome before such 
a grand exposition of hardware products could be brought to 
Columbus for your inspection. It was only through diplo- 
macy and shrewd business tact that they secured a place to 
hold it. And our advisory board had a part to do all through 
the year, and is now performing a service that in the future 
will bring to our members many pleasant memories of this 
convention. Above all, we have had the utmost confidence 
in the integrity of each other. There has never been a ques- 
tion in our minds but that each one was working to make the 
Ohio Hardware Association such a success that through its 
influence the retail hardware business will be made a better 
paying proposition. Let each member cultivate this helping 
spirit throughout the year 1913, so that when again our asso- 
ciation in convention assembles we may show a still greater 
degree of progress. 


Next on the program was an address by Wallace 
D. Yaple, member of the State Liability Board, on 
“Workman’s Compensation as it Affects Retail Hard- 
ware Dealers.” 


Workmen’s Compensation as It Affects Retail Hardware 
Dealers. 
ADDRESS BY WALLACE D. YAPLE, 


Mr. President and Members of the Ohio Hardware Associa- 
tion, Ladies and Gentlemen: 

I feel that your association has conferred a high honor 
upon me in placing my name upon the program and extending 
an invitation to me to address you on the subject of “work- 
men’s compensation as it affects retail hardware dealers.” 

The subject of “workmen’s compensation” is one that is 
receiving more attention in this country at this time than 
almost any other single subject, and to discuss all questions 
involved would require a great deal more time than I have 
at my disposal, so that I will not undertake to discuss the 
proposition in detail, but after giving a brief outline of the 
subject will confine my remarks entirely to it as it affects 
those engaged in your line of business. 


EMPLOYERS’ LIABILITY. 


In order to understand the subject it is necessary to have 
some understanding of employers’ liability. Employers’ 
liability and workmen’s compensation are two entirely sep- 





arate and distinct things, the first. comprising all statutory 
and common law rules going to make up that great body oj 
the law which determines the liability of employers for dam. 
ages for injuries occurring to their employes in the course of 
employment. Under the employers’ liability laws the liabjljt, 
of the employer to pay his injured employe compensation jg 
based entirely upon the negligence of the employer. Under 
this system, when an employe is injured or killed in the 
course of his employment, two questions always arise: firs, 
as to whether the employer is liable at all; and, second, jj 
liable, the extent of the liability in dollars and cents or the 
measure of damages, as it is called. The uncertainty 0 
liability in the first instance, and the uncertainty of the 
amount of damages where liability is shown to exist, haye 
given rise to endless litigation in the courts. In fact, in some 
of the more populous counties of our state such controversies 
constitute a very large percentage of the total number of 
actions pending in the courts. Such litigation is vexatious 
and unprofitable to both the employer and the employe and 
only a very small percentage of the money expended by 
employers on account of work accidents eventually reaches 
the injured and the dependents of killed employes. 


PRINCIPLES OF COMPENSATION, 


The principle of workmen’s compensation contemplates 
doing away with the employers’ liability laws so far as may 
be, and substituting instead thereof a plan whereby a limited 
amount of compensation will be paid to every employe who js 
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injured in the course of his employment, the amount to be 
determined in each instance by the nature of the injury and 
the earning capacity of the injured or killed employe. It is 
an attempt to reduce an uncertainty to a certainty and to 
eliminate the great waste that has been going on in the way 
of commissions to insurance agents and adjusters, lawyers’ 
fees, court costs, etc. Thus it will be seen that the doctrine 
of workmen’s compensation is not a “new-fangled” idea at 
all. It is simply a new method of dealing with a question that 
has always been -with us, and which in late years has de- 
veloped into a really serious condition of affairs. 

Laws on the subject of workmen’s compensation have 
been in force in every country of continental Europe except 
Switzerland and Turkey for many years, the first laws of the 
kind having been adopted by Germany. Great Britain and 
her dependencies have had such laws for more than a decade. 


AMERICA BEHIND IN LEGISLATION. 


That our own country is so far behind Europe in legisla- 
tion of this character I believe to be due to the fact that 
certain provisions of our state and federal constitutions 
were for a long time thought to prohibit the enactment 0! 
such laws. I do not intend to discuss constitutional questions, 
and I only refer to them because such reference is necessary 
to explain the apparent lagging behind of our own country 
and the course which the legislation of most of the states 
has assumed. So strong was the conviction that such laws 
would violate the provisions of our constitutions, which pro- 
vide in substance that property shall not be taken without due 
process of law, and that all persons for injuries done them 
shall have remedy in the courts and justice administered t 
them without denial or delay, that the legislation in all the 
states except Washington assumed the so-called “optional 
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form. That is, only such employers and employes are affected 
as ‘“clect” to operate under its provisions. It was seriously 
questioned whether even an optional law would be constitu- 
tional because of certain provisions of a coercive nature, such, 
for instance, as depriving employers who did not elect to 
operate under the compensation plan of their common law 
defenses, and making it more difficult for employes who 
failed to elect to recover damages for personal injuries. 
However, the Supreme Courts of Massachusetts, New Jersey, 
Wisconsin, Montana and Ohio have decided such optional 
jaws to be constitutional. The Court of Appeals of the state 
of New York decided a compulsory law to be unconstitutional 
and the state of Washington decided such a law to be consti- 
tutional. 
STATE LAWS ENACTED. 

During the past three years Arizona, California, Illinois, 
Kansas, Maryland, Massachusetts, Michigan, Montana, Ne- 
vada, New Hampshire, New Jersey, New York, Ohio, Rhode 
Island, Washington and Wisconsin—sixteen in all—have 
enacted laws on the subject; and Iowa, Nebraska, Colorado, 
Indiana, Missouri, West Virginia, Pennsylvania, Delaware 
and Connecticut have appointed commissions to draft bills 
for submission to their legislatures, some of which commis- 
sions have already reported bills to the legislatures of their 


respective states. 





George M. Gray, Secretary Ohio Hardware Mutual Insurance 
Company. 


THE COMPENSATION LAW IN OHIO. 


Such progress has been made in this class of legislation 
that it is safe to predict that within another year every com- 
mercial and manufacturing state in the Union will have 
enacted some form of workmen’s compensation law. 

The present workmen’s compensation law of Ohio was 
enacted in the year 1911 and became effective on March 1, 
1912. It provides for the creation of what is known as the 
“state insurance fund” from payments made thereto by em- 
ployers and employes. Ninety per cent of the premium is 
borne by the employer and 10 per cent by the employe. 

The fund is administered by the State Liability Board of 
Awards, composed of three members, the duties of the board 
being to classify all employments according to their degree 
of hazard, and to fix rates and premiums for each class of 
business or occupation, and to disburse the state insurance 
fund to employes who are injured and the dependents of 
those who. are killed in the course of their employment. 


The effect of the law is to divide employers into three 
classes; first, those who employ less than five employes; sec- 
ond, those who employ five or more employes and who elect 
to operate under the law by paying premiums into the state 
insurance fund; third, those who employ five or more em- 
ployes and who do not pay their premiums into the state 
insurance fund. The first class is unaffected by the provisions 
of the law; the second class is free from law suits on account 
of personal injuries to their employes occasioned by. the em- 
ployer’s negligence, and the only recourse of their injured 
employes is to apply to the state liability board of awards and 
receive compensation from the state insurance fund. The 
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third class is subject to suit under the old employers’ liability 
laws with the liability to pay damages greatly increased, for 
they are deprived of what are known as the common law 
defenses of “assumption of risk,” “contributory negligence” 
and the “fellow servant rule.” 

HARDWARE DEALERS AFFECTED. 

Retail hardware dealers are affected in the same manner 
as other employers of labor. An employer who desires to 
operate under the provisions of the law is required to file an 
application with our department describing the nature of his 
business or occupation, the number of employes and the kind 
of employment in which each is engaged and an estimate of 
his pay roll for the ensuing six months. Upon receiving the 
application, the department will classify the employment, and 
the rate of premium to be charged is then determined by 
fixed rules of the department. All occupations of the same 
kind go into the same class, and all having a similar casualty 
experience are entitled to the same rate, but those whose 
casualty experience discloses a greater degree of hazard 
than the average are required to pay a higher premium. I 
shall not undertake to explain in detail our method of classifi- 
cation and rating. Our classifications and rates along with 
our rules are published by the department in a manual which 
we furnish free of charge to all applicants. The present rate 
for retail hardware dealers is 25 cents per hundred dollars of 
wages expended, and is found on page 80 of the manual. 


BILLS BEFORE THE STATE SENATE. 


Senate bill No. 48, which passed the Senate unanimously 
last week and which will be up for passage in the House of 
Representatives the present week, is not a radical departure 
from the principle underlying the present law. 

As I have endeavored to explain, the present law applies 
only to such employers as employ five or more workmen or 
— who pay their premiums into the state insurance 

und. 

Senate bill No. 48 seeks to do away entirely with employ- 
ers’ liability laws and to substitute in lieu thereof the principle 
of workmen’s compensation. Under its provisions, if it be- 
comes a law, every employer in the state who employs five or 
more workmen or operatives regularly in the same business 
and every one of his employes will be subject to its provisions, 
and all such employers are required to contribute to the state 
insurance fund, the only exception being that employers may 
be permitted directly to pay compensation due to injured or 
dependents of killed employes under rules and regulations of 
the state liability board of awards, which rules and regula- 
tions must be general in their application. 

SUPERIORITY OF THE OHIO LAW. 


The Ohio law goes a step farther than the laws of any 
of the other states, except Washington. All other states have 
laws which provide that compensation shall be paid and there 
stop, leaving the matter still the subject of controversy be- 
tween the employer and the employe. The Ohio law goes a 
step farther and not only provides that compensation shall be 
paid, but undertakes to see that it is actually paid and paid 
promptly, and in so doing furnishes the employes of the state 
accident insurance for their employes at actual cost. 

The Ohio law is so far superior to the laws of other 
states on the subject that many of them are seriously consid- 
ering the adoption of Ohio’s plan, and at this time bills are 
pending in the legislatures of California, Nebraska, Iowa, 
New York, Connecticut and Indiana which are almost exact 
copies of the present Ohio law. 

Senate bill No. 48, if enacted into law, as I have no 
doubt it will be, will be an improvement over the present law. 
Under its operation, suits in court over work accidents will 
be unknown, and the ambulance-chasing lawyer and the in- 
surance adjuster, who have so long been the middle men who 
have lived off of the misfortunes of others, will be obliged 
to enter legitimate fields of law and insurance or seek new 
pastures. 

The appointment of committees was next in order 
and the following were named by the president: 

The concluding business of the session was the 
Question Box, under which head the members pro- 
pounded many questions and discussed animatedly the 
problems which are constantly coming up among the 


trade. 
Wednesday’s Sessions. 

From 8:30 a. m. to 12:30 p. m. the hardware show 
was again the center of much interest. During this 
the headquarters at the Southern Hotel were open 
for the payment of dues and voting for officers. 

At 1:30 p. m. the delegates reassembled in business 
session at the Chamber of Commerce Building and 
the afternoon was devoted to the usual routine of 
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business and discussion of general trade interests. 
During this session the ladies were being entertained 
at a musicale and luncheon provided for them in the 
assembly room of the Southern Hotel. 

From 4 p. m. until 6:30 p. m. the hardware show 
was the center of attraction. At 8 p. m. there was a 
theater party at the Hartman Theater. 

Thursday’s Session. 

The hardware exhibit was open all day, and con- 
tinued to draw as strongly as on the opening day. 
There was a long list of exhibitors from the principal 
cities of Ohio, and a number of well known manu- 
facturers from other states. 

The business session of the convention was called 
to order by President Secrest at 1:30 p. m. The 
Question Box was again opened and a fresh instal- 
met of subjects was offered for discussion. 

Report of the Mutual Insurance Company. 

A feature of the session was the report of the Ohio 
Mutual Insurance Company by its secretary, George 
M. Gray. 

Election of Officers. 

Next in order came the report on the election of 
officers, which showed that the following were to 
conduct the affairs of the association the coming year: 

The announcement was made before the close of 
the convention that all the present officers would be 
re-elected. President Forest C. Secrest will succeed 
himself. Nominations were closed and there were no 
contests. The following are the officers, directors and 
delegates : 

Secretary James B. Carson of Dayton, Treasurer 


‘ R. R. Jacob of Waynesburg, and Vice President 


Frank C. Massey of Osborne, will be re-elected with- 
out opposition. 

George Swan of Steubenville, P. G. Wuertz of 
Cleveland and D. L. Williams of Columbus will be 
delegates to the national convention, and four direc- 
tors will be selected from the following list of five 
dealers: Mr. Wuertz, Mr. H. H. Diamond of Galion, 
P. E. Snyder of Blanchester, N. N. Hunter of James- 
town and C. R. Horn of Lorain. 

Unfinished business was the concluding order of 
the session and of the convention. Under this head 
a number of held-over matters were disposed of 
finally, after which the meeting was brought to a 
close. 


EX-PRESIDENT WOODWARD IS 
APPRECIATIVE. 


To AMERICAN ARTISAN: 

I received the extra issues of AMERICAN ARTISAN 
and wish to compliment you upon the complete report 
you have of the Illinois convention. The fact is, it is 
the best report that I have seen published of any 
convention this year. 

Thanking you for the many courtesies extended to 
me, and wishing you every success, I remain, 

C. T. Woopwarp. 

Carlinville, Illinois, February 25, 1913. 


THE MINING OF GRAPHITE IN CEYLON 








An interesting account of the methods of mining 
graphite in Ceylon, the largest producer of this useful 
mineral, is contained in an advance chapter on graph- 


ite, by Edson S. Bastin of the United States Geolog- 
ical Survey, from “Mineral Resources” for 1911 
The graphite is mined either from open pits or 
through vertical shafts connecting with underground 
workings. Most of the mines are not deeper than 100 
feet, though a few go as deep as 400 or 500 feet. In 
a few mines steam pumps and hoists are employed, 
but as a rule the mining methods are still crude, the 
acme of mechanical ingenuity being reached in a 
windlass operated by five or six men for hoisting the 
graphite in a sort of tub. The workmen usually as- 
cend and descend by means of rough wooden ladders, 
tied with jungle ropes and rendered exceedingly slip- 
pery by the graphite dust and water. 

The mineral as it comes from the pits is conveyed 
in bags to a dressing shed, where it is picked over 
and the impurities reduced to 5 or Io per cent. It is 
then packed in barrels.for transportation to Colombo 
or Galle. At these ports it is unpacked and submitted 
to further treatment known as “curing.” The graph- 
ite merchants have fenced yards or “compounds” for 
the final preparation of the graphite for the market. 
The large lumps and the screened pieces are broken 
with small hatchets by Singhalese women to remove 
the coarser impurities, such as quartz, and are then 
rubbed by hand on a piece of wet burlap and finally 
on a piece of screening to give them a polish. Finally, 
various grades coming from several mines or differing 
in size or texture are blended to. meet the requirements 
of purchasers. 

The poorer material is usually beaten to a powder 
with wooden mauls or with beaters shaped like a roll- 
ing pin, and is then sorted into different grades. 


One of the most important uses of graphite is for 
lubricating. The addition of graphite to oil results in 
a lower frictional resistance than would be obtained 
by the use of oil alone. The quantity of oil required 
for a given service is also reduced, and a lighter grade 
of oil may be employed without decreasing the quality 
of the lubrication. A small quantity of graphite only 
is required, and the benefits derived from its use per- 
sist long after the application has ceased. Both the 
amorphous and the crystalline varieties of natural 
graphite are extensively employed for lubrication. 

The use of graphite in the manufacture of pencils 
is probably both its oldest and its best-known applica- 
tion. This industry in Germany and England is sev- 
eral centuries old, and many of the modern factories 
manufacture hundreds of varieties of pencils, yet the 
percentage of graphite used for this purpose is not 
large, being undoubtedly less than 10 per cent of the 
world’s production, and one authority estimates it as 
low as 4 per cent. 

The manufacture of artificial graphite is conducted 
by means of the electric furnace, an anthracite coal 
carrying small amounts of evenly distributed impuri- 
ties being the material from which the ordinary grades 
are made. For obtaining the purest grades of graph- 
ite, petroleum coke is substituted for anthracite. The 
process for the manufacture of graphite was patented 
in 1896, and its commercial development has been so 
rapid that at present the output of artificial graphite 
in the United States is greater than the whole domestic 
production of natural crystalline graphite. 
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Advertising Criticism and Comment 


Helpful Hints for the Advertisement Writer 











The familiar expression, “neat and tidy,” is apph- 
cable to the accompanying advertisements of the 
Hiener Hardware Company, who, we presume, are 
located at Wheeling, West Virginia, as this advertise- 
ment appeared in a recent issue of the Register of 
Wheeling, West Virginia. It is compact, well ar- 
ranged and attractively worded. A mistake in the 
spelling of hardware in the company name does not 
help it any, but that, it will be generally understood, 
is a printer’s error. 








Taking by te 1 
‘4a Dy tie Ho- 
dak System ) 








‘With the Kodak Film Tank the 
‘novice can produce, in full day- 
light, negatives equal to those pro- 
duced by experts by the dark room 
method. 


Prices, $2.50, $5.00, $6.00 and $7.50. 








482nd Special Weekly Sale 
Hatchets 











‘ Warranted best qrality too] 
steel. Bitt, steel inserted. Head, 
steel plated, 


Price, 38 Cehts. 


HIENER HARBWAER CO: 


1301-1808 Market Street, 
“It’s Right,” 

















This advertisement is a fair specimen of single col- 
umn display, and is sufficiently attractive to bring 
good results. The introductory part, with the Kodak 
apparatus, catches the eye very readily, and it is well 
worded. The price line below would stand out better 
in larger type. The hatchet feature does not show up 
with the top of the ad., and could have been strength- 
ened by playing up the’ “482nd” more boldly and run- 
ning the bottom lines alongside the bitt of the hatchet 
and putting in another line or two below. 


The following ad. of the R. B. Cone Company ap- 
peared in the January rath issue of the Winona Inde- 
pendent, and is an excellent example of a seasonable 
announcement. 

Too often a hardware dealer is slow to take advan- 
tage of current events to make his advertising up-to- 
date. This firm has seized upon the parcel post feature 
just at the time when it is receiving greatest attention, 
and is to be complimented upon getting this ad. inte 
type so quickly. 

The example of this firm may well be followe/ 


SHIP. BY 


Parcels Post 


Winona, Minn. 
MR. FARMER :— 


Dear Sir:—This “will 
bring to your attention 
our large assortment of 
small items in Hard- 
ware, Hand Tools, Cut- 
lery and Silver Ware, of 
high ‘quality: - 

Wherever you~ live 
within the 50: mife zone, 
you or your father have 
been more or less famil- 
iar with our stock and 
uniform low prices 
more than 50 years. 

The Parcels Post will 
now makes daily deliv- 
eries at your door, and 
your orders which we 
beg to solicit will re- 
ceive our _ prompt and 
careful attention. 


Cordially yours, 


R.D.ConeCo, 


66-70 E. 2nd St. Since 1855. 


Mem’r Winona Ass’n of Commerce 





everywhere. There is no reason why the mail order 
houses should get all the benefit from the parcel post 
service, and ads. such as this one will help to give the 
local dealer his share of the resulting business. 





+? 


“Continuous advertising helps to make the small 
business big; the big business bigger ; and the biggest 


business safe. 
“Advertising insures to you an established price that 


you can count on and a fixed profit you can count up.” 
—Chicago Tribune. 
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Heating and Ventilating 


Notes and Treatises on Pertinent Subjects 





DESIGN OF INDIRECT HEATING SYSTEMS. 


The following is the conclusion of the article on 


b 


“Design of Indirect Heating Systems,” a paper pre- 
sented by Frank L. Busey and Willis H. Carrier, Chief 
Engineer of the Buffalo Forge Company, Buffalo, New 
York, at the recent annual meeting of the American 
Society of Heating and Ventilating held in New York 
City January 21st to 23d, published in AMERICAN 
ArTISAN of February 22d: 


Any decrease in the velocity of the air through the heater 
means an increase in clear area with a decreased rate of trans- 
mission and a consequent increase in total surface required. 
It also reduces the friction and therefore the horse-power re- 
quired at the fan, with an increase in the size of the fan and 
a decrease in the size of the motor. To get the same heating 
effect the depth of the heater must be inversely proportioned 
to the square root of the total surface, or directly, as the 
square root of the rate of transmission is determined by the 
velocity. The horse-power and the pressure loss vary directly 
as the seven-thirds power of the velocity when the heater is 
proportioned to give the same temperature rise to the same 
quantity of air. The formulae expressing these relationships, 
together with their derivation, will be found in Appendix 
No. 1. 

It might be well to suggest in this connection that increas- 
ing the surface of the heater by the use of the additional sec- 
tions will not answer the purpose intended, as this would in- 
crease the pressure and power required. The increase in sur- 
face must be obtained by using larger sections with the great- 
er clear area, so as to handle the same amount of air at the 
reduced velocity, using the same temperature rise. 

The method already mentioned of assuming a total pres- 
sure against which the fan is to operate and then so propor- 
tion the various pressure losses as to keep within the limit 






Cs=YEARLY ALLOWANCE OF ‘15 PER CENT 
ON COST OF INSTALLATION 
Cpy=COST OF POWER DUE TO FRICTION 
OF AIR THROUGH 


Velocity of Air through Clear Area of Heater Ft. per Min. 


Fig. 4.—Relative Yearly Interest and Depreciation Cost of Sur- 
face and Power Cost Due to Friction of Air Through 
Heater at Various Velocities Through the Clear 
Area, Allowing 15 Per Cent on Cost of 
Heater for Interest and 
Depreciation. 


fails to take into consideration the element of power cost at 
the fan. That this is an item of more than secondary im- 
portance will be shown, together with relation of the cost of 
installation to the subsequent cost of power. These are two 
items of cost to be considered, and the relation between them 
will be shown for various conditions. 

VELOCITY FOR MAXIMUM ECONOMY. 

Assuming a static efficiency of 40 per cent. for the fan— 
that is, 40 per cent. of the brake horse-power consumed by the 
fan is usually employed in moving the air against static re- 
sistance—the horse-power required due to any resistance or 
pressure drop through the heater will be the product of the 
air handled times the pressure drop expressed in inches of 
water times a constant, 0.000405. Expressed as a formula 


this becomes 
H = 0000405 p Q (A) 


The yearly cost for the power consumed in overcoming 
the resistance will be the product of this horse-power times the 





yearly cost per horse-power. The yearly allowance on the 
cost of the installation for the interest and depreciation may 
be varied according to circumstances, the probable limits he- 
ing 15 to 25 per cent. yearly for any ordinary installation. As 
will be shown, these relations may be expressed by a series 
of formulae and any specified case analyzed. 
Fig. 6.—Proportioning Piping to Allow for Friction. 
Letting Cp represent the total year cost of power at the 
fan, and m the cost per horse-power year, we will have 
Cp = 0.000405 m p Q=m H (B) 
Also letting Cs represent the yearly charge for interest 
and depreciation, based on the cost of the heater, and S the 
total square feet of surface in the heater, we will have C.:=s. 
times the allowance per square foot for interest and depre- 
ciation. 
Letting Cro and Cso be the respective costs at any assumed 
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Velocity of Air through Clear Area of Heater Ft. per Min. 


Fig. 5.—Relative Yearly Interest and Depreciation Cost of Sur- 
face and Power Cost De to Friction of Air Through 
Heater at Various Velocities Through the Cjear 
Area, Allowing 25 Per Cent on Cost of 
Heater for Interest and 
Depreciation. 


velocity, Va, through the clear area, and Cp and Cs be the cor- 
responding costs at any other velocity, V, we have 


V\i 
V\i 
c-x(¥) 
V 
Cp = Cho (=) (15) 


For proof of these relationships, see Appendix No. 1. 
We also have 
7) Cro 


Vm = 0.66 Vo (= ; (20) 


If the assumed velocity V is also the most economical 
velocity, then Vo= Vm and 


Vm . 
(v2) -: 


_ Assuming then, that the chosen velocity is that which 
gives maximum economy, we have from equation (19) 


(<) 
0.286 CG, = 1 
or Cp= 0,286 Cs (C) 


This means that for the most economical installation the 
yearly cost of the power consumed in overcoming the friction 
of the heater should be 28.6 per cent. of the annual cost of the 
heater; that is, annual interest and depreciation allowance 
based on initial costs. This very interesting relationship is 
clearly proved in Appendix No. 1. 

We may also see that the velocity through the clear area 
for the maximum economy is independent of the depth re- 
quired, temperature rise, or the steam pressure. That is, if 
we increase the depth of the heater to give the greater tem- 
perature rise it is evident that the cost of power and the cost 
of the heater are each increased in exactly the same propor- 
tion, since they both increase exactly in proportion to the in- 
crease in the depth of the heater. Hence the value of V=. 
remains unchanged. 
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Ratio of Branch Diameter to Main Diameter 








PRACTICAL APPLICATION. 


These relationships of surface, velocity and power cost, 
due to the resistance, may best be shown by means of a spe- 
cific example, to which the accompanying curves apply. Any 
other assumed conditions may be treated in the same man- 


wis As frequent reference will be made to the_cost of power 
er horse-power year at the fan, due to forcin r the air through 
the heater against the frictional resistarice, Fig. 1 is given to 
show the relation between this unit and the common one of 
cost per kilowatt hour. Across the lower edge of the diagram 
are laid out the periods of operation in months of twelve hours 
, day, and across the top months of twenty-four hours a day. 
Any combination of operating periods may be found on these 
scales. The diagonal lines represent the cost of power in cents 
per kilowatt hour and the left edge the corresponding cost per 
horse-power year. ; 

Thus, a plant operating four months a year and twelve 
hours a day, with power costing 2.5 cents per kwhr., will be 
paying $47.50 a year per horse-power. If power costs 1 cent 
per kwhr., the horse-power will cost $20 a year. As already 
shown, the cost per year due to the frictional resistance of the 
heater will be 

Ce = (0.000405 p Q) m= H xm 
where m is the cost per hpyr. 

Take for example a case where 30,000 cu. ft. per minute 
is to be warmed from zero to 103 deg., by means of a Buffalo 
pipe coil heater. Assuming for convenience a_ velocity of 
1,000 ft. per min., through the clear area, we will require a 
heater five sections or 20 rows of pipe deep, with 184.3 sq. ft. 


Pipe Diameter in Inches 





; ee oe ee 
Ratio of Branch Capacity to Main Capacity 
Fig. 6.—Proportioning Pipe to Allow for Friction. 


of surface per section. The loss of pressure due to the fric- 
tional resistance will be 0.48 in. Then 


Qo = 30000 
Vo= 1000 
So= 184.3 x 5=921.5 (sq. ft.) ‘ 
p 0.48 (in.) 


Operating four months a year at 12 hr. a day, with power 
costing 2 cents per kwhr., the yearly cost of power will be $40 
per horse-power. Then the horse-power required will be 

H = 3000 x 0.000405 x 0.48 = 5.83 
and Cpo = 5.83 x $40 = $233 a year 

Allowing 15 per cent. on the cost of the installed heater 
for interest and depreciation on a cost of 35 cents per square 
foot, we will have 

Cso = 921.5 x $0.0525 = $48.4 a year 

Then the maximum economical velocity for these condi- 

tions will be given by equation (20) 


Cw} 
Vm =V, xX 0.66 (=) 


; = 1000 x 0.66 x 5925 = 391 ft. per min. 

Substituting the various costs per hpyr., in the above formula, 
we may determine the corresponding maximum economical 
velocity for each case, and these values plotted, as in Fig. 2. 
From this curve may be determined Vm for any intermediate 
power cost. 

_ . From Fig. 2 it may be seen that, if a return of 15 per cent. 
is desired on the investment, in order to use a velocity of 1,000 
It. per min., the power should not cost more than $2.50 per 
hpyr. This would only be the case where the fan was driven 
by a steam engine, and the exhaust steam used in the heating 
coils, practically using the engine for a reducing valve. 

Fig. 83 shows the same relation of power cost to velocity 
when 25 per cent. is allowed for interest and depreciation. 
The curve is similar to that in Fig. 2, but shows the greater 
velocity allowable under this condition. 

The curves in Figs. 4 and 5 show the general relation be- 
tween the cost of the power due to the frictional resistance 
through the heater at the two rates of $10 and $40 per hpyr., 
the interest and depreciation allowance on the cost of the 
heater and the sum of these two, or the total yearly charge. 


« 
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For Fig. 4 an allowance of 15 per cent. is made for interest 
and depreciation, while for Fig. 5 this allowance is 25 per 
cent. The cost of power is the same for each set of curves, 
but the combined curve (Cs+Cp) is different, due to the dif- 
ference in the value of Cs. 

The curve Cs+Cp represents the combined cost per 1,000 
cu. ft. of air per min., due to the interest and power cost for 
the different velocities. From Fig. 4 we see that if power 
costs $40 per hpyr., the lowest total cost of operation will be 
$3.75 per 1,000 cu. ft. per minute, at a velocity of 400 ft. per 
min., through the heater. It may be easily noted from the 
curve how the increase in velocity makes an increase in cost. 
The velocity at the low points on these total cost curves 
should correspond to the velocity from the curve in Figs. 2 
and 3 for the same cost per hpyr. The two values of $10 and 
$40 per hpyr. are taken merely as two representative costs, 
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Fig. 7.—Rate of Heat Transmission from Tests and from 
Formula. 


and the curves may be plotted for any other horse-power cost 
or interest allowance by means of equations (14) and (15). 
The assumed values used in making the calculations for 
Figs. 2 and 5 are not intended to apply to all cases, although 
they do probably represent average conditions. The price per 
square foot for the heater installed complete, with casing and 
steam and drip headers, will vary more or less with every 
case, but 35 cents was taken as a fair value and near enough 
to most installations to form the basis for a comparative 
study. The percentage allowance for interest and depreciation 
may be varied to suit the circumstances, and will depend 
largely on how much the purchaser’s money is worth to him; 
that is, whether he would be satisfied with a return of 5 or 6 
per cent on this investment, or whether, by putting the money 
into his business he could make several times that return. 


PRESSURE LOSSES IN PIPING SYSTEM. 


The losses in the piping system are made up of two parts, 
the dynamic losses and the friction losses. The dynamic losses 
are due to changes, either in the direction or velocity of the 
air flow, and are composed of the loss of entrance and of the 
loss in elbows and connections. The first is the pressure re- 
quired to produce velocity itself in the pipe, and may vary 
anywhere from 1 to 1.5 times the velocity head, «. e., the pres- 
sure corresponding to the velocity, depending on whether the 
pipe is connected directly to the fan outlet or through a ple- 
num chamber. It is expressed as a multiple of the pressure 
corresponding to the average velocity produced in the pipe. 
Where the velocity in the pipe is the same as at the fan out- 
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let this may still be considered a loss, in view of the fact that 
with a reduction of velocity through a gradually diverging 
outlet to a larger area the difference between the velocity head 
at the fan and the velocity head in the pipe is largely utilized 
by conversion to static pressure. a th 

~ The other chief source of dynamic loss is in the elbows, 

and depends on the radius of curvature of the elbow and not 
on the size of the elbow or the velocity of the air. This loss 
may be expressed directly in per cent of the velocity-head, 
and, with a round, five-piece elbow, having a center line radius 
of one diameter, the loss will be 25 per cent of the average 
velocity-head. With a five-piece elbow having a center line 
radius of one and one-half diameters the loss will be 17 per 
cent or only two-thirds that of the first case. This shows 
the advantage of an intelligently designed system and the pos- 
sibility in power saving, for the elbows may be of so short a 
radius as to cause the loss of an entire velocity-head in each 
elbow. 
An instance recently came to the writer’s notice that will 
serve as an illustration of the effect of a badly built layout, 
inasmuch as the apparatus was used in connection with a man- 
ufacturing installation, and the effect of the elbow resistance 
was directly evident in curtailed production. Two different 
sets of similar apparatus were installed under the same con- 
ditions, except that in one, the piping connections were prop- 
erly constructed, while in the other there were four sharp 
right-angle elbows used. The outfit with the easy long radius 
elbows is in successful operation, while in the other the out- 
put of the apparatus is probably not more than one-half of 
what it should be, and of what the properly installed plant is 
doing. The piping in both cases is the full size of the fan 
outlet, and the only difference is in the construction of the el- 
bows. 

The second source of pressure loss in the piping system 
is due to the friction of the air against the sides of the pipe. 
This loss will vary directly as the length of the pipe, or as 
the square of the velocity, and inversely as the diameter of 
the pipe. As the length is a fixed quantity for any system, 
the only factors subject to modification are the diameter and 
velocity, which determine the relation between the power cost 
and the piping cost. 

As in the case of the heaters, it is the usual engineering 
practice to proportion the piping arbitrarily, either from as- 
sumed velocities depending upon the velocity of the air at the 
fan outlet, or, in better engineering practice, by determining 
the velocity which will give an assumed resistance considered 
suitable and within the fan capacity. It is the usual practice 
among fan manufacturers gradually to decrease the velocity 
of the air in the main conduit, as the latter is decreased in 
size, owing to partial delivery of the air through the branch 
outlets. 

This practice serves three useful purposes: 

1. A proper proportioning of the velocities permits a 
uniform delivery of the air through all of the 
branch outlets without dampers and regardless of 
the distance from the fan. 

2. By a gradual reduction in velocity a considerable pro- 
portion of the velocity pressure is usefully convert- 
ed to static pressure, thus largely compensating for 
the piping friction. 

3. It decreases the friction in the smaller piping, where 

it would otherwise be the greatest. 

The method which probably accomplishes this the most 
satisfactorily, and at the same time in a thoroughly practical 
manner, ie that introduced by the Buffalo Forge Co., and de- 
scribed in its treatise on “Heating and Ventilating,” issued in 
1908. In this method the sizes of the branches or reduced 
piping may be proportioned directly from the assumed size 
of the main pipe without calculation by referring to the ac- 
companying chart, Fig. No. 6. 

For example, assume we have a branch intended to carry 
50 per cent of the capacity of the main pipe, which is 50 in. 
in diameter. Starting at the bottom of the chart with 50 per 
cent capacity, we pass upward until we intersect the line A, 
thence horizontally until we strike the diagonal line marked 
50, thence upward to the scale at the top of the chart, which 
gives us a diameter of 38 in. for the branch pipe. This then 
is sO proportioned as to give us the same friction per foot of 
length as in the main pipe. This permits the resistance of the 
entire system to be calculated as though it was of one diam- 
eter, with a corresponding velocity throughout its entire 
length. 

VELOCITY FOR MAXIMUM ECONOMY. 

A decrease in velocity increases the size and cost of the 
air conduit, but decreases the cost of power consumed: in 
overcoming the conduit or piping resistance. From a point of 
economy the question to be determined is what relation be- 
tween power cost and conduit cost, as determined by the ve- 
locity, will give the minimum annual total cost. 

This relationship is shown in Appendix No. 2 to be 
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Where Cpo and Cwo represent respectively the cost of Dower 
to overcome piping resistance and the annual allowance , 
the cost of piping for interest and depreciation at an assumed 
velocity Vo, and Vm is the relative velocity required for max. 
imum economy. 

Comparing these relationships with those obtained {o; the 
heater, it is evident that they are almost identical. It wj|| be 
seen in this case that for the maximum economy the anny, 
cost of power consumed by piping resistance should be prac- 
tically one-third of the annual interest and depreciatioy 
charges, based on the initial cost of piping. That ;. 
Cp = 0.335 Cw for maximum economy. " 

PRACTICAL APPLICATIONS. 


For the purpose of illustrating the application of th. 
foregoing principles to a system of galvanized iron Piping 
different cases will be. assumed and the results shown. A sys. 
tem handling 30,000 cu. ft. per min., a velocity of 1,950 ft. Der 
min., will require a pipe 53 in. in diameter, or an area of 15.39 
sq. ft. These quantities will be taken as a constant condition, 
but different arrangements considered in the system of pip- 
ing. 

Assuming one straight duct 200 ft. long and 58 in. in dj- 
ameter, delivering all of the air at the end farthest from the 
fan, we will have two sources of loss to be overcome by the 
fan. First, the dynamic loss due to the velocity of 1,950 {¢ 
per min. (or one velocity-head),; and second, the loss due to 
friction amounting to one velocity-head in each forty diam- 
eters of length. The pressure due to the velocity of 1,950 f+. 
per min. in the pipe (one velocity-head) will be 0.237 in. 
water gauge. The loss of pressure due to friction will be 


200 


442 x 40 
This loss expressed in inches of water will be 
0.237 x 1.13 = 0,257 in. 

and the total loss will be the sum of these two, or ().494 
inches. In the piping system a part of the velocity is con- 
verted to static pressure, hence the power calculation should 
be based on total pressures with a corresponding fan efficiency 
of 50 per cent. At a rate of $20 per hpyr., the annual cost 
due to the piping resistance will be 


Cro = 30,000 x 0.000324 x 0.494 x 20 = $96. 


A round galvanized iron pipe, 53 in. in diameter, would 
be made of No. 18 iron, weighing 2.3 Ib. per sq. ft., and would 
contain 14.2 sq. ft. per running foot. This would make 32.7 
lb. per running foot, or a total of 6,540 Ib. for the entire pipe 
Allowing 25 per cent. annually for interest and depreciation 
on an initial cost of, say, 10 cents per pound, the yearly al- 
lowance would be 2.5 cents per pound of iron. Then we 
would have as the yearly allowance for interest and de- 


preciation 
Cwo = 6540 x $.025 = $163.50 
From equation (42) we may determine that for the most 
economical conditions the velocity of the air in the pipe 
should be 


= 1.13 velocity head. 


y " es 3 , ? 
m = 0.7 X 1950 os.0) 1620 ft. per min. 


Assuming the case where the 30,000 cu. ft. per min. is 
to be uniformly distributed by a galvanized iron pipe 200 ft. 
long, with equal openings every 20 ft. of its length, each 
discharging 3,000 cu. ft. per min., we will have an example 
of another common form of installation. Referring to the 
chart, Fig. 6, we see that, if the first 20 ft. of pipe is 53 in. 
in diameter, the next 20 ft. carrying 90 per cent of the air 
should be 51 in. in diameter. Treating each successive sec- 
tion in the same manner we may determine the diameter 
and weight of each section, and will find the total weight of 
the piping to be 3,922 lb. Then the yearly total allowance 
for interest and depreciation on the piping system will be 

wo— 3922 x 025 = $98.05 

The loss in pressure due to friction will be the same as 
in the first case considered, or 0.257 in., but the loss due t 
the velocity, will be only about 40 per cent of the loss, as 
calculated in the first example, or 0.095 in. The total pressure 
loss will then be 

0.257 + 0.095 = 0.352 in. 
and the annual power cost at $20 per hpyr. will be 
Cpo = 30,000 x 0.000324 x 0.852 x 20 = $68.50 
As before, from equation (42) we will have as the velocity 
for the most economical operation 


: (32:98) ¢ 

Vm = 0.7 x 1950 68.50) = 1540 ft. per min. 
Another example of the application of the relationship 
herein presented would be to assume a case of an entire 1n- 
stallation of fan, heater and piping. As already suggested, a 
probably fair average annual allowance on the entire appara- 
tus for interest and depreciation would be 20 per cent on 
the first cost of the installation. Assuming that, in order 
to obtain the most economical operation the yearly cost 0! 
power should be 30 per cent of the above 20 per cent allow 
ance, we have the yearly power cost as equal to 6 per cent 
on the initial cost of the installation. Allowing $20, as the 
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per horsepower, we will, find from Fig. 3 that 
with a 25 per cent allowance in the cost of the heater for 
interest and depreciation, the velocity through the heater should 
be approximately 590 ft. per min, in order to operate at 
the point of greatest economy. — 

For the same assumed conditions as to air handled, the 
resistance through the heater will now be 0.145 in. and at 
the most economical velocity through the piping system the 
pressure loss will be 0.31 in., making a total pressure at the 


fan of 

0.145 + 0.31 = 0.455 in., or 0.254 oz. 
The total anual cost of power will then be 

Cp = $98 

instead of $212.50 under the first assumed conditions when 
using one straight run of pipe 200 ft. long. This would show 
a saving of $114.50. The total cost of the apparatus as at 
first assumed would be approximately $1,331, so that the 
power cost of $212.50 would amount to 16 per cent on the 
initial cost of the apparatus. 

The total cost of the apparatus, as revised to meet the 
more economical conditons, would be $1,660, or an increase 
of $329. The yearly cost of power would be 5.9 per cent 
on the initial cost, and we would have an allowance of 19.7 
per cent for interest and depreciation on the entire installa- 
tion. The saving of $114.50 would make a return of 35 
per cent on the additional investment. 

CONCLUSION. 


Based on the ay rg deductions it is evidently not only 
possible but practical to lay out a heating and ventilating 
system in such a manner as to obtain any desired economic 
results with as much certaintv as is at present done with re- 
gard to the strictly engineering features. 

As regards the heater, the most economical point will be 
reached when the installation is so proportioned that the 
yearly cost of power due to the frictional resistance of the 
heater amounts to 28.6 per cent of the annual interest and 
depreciation allowance on the first cost of the heater. This 
is true regardless of variations in the depth of heater, tem- 


_perature rise or steam pressure. 


The most economical velocity through_the piping or con- 
duits is such that the annual cost of power due to the piping 
resistance is one-third of the annual allowance for interest 
and depreciation. This latter may be assumed to be about 25 
per cent on the original cost of installation. 

While these lower velocities and consequently lower re- 
sistance would require the use of larger fans in order to 
operate at high efficiency, considering the entire installation 
of heater, piping and fan, the annual cost of power should 
be practically 30 per cent of the total annual allowance for 
interest and depreciation. If this allowance is taken at 20 
per cent as an average, we would have 6 per cent on the 
first cost as the most economical yearly rate to be allowed 
for power. 
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CHANGE DAY OF MEETING. 





The regular monthly meeting of the New York 
Chapter of the American Society of Heating and Ven- 
tilating Engineers was in the Engineering Societies 
suilding, 29 West Thirty-ninth Street. New York 
City. Mr. Walter S. Timmis spoke on “Factory Ven- 
tilation in Loft Buildings.” At this meeting the mem- 
bers voted to change the meeting night of the Chap- 
ter from the third Tuesday to the third Monday of the 
month. The following were elected members of the 
Chapter: John F. Carney, Long Ridge, Danbury, 
Connecticut; A. A. Kiewitz, 500 Park Avenue, New 
York; C. N. Flagg, Jr., 27 State Street, Meriden, 
Connecticut; E. A. Scott, 239 West Thirty-ninth 
Street, New York; H. G. Issertell, 527 West Thirty- 
fourth Street, New York; J. F. Hanbury, 500 West 
173d Street, New York. 


SAFETY FURNACE PIPE. 








In its automatic locking Safety Furnace Pipe the 
Michigan Safety Furnace Pipe Company, Brooklyn 
and Abbott Streets, Detroit, Michigan, has an article 
of rare merit and great utility. The pipe is oblong 
in form and comes in sections, each piece having a 
slot on one side at the top and at the bottom a flanged 
projection that fits into the slot of the piece below, 
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locking the two firmly together automatically. This 
pipe is a time and money saver, and is easily adjusted. 

Samples of the Safety Furnace Pipe are sent on 
request with full particulars. Those who write for 
them will confer a favor upon AMERICAN ARTISAN 
by giving it a brief mention in their letters. 


CLEANLINESS, ECONOMY AND QUALITY 
COMBINED IN THIS FURNACE. 








There is much significance in some names that are 
placed upon articles of merchandise. That of “Front 
Rank,” borne by the steel furnaces manufactured by 
the Haynes-Langenberg Manufacturing Company, 
4045-4057 Forest Park Boulevard, St. Louis, Mis- 
souri, carries with it a meaning that is significant of 
excellence and high standing. The name in this con- 
nection is deserved and appropriate, as all dealers who 
handle these furnaces will testify. 

The special hot blast equipment of the ‘Front 
Rank” Steel Furnace is furnished when soft coal is 
to be used as fuel. In the operation of this equipment 
every particle of gas, smoke and soot is consumed 
before it leaves the main combustion chamber. The 
result is a steady fire, total absence of clinkers, few 
ashes and great saving in coal. Any kind of fuel can 
be used with equally satisfactory results. 

Dealers find the “Front Rank” a ready seller and a 
furnace that speaks for itself wherever used. Those 
who wish to take on a money-making line are advised 
to write for full information to the Haynes-Langen- 
berg Manufacturing Company, and are requested at 
the same time to kindly mention AMERICAN ARTISAN. 

Interstate Heater Company of Cleveland, Ohio, has 
been incorporated with a capital of $15,000 to manu- 
facture a heating apparatus. 

The Hausman Company of Cleveland, Ohio, has 
been incorporated with a capital of $5,000 to do a 
plumbing and heating business. 


> 
+o 


ENTHUSIASM IN BUSINESS. 





I was once making a strenuous effort to sing a song, 
and was putting all the lungs I possessed into it. 

A listening critical friend said: 

“If you want to make that song a success, you must 
put more into it.” ° 

“But I am singing as loud as I can—what more can 
I do?” 

“Be more enthusiastic—open your mouth and throw 
yourself into it!” 

Do you get the point? 

Enthusiasm of the right sort in any good cause is 
one of the greatest assets a man can have. So is it 
in business. Be enthusiastic over the goods you sell. 
A good salesman not only talks his wares, but talks 
them enthusiastically. He is not afraid to boost his 
goods for all that’s in it. 

You can go about your work putting all your energy 
into it, yet it is never done as well as it might be unless 
you put your enthusiasm, your very soul, in fact, 
into it. 

Don’t be so matter-of-fact ; put enthusiasm into your 
sales, and you'll soon see the results. 
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Practical Helps 





A Department Devoted to the Problems of the Tinshop 


For The Tinsmith 








STEAM EXHAUST SYSTEM. 


BY O. W. KOTHE., 


back. This is better shown in the sectional drawings. 
which shows the formation of the metal and a larve 
taper joint as a steam dome. 


Recently a soap factory wanted some of its large All steam was to be drawn off by a fan and to give 
tanks covered with sheet metal, and pipes connected draft underneath the hoods it was necessary to ele- 
with them so as to draw the steam off from the tanks vate the hood a trifle over the edge of the tank so as 
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Steam Exhaust System. 


and discharge it into a large ventilator. The first tank 
was 10 feet, the second 7 feet and the third 8% feet 
in diameter. Through the center two I-beams were 
run, upon which the gearing was fastened so as to 
churn the liquid fluid in the tanks. Now the sheet 
metal had to be worked so it would not interfere with 
the gearing and still leave a respectable appearance. 
To cover all the gearing would incur much unneces- 
sary work and also would not look so well; there- 
fore it was suggested that the cover be flat and built 
underneath the I-beams with a steam dome in the 


to enable a suction. To prevent the hoods from 
buckling or sagging it was suggested that they be re- 
inforced with Tee iron, as shown by the dotted lines 
in the plan view. In connection with these tanks there 
were also two machines which were to have hoods 
constructed over them so as to harness the steam. 
These hoods were g feet long, 30 inches wide and 
about 12 inches high, and all pipes to run to main as 
shown in drawing. The main pipe at the fan was to 
be 15 inches in diameter and this diameter was to 
continue past the second tank, after which it was re- 
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duced to 10 inches. All branch pipes were to inter- 
sect the main at an acute angle of not less than 45 
degrees, and to shut off those pipes that were not in 
continuous use wind gates were placed in every branch 
pipe as shown. The fan was slow speed bottom hori- 
rontal discharge, which required two elbows to dis- 
charge the steam in the ventilator dome. 

In the other details, such as the construction of the 
hoods, it will be seen that the hoods over the tank 
have an edge turned down; this was done for re- 
inforcement purposes and also to cover the open edge. 
\ door was placed in the front of each hood so as 
to enable the operator to inspect the boiling fluid, 
while the rectangular hoods are made similar to the 
sectional details with a wire enclosed along the lower 
edge. To enable getting at the fan at any time, the 
drawband was used as a connection between the fan 
and the main pipe; while all work had to be closely 
riveted and well soldered, and all piping erected in a 
secure manner. The method of developing the pat- 
terns will be explained from time to time through the 
columns of AMERICAN ARTISAN. 


o> 


INCLINED RAIN WATER CUT-OFF. 





In looking over AMERICAN ARTISAN of February 
8th, I first noticed a problem worked out by Mr. Kothe. 
that of the inclined rain water cut-off. 

Now I don’t like to criticise, but if anything doesn’t 
appear right I just have to get busy. 
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The pipe A being cut off square in front elevation 
is almost a circle through e 4”, while that of the branch 
B shown by f 4” is cut on an incline making it a dif- 
ferent profile than that of the main pipe A. Working 


sed Front elevation — 





at the bench, as I do, | know the trouble experienced 
by workmen when making up work when the patterns 
are only approximately correct. I believe that any 
one who takes the trouble to draft his patterns should 
develop them correctly or not at all. 

Not having the December 14th issue of AMERICAN 
ARTISAN, I do not know what Mr. Snook wanted and 
therefore cannot answer him, but no doubt you will 
see that he will get the right answer to his problem. 

Brooklyn, N. Y. C. KERSTEIN,. 
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Front Elevation. 


Diagram of Inclined 


What I would like to ask is this: How does Mr. 
‘othe expect anyone to make up the article in question 
when the patterns are wrong, for wrong they must be 
hecause he is using a wrong miter line between the 

‘in and the branch pipes. 

' will use his words. He writes: “As for instance 

| cut a pipe off square and you see a perfect circle, 

if you cut it off on an incline you see an elliptical 

circle.” Knowing this, why didn’t he bisect the angle 

instead of using a horizontal line as 4” in front 
‘evation as I have shown in the rough sketch. 


Rain Water Cut-Off. 
A NEW “‘FFORMED PRODUCTS” WEIGHT CARD 


The American Sheet & Tin Plate Company, with 
general offices in the Frick Building, Pittsburgh, Penn- 
sylvania, have just issued a new “Formed Products” 
weight card which covers standard weights per bundle, 
number of sheets per bundle, standard weights per 
square and covering capacities, which will be of in- 
terest to the sheet metal trade. This card is full and 
complete and will be found a great convenience to 


shippers. It will be sent upon application to all deal- 
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ers who may desire a copy of it. When sending for 
it do not forget to mention AMERICAN ARTISAN. 


HIGH GRADE STEEL ROOFING AND SIDING. 





In the manufacture of steel roofing and siding the 
Inland Steel Company, First National Bank Building, 
Chicago, having works at Indiana Harbor, Indiana, 
and branch offices in many large cities throughout the 
Union, makes a specialty of crimped and corrugated 
roofing and brick finish siding of the highest grade. 

The product of this company is “fireproof, durable, 
dependable and exactly what it is claimed to be— 
tough, homogeneous Basic Open Hearth Steel, gal- 
vanized and painted.” Hardware and other dealers 
who have carried Inland Steel Roofing have found it 
an eminently satisfactory and profitable line of goods 
to handle, and one that sells strictly upon merit. 

Dealers who desire to take on a line of the Inland 
goods will be furnished with all information required 
upon application to the company. Mention of 
AMERICAN ARTISAN at the same time will be regarded 
as a favor. 


~~~ 


PATENT SELF-LUBRITCAING ROTARY 
SCREW VENTILATOR. 








In their ventilators, E. G. Washburne & Company, 
317 Fulton street, New York City, claim that the 
slightest breath of air will cause the head of the 
Washburne Patent Self-Lubricating Rotary Screw 
Ventilator to revolve, which causes the propeller im- 
mediately under revolving head to turn in the venti- 
lating shaft, and the result is a steady, sure ventilation 
or increased draught. They claim the air-drawing ac- 
tion of their line of ventilators is positive, and at each 
revolution a volume of air is drawn out, making them 
distinctive in that they combine assurance of operation 
with no attention being required. The self-lubricat- 
ing bearings keep the friction at a practical minimum 
and give them wearing qualities not to be found in 
others, and by seeking further information from the 
manufacturers, prices will also be quoted. In doing 
so, please mention AMERICAN ARTISAN. 

A VENTILATOR BUILT ON SCIENTIFIC 

PRINCIPLES. 








The Pullman Automatic Ventilator Company of 
York, Pennsylvania, issues a card to the sheet metal 
trade which contains some useful hints to the tinner. 
It exploits the Pullman Cowl, a ventilating device 
that is built upon the most scientific principles and of 
the highest grade material. In its manufacture open 
hearth galvanized steel sheets of the finest quality 
are used, or cold rolled copper of all weights. As its 
name indicates, it has a hood, which, rotating with the 
action of the wind, produces a perfect draft and draws 
off all impurities of the inside air and gives perfect 
ventilation. 

This card, which is similar to others which are is- 
sued every month, contains a scale of weights and 
other valuable information, and will be mailed to any 


one desiring it upon request. When writing pleay 
do not fail to mention AMERICAN ARTISAN. 


-_— =a 


TIN SHINGLES THAT ARE STORM, RUST 
AND FIRE PROOF. 








An opportunity to increase business is offered dea). 
ers in sheet metal by the National Sheet Metal Roof. 
ing Company of Jersey City, New Jersey. This con. 
cern makes shingles from galvanized tin and painted 
tin that are guaranteed to last. Write for catalogue, 
samples and prices, and when doing so please mention 
AMERICAN ARTISAN. 





CORRUGATED EXPANDING CONDUCTORS, 





Galvanized iron conductors of high grade are manv- 
factured by the Clark-Smith Hardware Company oi 
Peoria, Illinois. They are made in 10-foot lengths, 
without cross seams, and are guaranteed not to burst 
when full of ice. These conductors will be found 
a valuable line to carry, and dealers will find it to 
their advantage to write for prices and particulars, 
Mention of AMERICAN ARTISAN is requested. 


2. 
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MASTER SHEET METAL WORKERS’ 
MONTHLY MEETING. 








Notice has been issued by Secretary Paul L. Bier- 
sach of the Master Sheet Metal Workers’ Association 
of Milwaukee, Wisconsin, that the regular monthly 
meeting of the association will be held Wednesday 
evening, March sth, at 8 p. m. in the Builders’ & 
Traders’ Exchange, 456 Broadway. 





NOTES AND QUERIES. 





11/16” BAND IRON. 
From Armour Clad Manufacturing Company, Canton, Ohio 

Can you give me the name of a manufacturer of 
11/16” Band Iron, No. 10 Gauge? 

Ans.—We understand that No. 10 Gauge Band Iron 
does not come in 11/16”, but you can get 5/8” from 
Scully Iron & Steel Company, 2364 South Ashland 
avenue, Chicago. 

BENCH VISES. 
From The Coulter-Beegle Sales Company, 62 East Lake 
Street, Chicago. 

Can you give me the names of manufacturers of 
blacksmiths’ bench vises? 

Ans.—Geneva Metal Wheel Company, Geneva, 
Ohio; Toledo Pipe Threading Machine Company, 
Toledo, Ohio; F. T. Bailey & Company, Scituate, 
Massachusetts. 

PRACTICAL PATTERN SHOP. 


From H. T. Klugel, Emporia Cornice & Skylight Works, 


North Emporia, Virginia. 
Would you kindly give me the address of a prac 
tical pattern shop? 


Ans.—The Geo. W. Cope Stove Pattern Works. 
Detroit, Michigan; Vedder Pattern Works, Troy, 
New York; The Cleveland Castings Pattern Com- 
pany, Cleveland, Ohio; Weller Pattern Company. 


Quincy, Illinois; Quincy Pattern Company, Quin‘ 
Illinois. 
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SLOTTED RIVETS. 
From Frank D. Stolz, 1210 Webster Avenue, Chicago, Illinois. 

Kindly give me the names of manufacturers of 
slotted rivets. 

Ans.—Judson L. Thompson Mfg. Company, Wal- 
tham, Massachusetts; Tubular Rivet & Stud Com- 
pany, Boston, Massachusetts. 

HOLLAND FURNACE. 
rom Smith & Haskins, Mongo, Indiana. 
Please inform us where the Holland Furnace is 


made. | 
Ans.—Holland Furnace Company, Holland, Michi- 


gan. 
BLACKSMITHS’ BOX VISES. 
From The Coulter-Beegle Sales Company, 62 East Lake 
street, Chicago. 

Kindly give us the names of manufacturers of 
blacksmiths’ box vises. 

Ans.—Iron City Tool Works, Pittsburgh, Pennsyl- 
vania; Columbus Forge & Iron Company, Columbus, 
Ohio; New London Vise Works, New London, Con- 
necticut. 

FEED COOKERS. 
Krom William I. Marshall, Rock Creek, Ohio. 

Can you tell me who makes a box-shaped stove, 
one that will heat water or cook food for cattle? 

Ans.—Kelly Foundry & Machine Company, Gosh- 
en, Indiana; Wapak Hollow Ware Company, Wa- 
pakoneta, Ohio; Lewis Mfg. Company, Cortland, New 
York. 

NEEDLE VALVES. 
From Bickwell Cornice & Heating Company, Bickwell, 
Indiana. 
Kindly give us an address of manufacturer of 


Needle Valves such as used in tinner’s gasolene fire 
pots, etc. 

Ans.—George W. Diener Mfg. Company, 400 Mon- 
ticello avenue, Chicago; American Steam Gauge & 


. Valve Mfg. Company, Camden street, Boston, Massa- 


chusetts; McRae & Roberts Mfg. Company, Detroit, 
Michigan. 

HOLLOW WARE. 
From Orbon Stove & Range Company, Belleville, Illinois. 

Kindly inform us of a few concerns that make hol- 
lowware. 

Ans.—Illinois Pure Aluminum Company, Lemont, 
Ilinois ; Sidney Hollowware Company, Sidney, Ohio; 
Wagner Mfg. Company, Sidney, Ohio. 

ANVILS. 
'rom The Coulter-Beegle Sales Company, 62 East Lake 
street, Chicago. 

We will appreciate it if you will supply us with a 
list of manufacturers of Anvils. 

Ans.—Illinois Iron & Bolt Company, Carpenters- 
ville, Illinois; American Skein & Foundry Company, 
Racine, Wisconsin. 

SELF-COOLING REFRIGERATOR SYSTEMS. 
rom Flanegin Hardware Company, 310 Market Street, 
Logansport, Indiana. 
Please give us address of a manufacturer of self- 


ooling refrigerator systems, for meat markets, hotels, 


\ns.—Paul J. Daemicke, 321 West South Water 
‘treet, Chicago, Illinois. 
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ITEMS. 


R. A. Tag of Moody, Texas, will reopen his tir 
shop. 

Ward Warner will open a tinshop in the Ira War- 
ner Building at Shenandoah, Iowa. 

The Wheeling Sheet & Tin Plate Company are 
erecting a new mill at York, West Virginia. 

Acer & Whedon, Incorporated, Medina, New 
York, has been incorporated with a capital of $35,000 
to deal in sheet metal. 

Ferguson Iron & Steel Company of Buffalo, New 
York, has been incorporated with a capital of $100,- 
000, to deal in iron, steel, etc. 

The Wyatt Metal Company of Dallas, Texas, has 
been incorporated by W. J. Wyatt, C. R. Moore, H. 
W. Caruth and others, with a capital stock of $25,000. 

The Metal Stamping Corporation of Streator, IIli- 
nois, has taken over the business of the Streator Metal 
Stamping Company, and will manufacture metal spe- 
cialties. 

Carl Scherf of Green Bay, Wisconsin, has moved 
his tin shop to 124 North Adams street, that city. 
Here his shop will be equipped with more modern ma- 
chinery. 

The Queen City Punch & Shear Company of Cin- 
cinnati, Ohio, is soon to move to Huntington, Indiana, 
and will change their name to the Huntington Machine 
& Foundry Company. 

Application for a charter has been made by William 
McMullin, and others, for an incorporation to be 
called Philadelphia Equipment Company at Philadel- 
phia, Pennsylvania, to manufacture machinery, tools, 
etc. 

Albert Rosenstein, Edwin Booth and Homer G. 
White have made application for a charter for an in- 
corporation to be called Philadelphia Enameling 
Works, to manufacture silverware, plated, enameled 
ware, etc. 

The Follansbee Brothers Company of Pittsburgh, 
Pennsylvania, announce that Mr. E. W. Norman is 
now representing them in Kansas, with headquarters 
at Wichita. Mr. Norman is well known to the trade 
in that vicinity. 

EK. Grant Criswell, William T. Teagler and George 
T. Bauder have organized and incorporated the Metal 
Shop Manufacturing Company at Cleveland, Ohio, 
with $10,000 capital. The company will manufacture 
various sheet metal products. 

General jobbing work in stampings will be a spe- 
cialty of the Diamond Stamping Works Company, 
1831 East Fifty-fifth street, Cleveland, Ohio. This 
company has just been incorporated with a capital of 
$35,000, and has established a new plant at the above 
number. 

Mr. G. A. Kerr, formerly of the Engineering De- 
partment of the Cambria Steel Company of Johns- 
town, Pennsylvania, has been engaged to represent the 
Follansbee Brothers Company, and will call upon the 
trade with its moving pictures, “Making Scott's 
Extra Coated.” 
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GALVANIZED ROOFING AND SHEET COPPER. 





The Follansbee Brothers Company of Pittsburgh, 
Pennsylvania, issue a special notice to the effect that 
freight will be allowed on their conductor, gutter 
and ridging only when shipped in quantities of 500 
feet, assorted shipments permitted. This company 
manufactures galvanized eave trough, conductor pipe 
and elbows of the highest quality, and open hearth 
tinplate coke wasters of highest quality. 

In connection with this announcement this concern 
issues prices of sheet copper in tabulated form, to- 
gether with a list of the various kinds carried in 
stock. This list specifies the different items in plain 
and understandable form. This folder and price list 
will be sent to dealers upon request. When writing, 
please mention AMERICAN ARTISAN. 








‘“‘“NEVER=BREAK”’ KITCHENWARE. 





The Avery Stamping Company of Cleveland, Ohio, 
have issued an attractive folder describing the “Never- 
Break” Kitchenware, which is a very striking example 
of advertising matter and one that assuredly will 
attract dealers. It is printed in red and black, is finely 
illustrated with characteristic pictures, and bears a 
number of illustrations of the various household uten- 
sils used in the culinary department, such as a cold 
handled steel spider, cake griddle, stew pot and taper 
kettles. 

This concern has gained a reputation for the excel- 
lence of its products which is widespread and has 
gained for it a high reputation among hardware 
dealers. Its catalogue and such information as may be 
desired will be forwarded promptly upon request. 
When writing, kindly mention AMERICAN ARTISAN. 


+e. 


PAINT THAT INSURES PROTECTION. 








‘Metal Insurance” is the title of an article written 
by L. M. Stocking of the Joseph Dixon Crucible 
Company, Ticonderoga, New York, which has been 
given out for reproduction in the trade press through- 
out the country. 

This article sets forth some salient points which 
are worthy of consideration and commendation. It 
presents as the best means of protecting metal sur- 
faces against the corrosive effect of time and weather 
a paint of durable quality, and in this connection rec- 
ommends the “Dixon’s Silica Graphite Paint,’ which 
is made in four colors and of one quality only. It is 
suitable for use upon wood as well as metal, and the 
leading railroads and factories, after exhaustive tests, 
have adopted it as their “maintenance” paint. This 
paint is designated as “Nature’s unrivaled mixture” 
of the silica and graphite, made by this company at 
its establishment at Ticonderoga, New York. “A 
fair price for the best protection in a concern of repu- 
tation” is the motto of this company, and in exploiting 
this particular article of merchandise it guarantees 
perfect quality and fair treatment. 

Dealers who may desire to include this commodity 
in their stocks will receive upon application all neces- 


sary information and prompt attention. When writ, 
ing, kindly mention AMERICAN ARTISAN, 





_ 
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MICHIGAN METAL CONTRACTORS’ ANNUAL 





The Chamber of Commerce, Detroit, Michigan, jj 
be the meeting place of the Michigan Sheet Meta) 
Contractors’ Association in its second annual cop. 
vention, which will be held March 26 and 27. ‘Thy 
officers and members are working industriously ;, 
make the meeting a big success. 

An increase of 17 to 20 cents an hour in the pay 
of all their mill hands has been made by the Amer. 
ican Sheet & Tin Plate Company, of Pittsburgh, 
Pennsylvania. About 50,000 men will be benefited 
by the advance. This company has increased the 
production of its famous Apollo Best Bloom brand 
of tin from 4,000 tons in 1890 to 400,000 tons las 
year. 


a 


CANADIAN PATENTS DAMPER 
ATTACHMENT. 








United States Patent 1,053,776 has been granted to 
John E. Birch of Roland, Manitoba, Canada, on a 
damper attachment for stoves. The wall of the oven 
is spaced on three sides, thus forming a flue, 5, as 
shown in cut, which opens into the firebox at the top 





























Diagram of New Damper. 


and bottom of the latter. A vertical smoke-pipe com- 
municates with the flue at the top and bottom of the 
oven, and dampers 6 and 7, at the upper and lower 
entrances of the flue, are connected by mechanical 


means. 
— ————_ oo 


AMERICAN ARTISAN CONTAINS WHAT 
OTHER PAPERS LACK. 





To AMERICAN ARTISAN: 

In looking for hardware prices, I have found in 
AMERICAN ARTISAN the information desired, when | 
could not find it in other papers. 

Yours truly, 
Joun G. WEBER. 
President J. G. Weber Hardware & Supply Company. 
Clayton, Missouri, February 20, 1913. 


—_—_—_____+-#- -— 





Life is a perpetual changing of something that 
wishes to stand still—Henri Bergson. 
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NEW PATENTS. — 

































































1,053,168. Washtub. John H. Gibbs, Philadelphia, Pa. 
Filed June 10, 1912. Serial No. 702;785. 

1,053,199. Window-Screen. . David P. Moore, South 
Bend, Ind. Filed Aug. 3, 1911. Serial No. 642,157. 

_ 1,053,210. Mop-Holder. Emanuel Nielsen, Racine, Wis., 
assignor to Hamilton-Beach Manufacturing Company, Racine, 
Wis., a Corporation of Wisconsin. Filed Jan. 25, 1912. Serial 
No, 673,292. 

_ 1,053,217. Animal-Trap. Thomas Pritchard, Dixie, Idaho. 
Filed Dec. 22. Serial No. 534,513. 

_ _ 1,053,222. Door Check and Closer. Alexander Rissel. 
Chicago, Ill., assignor of one-half to Louis H. Liedtke, Chi- 
cago, Ill. Filed Mar. 13, 1912. Serial No. 683,425. 

__ 1,053,236. Milk-Can. Leonard R. Steel, Cleveland, Ohio. 
Filed Mar. 4, 1911. Serial No. 612,235. ° 

_ _ 1,058,251. Fly-Trap. William A. Verzani, Newcastle, 
Nebr. Filed Apr. 6, 1912. Serial No. 688,989. 

1,053,268. Clothes-Line Supporter. Charles L. Blodgett, 
Oakland, Cal. Filed June 15, 1912. Serial No. 703,888. 

_ 1,053,280. Electric Cooker. Lloyd Groff Copeman, Flint, 
Mich, assignor to The Copeman Electric Stove Company, 
Flint, Mich., a Corporation of Michigan. Filed July 28, 1911. 
Serial No, 641,003. Renewed Dec. 13, 1912. Serial No. 736,613. 

1,053,285. Ironing-Board. Charles D. Evans, Hood River, 
Oreg. Filed June 22, 1912. Serial No: 705,297. 

1,053,291. Milk-Can-Cover and Tag Holder. Curtis John- 
son, River Falls, Wis. Filed Sept. 13, 1912. Serial No. 720,195. 
ae 1,053,316. Automatic Coffee-Measure. Joseph H. Psikal, 
\ildare, Okla. Filed July 29, 1912. Serial No. 712,078. 

1,053,371. Wringer-Support. Edward A. Eustice, New- 
‘on, lowa. Filed June 1, 1911. Serial No. 630,697. 

_ 1,053,438. Dust-Pan. Henry Jacob Resch, Columbus, 
)hio, Filed Jan, 12, 1912. Serial No. 670,966. 

1,053,508. Ventilator. De Kernia J. T. Hiett, Chicago, Ill. 
“iled Jan. 6, 1912. Serial No. 669,870. 

1,053,511. Lantern. Alonzo J. Hulett, Kellettville, Pa., 
ssignor of one-half to Homer B. Ensign, Corydon, Pa. Filed 

ne 20, 1912. Serial No. 704,737. 

_ 1,053,536. Socket-Wrench. Allan C. Sargent, Westford, 

‘ass. Filed Mar. 26, 1910. Serial No. 551,772. 

1,053,573. Kitchen Utensil. Nora K. Clemm, Bridgeport, 
\onn. Filed May 7, 1912. Serial No. 695,597. 

1,053,714. Fly-Trap. George Crichton, Pearl River, N. Y. 


1,053,589. Metal Window Construction. George H. For- 
syth, Chicago, Ill. Filed June 30, 1906. Serial No. 324,247. 

1,053,597. Mouse-Trap. Arthur B. Haugen, Calvin, N. D. 
Filed Apr. 15, 1912. Serial No. 690,757. 

1,053,607. Washing-Machine. Winfred M. Johnston, 
Dale, Wis. Filed Oct. 13, 1911. Serial No. 654,459. 

1,053,633. Skylight. William A. Mundy, Philadelphia, 
Pa. Filed July 28, 1909. Serial No. 510,066. 

1,053,639. Rasp or File. Jeremiah V. B. Parkes, Newark, 
N. J. Filed June 16, 1911. Serial No. 633,558. 

1,053,644. Adjustable Window-Screen. Herman Fred 
Rau, Chicago, and Halvor M. Olsen, Austin, Ill. Filed Aug. 7, 
1908. Serial No. 447,375. 

1,053,651. Latch for Gates. August A. Sauter, Covington, 
Ky. Filed June 20, 1912. ‘Serial No. 704,866. 

1,053,735. Tea or Coffee Pot. George Lefevre, Lawrence, 
Mass. Filed Sept. 27, 1912. Serial No. 722,739. 

1,053,751. Vegetable-Grinder. Joseph Stock, Passaic, N. 
J. Filed July 20, 1912. Serial No. 710,661. 

1,053,765. Gate-Latch. Julian Thomas Wren, Steedman, 
Mo. Filed Sept. 24, 1912. Serial No. 722,090. 

1,053,780. Cooking Utensil. Samuel Abraham Brooks, 
Elmwood Place, Ohio, assignor, by direct and mesne assign- 
ments, to The Woman’s Friend Manufacturing Company, Elne- 
wood Place, Ohio, a Corporation of Ohio. Filed Apr. 19, 1912. 
Serial No. 691,790. 

1,053,792. Shingle. John F. Dietz, Johnstown, Pa. Filed 
Mar. 26, 1912. Serial No. 686,240. 

1,053,796. Curtain-Hanger. George H. Emery, Ports- 
mouth, N. H. Filed Mar. 29, 1912. Serial No. 687,127. 

1,053,797. Convertible Burner and Range. John Erben, 
Cleveland, Ohio. Filed June 3, 1912. Serial No. 701,126. 

1,053,823. Tea-Strainer. Thomas W. Johnson, North At- 
tleboro, Mass., assignor of one-half to Andrew J. Neuschuez, 
North Attleboro, Mass. Filed July 27, 1912. Serial No. 
711,848. 

1,053,826. Sliding-Door Fastener. Bartholomew Julien, 
Omaha, Nebr., assignor to Grip Nut Company, Chicago, IIl., a 
Corporation of Illinois. Filed Sept. 26, 1912. Serial No. 
722,489. 

1,053,829. Door-Hinge. Calvin Keith, George F. Lister, 
and John M. Edmonson, Mansfield, Ohio. Filed Mar. 12, 1912. 
Serial No. 683,280. 
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Weekly Trade and Market Report 
Trade Tendencies Up to Going to Press Compiled From Reliable Sources 











IRON. 
Dullness characterizes this market. Buying has not 
been given any impetus by concessions for foundry 
iron and business in forge is at a standstill. Eastern 


Pennsylvania, Buffalo and Cleveland furnaces have 
during the last few days been offering their output of 
2X foundry iron as low as $17 at stacks. Alabama 
and Tennessee producers quote that grade at $13 to 
$13.50, and Birmingham and Virginia furnaces are 
asking $15.50 for their product. Iron bars at Pitts- 
burgh are held around $1.65 to $1.75, while the Chi- 
cago base is $1.60 to $1.65. The market shows no 
tendency toward an immediate advance. 


STEEL. 

Business in steel has retrograded more during Feb- 
ruary than in January, according to the reports of 
manufacturers, but there are still enough unfilled 
orders to maintain much strength in the market. Con- 
sumers are insistent, especially those who supply the 
agricultural implement demand, and the prospects for 
an enlivening of the market is exceedingly promising. 
Requirements from this source are likely to increase 
in volume after the opening of the summer season. 
Demand from the Chicago district is at high pressure 
and the output of finished products from the leading 
mills already indicates a call which will transcend 
their ability to meet. The increasing demand from 
Canada during the last week for plates, shapes and 
bars, and the requirements from rail consumers, to- 
gether with the contracts coming from the Orient, 
will tax American mills to the limit of their produc- 
tion. Structural contracts have not been exacting, 
but 250,000 tons, at least, will be required to meet 
the call from foreign sources. Specifications for steel 
bars are voluminous at New York and the total of 
contracts for February, it is believed, will equal that 
of January.. Manufacturers of nails and wire are 
falling further behind in deliveries and cancellations 
of orders placed within the last sixty days is ex- 
pected. New York quotations on steel bars have been 
ranging in the last few days from $1.56 to $1.61 for 
soft base, full extras, car lots, f. 0. b. dock per 100 
pounds, mill shipment; prompt shipment, $1.61 to 
$1.86. Plates have been ranging from $1.61 to $1.66 
per tank %4 inch thick, 6% to 100 inches wide, net 
cash, thirty days’ base, mill shipment. Other items 
have been quoted at corresponding figures. A sud- 
den demand from the machinery and agricultural 
companies has helped the market greatly and there is 
every reason to expect continued strength. 

Inquiries from agricultural implement makers are 
increasing and there is a demand for supplies of steel 
bars extending over the full year from July 1. Re- 
quirements up to June 30 are well covered and it is 
expected that the year’s orderings will exceed 1,000,000 
tons. 


COPPER. 

The trend of the copper market has been down- 
ward, but there has been a tendency on the part of 
producers to bolster the situation and they are hold- 
ing to 147% or higher. The indications are, however, 
that there will not be much firming until foreign de- 
mand improves, which, according to the best informa- 
tion, is not likely to take place until the war troubles 
in the Balkans have been settled. Immense sales of 


this metal have been made within the last few weeks, 
but without any beneficial effect upon prices. The 
producers have large stocks on hand and the refineries 
are turning out large quantities, but the sales have 
not been taking off enough of the product to stimu- 
late the market and prices have sagged continuously. 


American consumers are buying slowly, expecting 
a further decline. The requirements of the electrical 
equipment manufacturers cannot much longer be 
withheld and from this source some strength may 
accrue to the market generally. Some insistent re- 
quests for immediate delivery indicate that a further 
demoralization of the market is hardly possible, and 
an average of 15 cents is likely to be maintained for 
an indefinite period. Quotations have been ranging 
from 14.75 to 14.85 for prime !ake; 14.70 to 14.80 
for electrolytic; 14.60 to 14.65 for casting, nominal ; 
16.25 for wire and 21, nominal, for sheet. 


According to closing quotations American producers 
are lowering the prices of electrolyte and casting cop- 
per and 1434 cents is now the basis. Further con- 
cessions are not likely to be made. A deadlock be- 
tween producers and consumers is again on. 


TIN. 


A distinct improvement has been noted in this mar- 
ket within the last week. Heavy trading in London 
has enlivened it considerably, and a recovery in prices 
has been noted in New York. Spot tin for June de- 
mand is active. Twenty-five tons, June, sold on Feb- 
ruary 26th on the basis of 45.8714 cents per pound 
and twenty-five tons of July brought 45.62%. cents. 
Spot was on the market around 47%, foreign inter- 
ests asking 48 cents on spot and February. Ameri- 
can buyers are regaining much confidence and con- 
tracting for April, May, June and July is much in 
evidence. 

Later reports are somewhat more encouraging than 
they were two days ago. The trend of the market is 
upward in sympathy with London quotations, which 
were £220 per ton for spot at noon call. In the do- 
mestic trade spot and February tin was unsettled on 
selling by speculators. Futures show an advance oi 
44 to 3% cents a pound as to position. Spot tin was 
reported sold in the open trade at 47% to 48 cents. 
london prices have bolstered the market consider- 


ably. 
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SHEETS. 

The sheet ‘situation has remained about the same 
during the last week as it has been throughout the 
month of February. The expected advance in prices 
has not materialized and from present indications 
there will not be any immediate upward break. Black 
sheets in carload lots, f. 0. b. Pittsburgh, are quoted 
at $2.20 to $2.40; galvanized at $3.05 to $3.80, accord- 
ing to gauge. Demand is steady and producers are 
keeping up their stocks in expectation of an early in- 
flux of buying. 


SPELTER. 

An unsettled condition has prevailed in the spelter 
market for the last few days, but prices have re- 
mained stationary. Considerable variance has been 
in sellers’ views as some of them have been asking as 
high as 15 cents above the figures named by a num- 
ber of the producing interests. The New York price 
for prompt shipment has held at $6.35 to $6.40; re- 
tail lots, nominal, $7.00; February, $6.25; March, 
$6.221%4; April, $6.20; May, $6.15. St. Louis spelter 
has ranged from $6.05 to $6.15. Inquiries for fu- 
tures has been fair. 


BARB WIRE. 

Sales of barb wire maintained the increase of the 
last two weeks and prices have continued on a firm 
basis. Galvanized in carload lots holds to $2.15. 
Fence wire, annealed, is quoted at $1.55, and galvan- 
ized at $2.15. 


NAILS. 


Spring business in nails has not opened enough to 
swell the volume of business to any extent, but in ex- 
pectation of an early influx of buying, prices have 
been maintained on a firm basis. Wire nails are 
quoted at $1.75 to $1.80 and cut nails‘at $1.70 to $1.75. 


LEAD. 

There is no indication of immediate activity in the 
lead market, quiet prevails and prices continue firm. 
Little new business is being booked and inquiries are 
slow. Spot lead in carloads outside is quoted at $4.35 
to $4.40; spot retail, $4.45, and for February, March 
and April, $4.35 is named. Sales at St. Louis the 
last few days have been slow at $4.20. The figures at 
New York have remained unchanged at $4.25 to $4.35. 


TIN PLATE. 


Demand for tin plates is quiet and prices are easy, 
53.00 for coke tins 14x20 being still quoted. Deliv- 
eries are fairly prompt and the number of mills in 
peration has not decreased. The output of. sheet 
and tin mills continues heavy although buyers are 
not clamorous for supplies. 


COKE. 


\O appreciable change in coke situation has taken 
‘ace within the last week or two. Material price con- 
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cessions are being made on 48-hour coke by leading 
Connellsville producers but they have not induced 
extensive buying by the blast furnaces. Standard 
grades of 48-hour coke are offered by a majority of 
ovens in that region at $2.35 to $2.40, but consumers 
generally expect that prices will go still lower and 
they are buying in small lots only. Standard Con- 
nellsville and Latrobe, 48-hour, furnace, at ovens, 
prompt shipment, is quoted at $3.25 to $3.50; con- 
tracts, $2.75 to $3.25; 72-hour, foundry, at ovens, 
prompt shipment, $4.00 to $4.25; contracts, $3.25 to 


$3.50. 


PIG IRON. 


Suyers of pig iron are still cautious and prices have 
held up to a point which has not given them any en- 
couragement. Inquiries of the last week have been 
so light that the market has not acquired any addi- 
tional strength. Foundry, north and south, has de- 
clined an average of 75 cents since the highest point 
in December. Producers are still apathetic in view 
of the fact that they do not look for any increase in 
buying right away. 


CHICAGO MARKET, 


Lake Superior charcoal............0.ccccccceees $18.00@ 18.75 
eoctmers Foundry No. 1...... 25... scccccccess euete! (0s 
Norenern Poundry No. 2..........2.00..ccscees 17.25 
prowemere Femmdry No... 8... ... 2.2.2 we cc cee 17.00 


Southern Foundry No. 1....... 18.35@ 18.85 
PITTSBURGH MARKET. 
EE A ee cE Te 17.90 
Eo nh clad ace <. nachoad . 17.65@17.90 
Fe oe vv nee p a 6 eanicuceaen 18.15@18.40 
I Uk oak Vaidnu ds 0-eac.ane o0.a'.dq n0i5.s bs eee 
EEE, Sa 0g ee ore 17.25 
NUIT es ios cc da alesse dia ses dacleaaeees 18.15@18.65 
SOUEMORH TORRE oc.sici ic oc cick cc cc dee vcccsnccecccue MEMOPIOMO 
BIRMINGHAM MARKET. 
Se ae er ee $13.25@13.50 
ee et eS en Ae 13.00@13.25 
PRINT eg a tbh cada kin we aleawwladacale 13.25@13.50 


Matthew Addy & Company’s market report, February 27, 


1913: 

All the iron that is being shipped is being melted and 
consumers are crowding the furnaces for heavier deliveries. 
Everywhere in the trade there is unabated activity. Neither 
in the yards of producers nor users is iron being accumulated. 
The iron business is in a perfectly healthy and normal con- 
dition, with neither a feast nor a famine, but with enough on 
both sides of the house to keep everyone satisfied. 

New business placed during the week has been of fair 
volume. More and more interest is being taken in the mar- 
ket. Some consumers of iron have enough bought to run 
them through March and some can run through June, but 
from now on buying must grow in accelerating volume to 
keep pace with the needs of melters. And, of course, for the 
last half no iron has vet been purchased. So, from the seller’s 
standpoint, the situation is promising. There has been some 
resale iron on the market which has slightly disturbed things, 
but after all that-is a mere drop in the bucket. There is not 
enough of it to cause any uneasiness. The quoted prices are 
$13.50 for No. 2 f. o. b. Birmingham and $16.50 for No. 2 
f. o. b. Ohio furnace. 

It is a significant fact that every week since the first of 
the year the tonnage of sales has been greater. They have 
constantly been on the increase. This speaks for itself. 

Coke is by no means easy. It is in larger supply than in 
December last, but there is still a struggle to keep the furnaces 


and foundries satisfied. 
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Current Hardware and Metal Prices. 
AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly, 








POLISHED SHEET STEEL. 


| a ee per 100 lbs $4 70 
mn s........... a Black Powder. ic... oss. si vcs 40% 
SS ae per 100 lbs. 4 90 . 
BR BB. oa.ci Shs coee per 100 Ibs. 5 00|%*" Wads—per 1,000. 
Winchester Gun Wads......... 15% 
SMOOTH STEEL. 
P. . 4 
Wood's Smooth, No. 20... ear Seth 
ns ee No. 22-24... veves 3,30 DuPont! s Sporting, kegs...... $5 25 
No. 25-26:...... 3 35 “ 4 kegs.. 2 90 
ni “3 Ny 3 40 “ - k 1 60 
as “No. 28 3 50 ; ees... 
ees han 60's DuPont's Canisters... .. 1-Ib., 25 
re Ord a a led -Ib., 15 
PATENT PLANISHED SHEET i pp pt 
IRON. ‘pea 
“ “ ;- Kegs 6 08 
Patent Planished Sheet Iron, a * 10-Can Drum 4 86 
ie eon ied) 71 t-Kegs 3 12 
“ Canisters 54 
Shot. 


PATENT PLANISHED SHEET 








METALS. LEAD. 
American Pig. ....0222..00c0005 £4 50 
| OE OPO NEES Pen 5 
FIRST QUALITY BRIGHT National (White) brands (in less 
PLATES. than 100 fb lots), per fb......... 7c 
Per Box. | Sheet. 
os baila ST Pal sith..»..0<55 per 100 tbs. #6 25 
eee ee 9 50| Cut coils........-- per 100 tbs. 6 25 
Toe die Repepenee T * . 
SOME GMOS. .......-525 6008 Siena 
IC 20x28... .... 002+ sees 14 80 No. 1 Pure Ingot..... per lb., $0 24 
IX BE sina weiner 170] Sicots “ 33 
IXX BE kv ene nse bone ee eee Sree wen 
8 AS eer 21 20 TIN 
IXXXX 2x28......--.--2 200. 23 40 Pig tin odecssebsvnseeeasnes $52.00 
COKE PLATES. BOS Ce 2% 0 30500 000 chiccese cae 
Cokes, 180 Ibs....... 20x28 $ 8 30 
Cokes, 200 Ibs....... 20x28 8 50 
Cokes, 216 Ibs....... IC 20x28 8 80 HARDWARE. 
Cokes, 270 lbs....... IX 20x28 10 50 
PIG IRON. ADZES. 
North’n Fdy.,No.1........... #15 00 
North’n Fdy., No.2........... 14 50| Carpenters’. 
North’n Fdy., No.3...... 6s OT SOR ccassctssaccscnn band 40% 
Southern Fdy., No. 1.. asco aa 
Southern Fdy., No. 2.......... 15 85|Cooters’. 
Southern Fdy., No. 3.......... OF i WRNOOR Bis vkic'n en 6k wap nds dnee 1:% 
Reine Beis Ghneetad os .5i0cnn< MRE EBS sks vn'mnnwndedcstenee 15% 
| ERS ee eee oe bar. 14 50 
Ratlroad 
BLUE ANNEALED SHEETS PRE i ccivsrechiwenrh ate 40% 
_. Ae per 100 lbs. $2 25 
UNE GSR eT per 100 1bs. 2 30|Sh#p. 
oe ee poor 200 Ths, 2°80] PRG oecik issn ncccdunwises 40% 
Se tenga per 100 lbs. 245] White's ..........cccccsccees 15% 
- ONE PASS COLD ROLLED BLACK 
ES SRR le Pe. $2 70 AMMUNITION. 
_ — LecphCakerees ceeneon : He Caps, Percussion—per 1,000. 
Noo 27.0.2 2 as] BL Waterproof, 1-108......... are 
PE Ns. 348 bab 0s wee Meee Rete oo ee ae ee ae 
Stators pubbdessseub ab enamel 68c 
GALVANIZED 
Shells, Loaded— 
Sere per 100 lbs. $3 40 
No. 18-20......... per 100 Ibs. 3 55| Loaded with Black Powder... .40% 
Nos! 22-34... ...2. per 100 Ibs. 3 70} Loaded with Smokeless Powder, « 
ae per 100 lbs. 3 85 medium grade.......... 40 & 5% 
eee per 100 Ibs. 400] Loaded with Smokeless Powder, 
S| Sa ae per 100 Ibs. 4 15 high grade......... 40 & 10 & 10% 
ek See ee per100lbs. 4 45 
Winchester: 


Smokeless Repeater Grade. .40& 5% 
Smokeless Leader Grade.40&10&10% 


4 80 
No. IS, socket handled per doz. 1 25 
No. 7 Stanley........ 1 80 








STEEL. Drop shot, sizes smaller than 
: , B, 25-tb. bags. per bag...... #1 95 
Dickey Planished Sheet Steel..... 8i¢ | Drop shot, B and larger sizes, 
25-tb. bags, per bag.......... 2 20 
Buck Shot, 25-tb. bags, per bag 2 20 
SOLDER. Chilled Shot 25-tb. bags, “ 2 20 
XXX Guaranteed $ & 3..perlb. 29}c 
Commercial § & §........ per Ib. 28}c ANCHORS 
No. 2 PRMMUNGISs 0555.6 SEES 25}c 
Expansion Screw Anchors ....... 60% 
SHEET ZINC. ANVILS 
DAREN. . co Seaweeds wkend oun $8 50 
Less than Cask lots......8 75 to 9 25| Trenton, 70 to 80 tbs...... 93c per Ib. 
Trenton, 81 to 150 fbs...... 9c per fb. 
COPPER. ASBESTOS. 
Copper sheet, base. ...... 2... 2lc Board and Paper.......... 2.75 Cwt. 


Boy's Handled. . 
Lippincott, 3 tb.......per doz. $6 56 
Marshall Falls City... gi 5 50 

Broad. 


wears 


AUGURS. BEATERS. 
Carpet. per dos 
Boring Machéne...........000005 70% |. No. 18 Tinned Spring Wire . x 
Se. ecchxxys ceuat 40&10% | No. 11 Spring Wire coppered .. 1 x 
No: BP PrmetOGscsca.s...... 1% 
Carpenter's Nut........200es000: 10% Ege. Per doz 
No. 50 imp. Dover ....... . 07 
Hdiow. No.2“ “tinned. 
Bonney’s—list $30.00.. No. 150 “ eel, .... 16 
te: D8. SG o6 0 ak as i orusieee No. 10 Heavy hotel tinned.. 2 1 
No. 13 -. 3% 
Post Hole. No. 15 ™ # as... 88 
Digwell, 8-inch.......per doz. 12 50} No. 18 * rs ives OR 
Iwan’s Post Hole and Well.. 40% 
Vaughan's, 4 to 9-in., per doz. 6 60 BELLOWS. 
: CN PR aa 65% 
sige Hand. 
SL ee eee i as per doz. $8 & 
Ship. SON osc cess comes 10 & 
Ford’s,with or wi ‘out screw. 40-10% Moulders’. a 
Snell’s “ 40-5% RD eer er 13% 
BELLS 
AWLS. Call. 
Brad. 3-inch Nickeled Rotary Bell, 
No. 3 Handled....... per dos. $0 40/ | Bronzed base...... +9 yagadhadia 
No. 1050 Handled..... ” 95| Cow. 
Shouldered, assorted, 1 to 4, ee eo Ee Ry 3 
bane pio. nd cow dete per gro, $3 60) Kentucky................ .65&10% 
Patent asst’d, lto4... wu 75 
Door. Per doz 
Harness. New Departure Automatic... $6 & 
Rotary. 
naga ber o0| 3 -in. Old Copper Bell........ 40 
A coke ey. CT 3 -in. Old Copper Bell, fancy.. 6 % 
Peg 3 -in. Nickeled Steel Bell..... 4 
; 34-in. Nickeled Steel Bell..... 5M 
Shouldered.......... r 1 50 
ae ee ae sis 65| Hand. 
Hand Bells, polished........ 40&10%, 
Scratch. White — Se haa wx 
Me thasdled.. ..... " 2 oi gagneeoaiebecdam Het 


Swiss 

Silver Chime.................333% 
Miscellaneous. 

Church and School, steel alloy. .50% 


eee ae | 
.--- $1.90 2.40 3.55 4.75 


BEVELS, TEE 





Plumbs, West, Pat.......... 334% | Stanley’s, rosewood handle, new 
* Can. Pat.. ‘ Sy © BEE ee (1 
on: Firemer’s (handled) Stanley's iron handle...........N¢« 
Re re nse Mea: per doz $19 00 
Plumbs, Miners’ (handled) “ 9 00 BINDING, OILCLOTH 
Single Bitted (handled) Zinc.. . . .15&10% 
Blood's Champion .......... $12 00 ~ orth : . -10&10% 
Blood’s Du!'l Finished....... 10 50 | Brass plated.. ..15% 
NO TEMMOE.. <i wiwscavecuds 8 75 
cts Sowbawa tcebone es 7 7% BITS. 
Perfect Premier, Forest Clipper 10 00 | Auger. 
Duquesne ................+ 6 75] Extra Double Spur........ .70&10% 
Single Bitted (without handles) Ford's Car and Machine... .40&10% 
Blood'sChampion ......... $9 50} Ford’s Ship...............40&10% 
Blood’s Dull] Finish ........ OO ROM ksi ci ness 50% 
RRC TROBE oc os ob i053 7 25| Russell Jenning’s. +. B0& 10% 
Electric Chopper........... 8 25} Clark’s Expansive. .. 5% 
Eee ees 5 50 Steer’ s "Small list, $22.00..25% 7o 
BERS Ree atts 6 25 “* Large “* $26.00 .25‘ "0 
Nouble Bitted (without handles). Irwin Car ... -..+ 0% 
Blood'sChampion, 3} to 4} tbs. ore “Auger ‘pattern 
ad 2 Sab ind bb's Ree $11 50 Car.. 405 10% 
int Edge = 9 7E 507 
Perfect Premier “ ll 0 Cas casio. yin dingeWe Rs « 10% 
The above prices on axes of 3 to 4 tbs. | Countersink. 
are the base prices. No. 18 Wheeler’ Be ote per doz. $1 6f 
33 to 44 tbs advance 25c No. 20 aie, . 2 40 
4 to5 tbs. advance 50c. American Snailhead.. oa 1 10 
43 to 5} tbs. advance 75c. «ag ee = 1 20 
suk Oe “ 1 00 
BAGS, PAPER NAIL. Mayhew's Flat...... s 4 
Pounds......... 0 16 20 2 Snail....... he 
Per 1,000........ $2.50 3.75 4.50 5.0 | Dowell 
Russell Jennings........ . .30&10% 
BALANCES, SPRINC Gimlet. , 
Prary’s.............e.:.-.. ..409 | Standard Double Cut...........% 
Pelouze............+++++++--+--20% | German Pattern...... per doz. $0 
Ce es i ew a - 
SEE Pe ree 
BARS, CROW. eee ] 
inch or Wedge Point..per cwt. $3 75| Countersink......... I 
, Reamer. 
tothe BASKETS. Jenning’s Square..... oi . 
Small Willow. . _per doz. $7 00| Standard Square..... : Zt 
Matin “ 8 75| American Octagon... 1; 
Large eae rs 10 5 Screw Driver. 
Galvanized Iron. $bu. 1bu 1 | No.7 Commor......., 5 
Per dot.......- $3.75 $40. 720 No.1 Themphs.:..... 7. 12 





_ 


pLACK! 


Butcher $ 
Standa 
Clock * 
Star 

Hack 

Disstot 
Flexib 
Star... 
Wood 
Jacks¢ 
Dissto 
Trium 


Snatch 
Wood 
Steel 

Tackle. 
[ron | 
Com 


Stove. 
Wab 
Wab 
Wab 
Wab 
Wat 

Wash. 
No. 


No. 
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BLACKING, STOVE. (See Polish), BUCKETS. Cable Log Chain. Saw Filers. 
‘ BLADES, SAW Pump, Rubber. Advance 25c per 100 tb. on Cable | Disston, s list. ‘a ya i 
ule s tea 
tt 4& = Miwiniecsivcs 35% Avon hg nae Sees wat’ ee = bs Coil. Si 50" No.3. $ $5.00 doz. +8 
nly Chek Spring.. ot a: aa... 7 50|Cotl Chains, German Pat. bad ge No. 1, 96.25; No. 3 
ee - «e . ° 
kI Pe eiye 9 SC aa : ; = a CRAWS, TACK. 
y. Disston’s.«-0. Sageraneneae e- Sea>  peaeapaaee soem eameee ~~ ee ee ee ++ + + 669%] Cast, wood hdle,...... per doz.45@60c 
mgt Flexible....sscessecseeasesse 30% Well POM cy cc asseceseces «+++ 65%] Forged steel, wood hdle “ $0.80 
Star... . ewes WEvTrer ee oe 20&5%| " Gal d Ots , Solid steel.....<....- = 1 00 
Wood ‘esata + sigh teen a “i oe German Pat, Halwr Chains. eee ag SE a 50 
Jackson’ S.seeecselecee per doz. “pet Met Peat ides ? . . _ 
Disston’s—No. 6, 16. 26 & 045.. 47. Wooden, » top ear, = per doz. : . ata Saseacrecicscsotecees re et CLEANERS. 
$ w Vv ee ee ee ed r 
Triumph...-++-++eeeees oop ae swive GR TA ORS 60% Twan’s Adiustable.............88% 
: BLOCKS BUCKS, SAW. Stoceecpeot™ el Iwan’s Stationary......... 40&5% 
Snatc . German Machin: Chain Pat. 
Wooden..s.csesseeeeeess -70810%| Polding...........+-. per doz. $2 40 f : a 75 
Stedl.....04)4sebunceawausyerl 50% 9/0—2/0—1/0—-1. . ... ... « « - AO810%| Side- Walk. — 
Tackle. BURRS, RIVETING. z cr hl in o> 0six se PO aoe, Oe 28 
Iron Strapped..-..-+0++++. iin auty ...... ooccccs 15% igor Chains. _ eae 65&5% 
Com. St0€l..+sessseeeseesseree 60% Tinners’ Iron Burrs only...... .65&5% en t Brass, 3 ft...... per dos. $0 60 CLEAVERS 
BOARDS. eavy Brass, 3 ft.... 1 00) Family. 
Stove. BUTTS. ; Griffin, Inch...... 6 8 
Wabash Crystal...... + Net Prices] Cast Iron.. . .10&5% ped Caahe Per doz.... $5.50 $5. 75 $6.26 
Wabash Oriental CI ats “ Wrought Brass (New List).. ..508&10% Galvanized, per 100 Ibs........$5 50 —— igs saw as san ee S20 
Wabash Mosaic........ . an utchers. 
Wabash Aluminum..... ~ enh act it eau 75% |Safety Chain. gE a ee ee 25% 
Wrought Steel, Japanned........ Net ” 
Wabash Art Inlay edie a ar « ee ne ae bls a eeces -60% CLEVISES 
Wash. 
No. 760, Banner Globe, (singl>) CALIPERS,, Sash Chain. (Morton's.)| Malleable. .. . 0.2.0... 2. eee eee 6c tb. 
104 cheat ieee per doz. OE PTET. sec ccc c caries st ccc ces see Steel per 100 ft. CLIPPERS 
No. 652, Banner Globe (single) Inside and Outside... ..'.5...... ta | kk, ROC eee : 
(sing heey Se $1 20 i 
PRR MMe ccsseveubasseosiceceess MOE TS Sa trad cea esas ne 8 5 ARTS 
No. 602, White. Bion "aan ana eel Sekaic — CLIPS 
cp nee ae per doz. 3 75 Corer errr esesce sees ceces ese ‘ " 
No. 800, Brass King... ‘“* 3 60 CALKS. andes Pam sete tees eater eeees 65&5% 
No. 172, Our Best (soap saver) Logger’s Boot * é : 
Me es per doz. 3 25 : tT.’ LE ce Ade ocbRevepececcss S@ Standard..............per doz. 65¢ ; 
No. 964, Royal Blue (enamel) Rate S.Ce's). gore... . on ee SS eee Seeses 2 70 SPOF ER vsavsin es eeea 7 38c % 
MeN See per doz. 3 25| Toe. “Oy a ee Seer ni aeererer ees, a. ae 
BOBS, PLUMB. » ay. | Shoenberger............. meas: CLOTH ig 
Carpenters’ BesSOMGP.. 20. scicccccees 4}c Shampion Metal Emery i: 
Ne. 8 eek ee oacten. Oe MPR ss 6 ows douceaas ve 7c “oH pg ae aos 3 00 Die in cae cae 50% eh 
eae Gos. OY ] Swedes.;:........ Fer sees _ > ae eatin ag] eA... . 50% Cie 
Ne. 0. chide os 23 275 a eee en ae Hardware W betel viiie (100 ft.) i 4 
= : lead hs iting as ™ - 75 fe ‘ : Sable Sash Chain 2 to3 rade Galv.—in full roll... 3 00 > ¥ 
NO. 8 es cisivee ce g 40 ke. . ’ 4 and ‘ co 88 “iY 
No. 113, brass plated.. “ 110} Holstein. ; anal Su Aled as eahtet iethecd liegt: 360 er eee Ks ce 3 50 OD 
No. N30, nickel plat'd. “* 1 30 Nos ony <, SO 301 ee 2 <me 5 ee * > 6 + i 
0% BOLTS. et i 5 8 10 |Special Steel Loading Chain. Screen Wire. 4 : 
0% Carriage, Machsne, etc: Per doz... .$20 25 $22 70 $23 95] Inch.......... ; ts fe | 12 mesh, painted, per 100 sq. ft.. 1 20 
1 Cnet pag mar Gem Pattern. Per 100lbs..... $16.00 $13.50 $12.50 COCKS AND FAUCETS. 
7 Carriage. —m larger and long. an : Gate ehh om “= Stretcher Chains foe ee Bibbs... . .60&10% 
er than §x6 p Pi ao eens ~ we ever Bibb Cocks...........60&10% 
j 0 Per doz. gi7- 75 $20" 25 $21 45] -in. $8.50; #-in. $7.75 per 100 lbs. | Compression Hose Bibbs. . . 50, 108&5% 
0 . ‘ 
00 Machine, x4 add sizes smaller Illinois Pattern. Tie-Out Chains. ‘elegraph Faucets (new list). .50--5% 
75 and shorter............ . -70&10% BR a 8 E.2 E.3 Se eee 70&5% | Racking Cocks (new list)... . .60&10% 
Machine, sizes larger and long- ee re 8 19 |! race Chasns. Compression Lock C’ ks(new list) .60% 
er than §2§88... ois esis 65&10% Per dozen......... $23.50 $26.50 Western Standard. Andrew’s Brass Faucets......... 70%, 
Plow: <:.ciay's s Cee 608&10% | Jersey Pattern. — 62........... . per pair We] Angle Plug Faucets, per doz... ..80 85 
OVE ..ecescucsceesss-) ODL Neo » aes visise SCI Mile Can: Faucets, per doz. .$2.60-4. 20 
Tite... +0 eaiey -peviabes Sime eg ee) aoe $x | Petroleum Faucets........+..-. 10% 
Wagon Box Strap.....:......-70% Per doz. .........«+ $23.00 $27.00 Add 2c per. pair for Hooks 
Mortis, Door. cats ciabatta ‘Add 2c eee ng COLLARS, STOVE rips. 
Gem, iron. Sesdew O% He ' Wagon Stay Chains Inchés........ 7 
Gem, bronze plated.......... . .20%| See Openers. Sh See } f j | Plain Tin. .per gro.$1. "90 $2. “40 $3.50 
Barrel. CAPS. GUN Per 100 Ibs:..... $6 50 $6.00 $5.5 |/Japanned Tin “ 3.00 3.50 4.25 
Cait. ek 3 ee ee 60% | Soe ge . wee cnn CARPENTERS’ Lacquered Tin ** 3.60 4.20 4.80 
Went. ticckcs asc as ee. eens ss ian ses n<) OO Be. SS 
Wrought, bronzed.......... 50& 10% CARPET STRETCHERS. eg Sree aaa COMBS, CURRY. 
sl ™ See Stretchers. common “White School - Nos... 000 11 1 3 89 108 
Sind Gives ssakeu ae 40&10% CARRIERS CORPO cos so 5.5% llc | Per 
Wroaght anion Hay. ’ ai CHA RCOAL Doz. .$.37 Bo 1.99 .90 1.15 .80 
POUGHE . 21... ho egyew sso | Diamoad, Regular....... h, $3.85] " D88S:- wees see. per bag 95c|.Nas;.. 299 32 390 532 620 1400 
Wrought, heavy........... 70%10%| Diamond. Sling......... ough. BS ‘CHECKS, DOOR. Per 
Square. Myers’ Imperial ........ * §=6. 9) Sount. .... ... 80% |Doz.$1.05 .85 1.35 1.20 .75 1.40 
Cast hiv hos eee Oa a 50&10%| Myers’ Clover Leaf...... “ $00] argent’s. o. 26% 
Weeeik 43 so cacases ag et oc 70% CARTRIDGES. CHIMN EY TOPS. COMPASSES. 
BORERS. ar Aniiaensiibiie: wan's Volcano.. ‘ Ce Carpenters’ Das hewn cae CAMS 60% 
Angular. CHISELS. Pencil—Faber's... .per doz. $1.00 
Miller's Falls........ per doz. $13 75 CASTERS. 4 ae 
Bung. Standard—Ball Bearing....... 50&10% | Round per doz. 33a gato a's COPPER—See Metals. 
‘ EN Goa ies ie oos0 cnn 00&5%| Flat “4.00 5.00 5.56 COPPERS. 
nterprise Mfg. Co's No 1. .15&5% | Common Plate. Told Soldering 
* No 2..15&5%|} Brass Wheel.............. 60&10% | ‘100d quality, § in. and CMG cues hy whdoneans per tb 364c 
BOXES — and porcelain wheels, new larger. . . perth. .13¢] 43 th 333c 40.2 Ib ** 32$c 
Mai. No. el ea ae genase 5 Smaller size per doz.........--+-. od te ae 99 
oO. -> 1 2 10 Philadelphia Plate, new list..... HYG socket, Framing and Firmer. 3 tb and larger........-. ec 
Per doz... $8.60 6.00 15.00) Martin’s.................0005- 60 Clover.. oeeee T5& 10%, 
0 A) 
— DUM seen sh shakeeacs 75&10% "qepe. Firmer Picture CORD. 
ew L t Pe eC 20 , , 
St Laden. - ae CATCHERS, GRASS. "EN ge Meat. % s hag Wire (new list) ........ 85% 
ACY Se <nehns eas sennsses es © | Carroll's, No. C........ per doz. $4 25 eae 
mavey’s, . scents oS each, $1 50 es : . ene eesare ieee Regal Brand a per tb 35c 
BRACES. OS..-sseeseevcees 3 Drivers.. .......per doz.-$6 25} Puritan Brand * 25c 
rray’s Genuine a Sreeces.. 60% hod GOB. 04cc rece » eine ms ay i Yankee. for Yankee Saw 
Nos. 66 to 146........+-.. 80%] Per doz.....-.-.86.75 $9.60 $10.00  —___ sees CORKSCREWS. 
_ 0108 COC eco eeesvesee $3 50 Anti- Bent Wood, Walker’ Dicenehe 6h 14 O66 OS OOS 334% 
No. Giss'surscdaseveees 3 00 CHAIN AND CHAINS. Get... 7 10 | W illiamson's Regt lar........ 40& 10% 
No: GD saan cons rain es 3 30| Breast Chains. a ah . 90 $4.60 $4 .85| Williamson's Forged Worm..... .50% 
BRACKETS Doubleslack. . .doz. pairs, * 75|Belle, Barrel... 2 ++. 65&79% 
ay-Rack. | be agg Snaps. § S9/Common Dash, Gal ae 6 COTTERS. SPRING. 
Venzelmann’s No. 1, per doz. $9 50] Without Slide......  “ 2 85 Union, Gal... << 0.0 St {alien aa OREO isy 
‘elf No. 2, 10 00) Bright Ox Chains. Hach........::2. $3:75 -°$1.35 $5.40 COUPLINGS, HOSE. 
ast tonal -in. $7.25; §-in. $5.45 per 100 lbs. CLAMPS. ites d $1 00 
a ‘ eo: ronzed...... 50-10&5% Cable Cott Chain. Adiustable. o— seeectoceceeencese pare oz. os 
Clover W rought Steel......... 75%| Inch...... bi ; i I SE rer Brass Plated.......... - 
vlover Polder) p ss oe oe 65% Per 00 Ibs .$10.80 $8.00 si 00 $6.20|Carpenters’. : ¢ 
B TROR. 5. «. « Steel Bar.. Peco anes ee COVERS, WAGON—See Tents. 
ra ROILERS. Per 100 Ibs-$6. 0 $5.90 $5. - $5.65) Hose. ss 
Crown, fiesiianiinaa tion tg | ae. PE * Sherman's, brass, }-in., per doz.. 42c CRADLES, GRAIN. 
n, basting, doz .. $2 60' Per 100lbs........ $5.55 $5 55 $5. Double brass, 3-in., 90c! Morgan’s Grapevine... per doz. $22 25 
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CRA YONS—See Chalk. EMERY CLOTH—See Cloth. GREASE, AXLE. HANGERS. 
CROW BARS. Wood Boxes. Bers Door. 
EMERY TURKISH. 4 t 
nch or Wedge Point.......per tb 3c| Size . ..5Ib. pkgs, $ kegs, kegs. | Diamond.........--. en hatin. em 
No 60 to ‘150, per tb.. » dc 4c ois 66a ahaa @ se 9 50 S a ee 08109, 
CUTTERS. 1 8c %| Hub Lightning.............. 5 25 torm King............... - (0% 

Glass. sd emake ne PORRIR. cas sn vchbe gern 6 75| World’s Best.............., 809 
Red Devil.. > . 45% ENAMEL. IRON Wood Pauls. Wagner’s Adjustable. ...... 708109 
Smith & Hemenway C hie 50% BI E , 3d “ Frazer's, 15 tb. 80c; 25 tb. $1.30 each.| Warehouse Big Twin....... 2g, 
Woodward. . cise cee AO, On ee ee r 99| Hub Lightning, 15 tb. 55c; 25 tb | Conductor P. ; 

Meat. Diiiilinde ck canals 0 on hee a 70c each. Iwan’s Perfection.......... 
Deireies, Nos: 3:01.22, Tin Com S oiuiine Eave Trough + + 50% 

a Se oe © 25% EXTRACTORS, PIG. ere 
No. 202, list, $1.50 ea..... . . .40&74% Pi i ee ke. os ae $9 50 Baker's Pe op ee per gro. % y 
See Forceps, Pig 3%. per gross... .......550:8B OO) SRRRPOREEL cies cpeeciceess...... 209, 

Pipe. EYES. ; ; 
Gesstiends. Mo.... 1 9 3 ists Wire S See B. W Sey Be O01 PRA ccbvtihwA tkeeSek se. 3349, 
Rock...........0.8 1.0 (Mo ee Cents, 5 GRIDDLES. Parlor Door 

Drifting Péch...cccvosceses 60, 10&5% YS IE A ae per set, $5 7 

Slaw and Crout. Hooks and— ye PSE eeEE Er. Ye wee a “ “ 
3-knife Crout....... per doz. $11 50) Brass.........0-.seeeeee: 85&10% | - prolhey —oeciidy a. 
I-knife Slaw......... WU Biles docs ss cccccentaccuanee 0% GRINDSTONES. e's Standard--... "14 
2-knife Slaw......... Va : 50 Family. Lane’s New Model... & ti 

Washer.. be ote: a Se 775| FASTENERS, STORM SASH. NS SP 5 8 10 Le Roy Noiseless... ee iv 

Schroeder's a ig plik a hee per doz. $0.85 Per doz..........$7.78 9.75 12.50 Richards TERRY TTT ETE 49-109, 
DAMPERS, STOVE PIPE. EE aay oe * 1 15] Loose. $22 006923 00 
Jewel. Savccccecescescesesnee 50&10% FAUCETS—See Cocks. oon? pos gar nalade Red a HASPS. 
American. +++» 60% Ball Bearing........ 1 2 8 |Hinge, Wrought................ 40% 
Delta. eeeneseccove @eceee esececces 10% Fimnmen n Bearing . 2 3 
Discount.. if nee 
Nichols 9n's— Each.. 8. 85 3.15 3.00 HATCHETS. 
DIGGERS. PD cigs o's Swann pak 75& 10% “GUN WA DS 
Post Hole. sag Rah mie (See Ammunition.) panes uidtees stuns on poe 
SOA Wii eas 
RR ck Beagle eevee sevens 8107) |, --HAPTS. AWL. (sani ota hella i 10a 3 
Pm re RS eee rad. 
Rc iose+ suman ; 78) KMearasy & Fou........... 75& 1 NER a baie per doz. $0 19 Germantown........ Peaeeedece. 09 
wee sg OE oceans r rn ~ McC lek VER Pe nel | Peg 
wan’s Split Handle... “ SCROISOM ... - pccccesccces é =. ae! ” 22 
Iwan's Perfection... “ 9 00| J. Barton Smith.. 2.212121. 7581 een bbe hiss even HAY KNIVES. 
Iwan's Hercules pattern “ 10 00) -F Swiss Patern... - 4 Patent, leather top... ¢ 52 - 
Ryan's. “ 17 00 Simonds Soaks veenesecsaces 70% Sandee 
See also Augers—Post Hole. See Sis eeeeeeeeeess ves ee POR ;< 0350s cae oe 22 HAY RACK BRACKETS 
CLICT BS... ccc rcncccescseses “ a 
Dividers, Wing... .......... 65&10% 0 EE ee ere ee 52 Wenz! he per Gos. & 0 
DOOR CHECKS—See Checks. FLUE STOPPERS—See Stoppers. HALTERS. Wenzleman’s No. 2..... “ 96 
teas edas ews d $1 10 
DOORS, SCREEN. FORCEPS, PIG. ont on ane a ae HINGES. 

§ in. 4-panel, painted..... Net Prices) Superior,.........---- per doz. $4 75| Web... Pe oe ae 2 00 

it in. 4-panel. painted.. Whisson’s Imp........ ss 5 25) | eather. a tie... ; 8 50 Blind. : a 

ij in 3-panel, natural pine, FORKS Leather, leather Rr, 11 50 nage Gravity. . per dos. sets, ae 

Ds 60 00. dae S80 - er’s.. 
. ag ER 65810 HAMMERS, HANDLED. Shepherd's Noiseless, for Wood 
DOOR HANGERS—See Hangers. | Wood, 4-tines, per doz........ $5 Blacksmiths’ Hand. ay eee per doz $1 0 
Hay 50&10% Gate 
DRILLS. ee eee PETES fee 0%, Engineers’ 508-109 Clark's : ; 
Bit Stock.. : fee Venhneeme as POS Ne : Pee fae RP ete 
Pe  apandatiokessetannel 60810 gs & Ltch. . doz. #280 3.25 4.2 

ogg ith's Twist. - 60%) . sea i a gS «.... .40810%| Hinges only... “ 2.00 2.50 
Fray’s No.9........... each, $1 75} Digging . ..........cccceee 65&5% | Machinists Latches only . 90 .90 
Millers Falls No. 12..... Pe ee Se 30% eae re rete ees eee 60&5%! ixnuckie........ per doz prs. $6 

Hand. Header. ee eee ee 40874% aes Sid AG. neg . 
Goodell’s Automatic. 3-tine 60&5%| Quaker City......... avis B=: * 
Rs 344 01 03 3 20 4“ § " 608&5% viiad sys cb betas ™" 1 15| Screen Door 
Perdoz.. $7.75 $11 50 $12.50 $11.00 ah ha id ci a Ta *| Maydole’s. ss Ua. OM oe csc. gross $6.65 
Goodell's Single Gear. per doz. 15 75| Manure Riveting Seer 6.75 
Millers’ Falls “ “ “ EO CORR ee aeret BO% | atte tte teen eee ee eee 40% Spring. 

“* Double “ es 15 25 Shye. eR err re ree 50% 

shail a keris Anca Raa ieaeiie ute per doz. $0 95 Chicago 5&5, 
eciprocating. GAUGES. ack. beanies yee: tenn eees i 
Goodell’s............ per doz. 16 50| Butt and Rabbet. BN Bettis. 62s oe per doz. $0 35 Datemnite 2 Dbl. nanos. 5 opayart / 
. Cream Pail Pol’d Iron, Hickory hdl. “ 50 em 29% 

Bit Stock. , Mall. Iron, Inlaid... .. “ 1 55 Ideal Detachable. per gro. $11 4 
Standard List . . 60&5% @60%@10 | Fairmont...........- per doz. $3 70) waonetic........--. 1 2 3 ney noe aden > 6 

Marking, Mortise, etc.......... Per doz.. $0.70 .80 1.00 ew Idea........... per gro 4 ba 
DRIVERS, SCREW. seer ee wee eee eee eee eee eee 50&16% Magazine ke a Siete Gea a per doz 4 75 Oxford.. FARPOH TERRE O09 LOO 2 20% 
ne TEE OO 65&10% Wrought Iron. 

Lock Ferrule.................. 60% | Saw. HAMMERS, HEAVY. Now Liste ..<5. oa 

Serer ee 50% | Wire. Heavy Hammers and Sledges. Light Strap Hinges... 70% 

Champion Pattern.. sesee+++T0%] Pisston’s.........sccecececees A eee 75%} Heavy Strap Hinges. . 708 10", 

Clark s Interchangeable. bss demetieal 30% 5 ths. and over............75&10% Light T Hinges 6085 

eee 60% Masons’. ave T Slane. bibs Hike , o "4085"; 

Reed's Lightning............ .45&5% GIMLETS Single and Double Face.....70&10%| fytra Heavy T Hinges........663 

Goodell’s Spiral......... 50, bs 5&2} % | Discount......+.++++eeeeees 35@ 40% HANDLES es saso-- 

Yankee Ratchet . Pee Auger ma Screw Hook and sitet 

Spiral. . .50&10% GLASS, WINDOW Gometon perme 6 to 12 in. per 100 ths. $4 25 
" ° rted....per doz. $0 55 o 
Smith & Hemenway Co....... 085% |single. oss. .ssesseeeeeees 0820% | Pratt's Adjustable, Nos. 1&2. hades in... eo 
EAVES TROUGH, GALVAN “ OP OE 0s Kove x 040s 0a eR 4 ay 2 
ROUGH, GALVANIZED |Double...........+++++0++05 90825% | Ives’ Adjustable. ----per set. 135|c 0) trop ond E 
Terms, 2% for cash. Factory ship- SEER ee iene Tt tia” ea © <eggeeeaineaad 
ments generally delivered. GLASSES, LEVEL Chisel. : + iM.......+. ‘Per 100 ths. $6 e 
‘f ’ p | re 77 
See also conductor pipe and elbows Oe asa per doz. $0 70 oe Py Cee: Assorted IRE STAIR “ “ 9 75 
EGG BEATERS—See Beaters. EEE Nee “ 55 Hickory. Socket aby roy Assorted, HOES 
arge, 30c per doz. 
ELBOWS—Stove Pipe. 3 Applewood, bang Pirmser, Ae. | “GARG sis kode cece 70& 10% 
. GLUE. sorted, 34c; Large, 42c per doz. rub. 

Adjustable Stove. _ | Bulk. Applewood, Socket, Firmer, As-| Extra.............. 70% 
Inches. . 5 6 ‘ Wo bins Sov x080% per lb. 18 c oO” ee per doz $0 2] Hazel............... "per dos. J 00 
Smooth, per doz. $0.80 $0.85 $1.2 : i oe RE er re 40% | Ladies’ and Boys’ 

Plan'd, 2.00 2.25 2.09) A White..........+..+, SS Ol riding Pich.....-......+2-20.- Bil = og gglametal ge ies oe ae 
Corrugated Stove H. S. Amber............ “* Ife] File, assorted, 13c; Large, 16c per doz.| Planter’s Eye............... .62)% 
Inches.. 5 6 7 Hammer. De ie ciees ued cece as't 70& 10 

Smooth, per doz. $0. 75 $0.90 $1.76] Liquid. Adze Eye........ per doz. 36 to 75c 
Pol’d, -. 1.40 1.65 2.38] Army & Navy.........0.0000- 4(%| Blacksmiths’.. . “ 4ce@TEc HOLLOW WARE—See Ware 
Plan’d, . 2.25 2.90 3.75 ; MOMS sive tsun ss * 45c@80c HOOKS. 

Four-Pisse ea Le Page’s— Sagano ieealea hess % be ind Eyes. 

Inches.. 5 6 7 OS OE parecer Rn aya GROG BOT. oo s005a CRUEL UMIBS eile dei cncces caeeddenss 60 

Smooth, ‘per ai "$0.60 $0.65 $0.95 Fe 74% Cee NE TRO os 6s 's:5'c 0c ne se k4a I eS Dia eg Soe gl ea a 70° 

Planished, “ 1% 106 S28 List “BY” ......ssscececeves 833% | Plain............... per doz. $0 75] Awning.. .per gro. 80&10° 
GPP ain iitie'sidontennan .25%| _ Varnished........... . 80} Belt. 

ELBOWS—Conductor Pipe. Screw Driver ES ek. 6 ss sc ece 70&5° 
Pinin, counts. ess swt nvadics 75% Assorted............ r ER OS ae errs ey ae 65&5 
Round, corrugated.......... 73% GOODS RN i axe van bar .: 48) Bench. 

Square, corrugatee.......... 60&10% | Bright Wire.........cceeseeeees 90% | Shovel and Spade.........+...++++85%j| See Stops, Bench. 

















:g:: Bg 
BTittt 


# 


Sze 
2939 ge 


et, 


S 
acne 


5 


, $10 
- 659, 


$1 0 


$6 00 
6 75 
9 50 


56.65 
6.75 


ro wr 





AMERICAN 


ARTISAN AND HARDWARE RECORD 63 





—_ 


Oe 
Per doz. wer "$1.90 2.10 2.25 2.65 
Humason & Beckley’s. . per doz. $2 


(See Goods, Bright Wire.) 





Standard. 


Ere 
Wilcox. 

_. ESS 

Each. . $0.85 a oe 





Bush 
Common Axe Handle. per doz. $7 00 KETTLES. 
Chain. @& MNCS 2S Abu 65 5.h sos <> + coc ae aie 15% 
Inch...++. oo a | ve 4% fCauldron.......... 
Per 100, ,.$7.60-8.10 9.75 11.50 12.60)Copper... ane aod 
Clothes Lines. SIS er, | 
Japanned ......+-- per doz 22c@24c}Sugar........ 50% 
Galvaniz cee ee “ 40c a Se c 
Coat and Hat KNIVES. 
Cast Iron...» per gro. 72c@$1 50) Beet Topping. 
Gem Witeicscoudesssccnapanen 80%] Clyde, 9-in. Scimiter Blade, doz.$3 85 
Conductor. California... eree ey 
Malleable.... ... Moan exes 25% Cooper's Hoop... ditin's ozs a3 
Wrought... ..ccccsccsssevess 20% | Corn. 
Cone Clipper. eos shen. per doz. $1 75 
Common, rivetted, painted DOOD 5a cee ots 2 78 
rel. :.c¥avaduans 4 per doz. gp 96) Barie’s..........:... “ 3 00 
Little ee RSS Pea 3 25| Woodford........... Ki 2 25 
Gate. Drawing. 
See Goods, Bright Wire. Standard cacao ea (New List). .50% 
Grass. * J RA rep 15% 
Common. Nos..... 2 3 3 | Barton's Carpenters’..........10% 
Per dog... ..eceeee $1.50 1.60 1.70] Folding Handle............ .25&5% 
Germaih:, 34 cicesaa per doz. 1 75}|4ay. : 
Gypsy....-- PER . 2 50} American, Sickle Edge. ..doz. $10 50 
‘ “a Canton, Sickle Edge..... eae 
—_— 0 eLearn 50 Heath’s.. ike kilen caste Gi ae “8 00 
With main 3 ost oe 45 Iwan's, Sickle Edge...... ~ 9 50 
elt eae es Iwan’s, Impv’d Serrated. ‘* 10 00 
Lambrequin, or Drapery, per gro. .2Ic] yiontn’ - : rt 
ghtn’g, Holt’s Genuine. 6 50 
PhO 6 sak a Ke OE — ae . : x 
P ak leant "663% Lightning Pattern....... 6 00 
Phen a Preve ©! Wadsworth’s Sp’r Point.. “ 9 00 
: Hedge. 
DIM ce ciaks sons chek eee 85 
ae Goods, Bright Wire.) % Challenge Maia rains a'siek per doz. $6 00 
Seat Spring , per tb. 5hc MRIS S yy x's wc ase ee 3 75 
go aie oe wipe 3 Minctae. 
Common, Single...... ee 60 
HOOPS, TUB. Common, Double... .. 48 90 
Streeter, 4-Blade..... < 1 30 
Elastic... per case of 2doz.... $1 50 — ¢-Blade..... : 2_00 
Common....... per doz. $0 60@1 00! 
HOSE, GARDEN. Lander'r.....  “ 1 40@1 75 
Coupled, |Scraping. 
per ft Beech Handle........... 75@1 00 
pa 3 ply-?” guar. press...... oe Mek aa'e 6 b-5-0i%eunin 5 25@6 00 
Sie ls | eee c 
Diamond “ a pe eeauty 11 KNOBS 
Gee Or eee 
Illinois “ “ Rint) Be | ee per doz. $0 90 
COTTON COV. RUBBER HOSE. ee SE ae o33 1 00 
High Grade-?”-guar. press. 400 tbs. 113| Jet............----- " 1 00 
ial “ oe o 300 iid Cc 
et a 8 i ae ca ADDERS. 
PG cove + Financ xan ese 9c @ l4c 
. er ft., 
Nos..... eco ie. we SS. Bases. 
Per doz......$2.00 2.00 1.75 .80 or per f .-4ac 
bane pekae Coos. Common, with ‘Shelf, ‘add 10c. 
Per gro...... = 40 6.00 6.00 10.50) Keystone.. ‘ . -15e 
Nos.........-.----- 2000 3000 O | Triumph, per ft.. sete 
Per O90 si0<csas ve $3.50 ny “” LANTERNS. 
Per doz... $2.15 2.15 .85 1.45|2Mll’s Eye Police. 
Brink a “Spats : . 3 -in. Flash Light. . per | doz. $9 00 
P nkerhoff $14 40 23-in. Regular........ 7 50 
OF GTO... cece ccecevvsce eevee 3 -in. Regular........ “ 8 00 
Tubular. 
TRON. Dietz & Hams’.........- net prices 
Gee Metals.—First column, LEADERS, CATTLE. 
AT sy x a! ¥ 6 os 1 2 3 
Curling TRONS. Per doz........... $055 .70 2.75 
GC. cathe cnade iss au doz. $0 40 LEATHER, LACE 
Pe ee cre ae ~s BN bs ciao Wawa c «e's 4 xedadnets 333% 
o. pinata Rega hat £8) Sides. 
INCESS. 12s eee eeee Re pee per sq. ft., 27 
tee LEATHERS, PUMP. 
Plane. Valve and Plunger..............10% 
Wood Bench............... .20&5% LIFTERS. 
. Stove Cover. 
Chats css icenins sax per doz.$11 00} Coppered........per gro. 1 75@3 65 
be my 70 Asbestos’ , per mate ie i ree - 5 50 
a iF Seekesed : 35 — Alaska, Coppered “ 4 00 
Gommon, nickel plated, “= 52 Alaska, Nickeled. 5 00 
Chinese Polishing.....per doz. 7 40|7 ransom. 
Laundry, No. 1 ” IE coins aan s » 50. 4:0,4 4 ene 


Laundry, a : 6 25 


Mrs. Pott’s, 
vo & 50 , » Enterpris ise, per set = 
No. 4 5 “ “ 1 00 
ro. Oe, “ o 06 
lors’ eee? 
bece Geese..... we | 


Single D k Nest..... doz. $5 25 
Doubie Duck Net. 6 25 
Gutta... dmedakey ix aoe ee 
ACKS. \ 
motleeseeteesssseseeses IK 
ler. PEE NEE poly Poy ag Oe fs 





- —aeccsceeea ane 


LINES. 





Chalk. 
Twisted in 20-ft. hanks. 
Nos.... 4 6 7 8 Q 
Gross. ..$1.50 200 225 250 300 
Twisted i in 50-ft. — 
En -n o'a a0 2 3 a 
Per doz..... 25 30c 35ce 4i1c 
Braided in 20-ft. hanks 
GREE Sar 2 3 
Per doz........22c 25c 3c 35c 
Mansons’, in 100-ft. hanks. . .doz. 80c 
Clothes 
60-ft. Jute.. per doz. $0 95 
72-ft. Jute ice cies : 115 
60-ft. Sisal...... eo 1 40 
7 ae 2 215 
S6-1t. Cotten... ....% “ 115 
50-ft Braided Cotton. “ 25 





LINING, STOVE, NAIL PULLERS. 
Bricks... . .per crate, 42c |See Pullers. 
sang NAIL SETS 
MACHINES. See ee 
: % : NETTING, POULTRY. 
Boring. joe hoe Galvanized before weaving. ..80&20% 
Anand 4 3 00 440 Galvanized after weaving... .80&15% 
- sng imme oremmaa eee eer eee 65&5% 
Verlignti... 260 400 
Leather Riveting. NIPPERS. 
. End Cutting. 
Chicago, Pomeroy... .per doz. $9 00) Stubb's Pattern. Inches 5 6 
oe SORE Z : -- Per dozen..... $4.65 6.75 
PROD ++ so Soccer cece 3 End and Diagonal Cutting 
Little Giant......... = 3 OU Geadiah Side Inches 5 6 
Pony, Pomeroy...... 7 20] Per dozen $4 50 5 75 
Washing. Hoof. 
RE aias Vk kc abd wal cases 525} Heller’s......... . .408&10% 
NT aid'ag Wo 4.46 0.0 9.069 6s ek ee .... O5&5% 
AA 6 50 NOZZLES 
PN SOOO SS oc ccwaccscces 12 00 H ‘ — 
ose. 
MAIL BOXES. Genuine Gem........ per doz. $3 90 

See Boxes. By Loa as 80 3 60 

MALLETS. Mystic...... ates 3 00 
Carpenters’. ace ; aia 

Fibre Head, Small....per doz. . 00 NUTS, HOT PRESSED 

“ «Motion * 5 75 = os ae , . ; ' 

“ “ Large.. “ 7 00 n 16 : I ; eo 3 3 
Round Hickory...... 9 2 25 Ih Be Be He ic Sic Sc Mec 

“ * . “ Square Tapped. 

Lignumvite... 4 00 Tx. Sii4 } ' 2 

Square Hickory...... $2 2 50] th. ithe Wie 8c The bic bic bc 

“«  Lignumvite... “ 475] For 5-tb. boxes add 4c per fb. to 

above prices. 

Tinners’. : OILERS. 
Applewood.......... 7 1 70| Chase Pattern. 

FRROPY inc cciccese **1,00@1 50| Brass and Copper......... 10% 

Hickory Sheet Iron... “ 1 50 Zinc..... Lb aticatatantal aly ¥ ay 6 0:410% 
Engineers’. 

MATS Cannon...... 35% 

Door Tint. ..'i...:, pet doz. & w@s2 25 
National Rigid...........50, 10&5% | Machine 
Acme Steel Flexible.......... 333% | Common.... ..-per doz. $0 58 

Copper Plated Steel. 2 1 00 

Stove. Malleable Iron.. Rate 60% 
Sere eee per gro. $3 25] Japanned... - : 65@75c 
MN Bisa Biow.& seine ace 3 & 

No. 1 Asbestos Toasters, or OPENERS. 
wire-covered Stove Mats, Box 
with handle.. -per doz. 1 | Inches..... 12 14 
No. 2 Asbestos Toasters, with , Flat..........per doz. $5.50 6.00 
TING. cvcvceedsiccess per doz. Cl Round... “ 3.50 3.80 
Can. 

MATTOCKS. Delmonico ......... per doz $1 30 
Plumbs.......... ETS. RES ne 70% | Never Slip......... 65 
E 60% Crate. 

RUTH. ccccccccsccccce eeccccese V) V.&B.. « 5 75 
MAULS. OUTFITS COBBLING. 
Iron, lbs...... 10 13 16 18 |Combination...... ..per doz. 11 00 
Per doz.... $4.00 4.50 5.25 5.60 Economy. ae Apion? ae ee 
Wood face, Ibs...... 10 12 14 | Family.. erica 9 75 
Per doz......... $5.00 5.50 6.00 

Wood Choppers’. PADLOCKS. 

Lake Super’r & Oregon Pat. 75&5% ga ETS i A OS ~ mae 

MEASURES. ‘ PAILS. 

pk. k.4b ream. 
Galvanized, per doz. i? 25 ‘300 a 85 on: without gauge, per doz. $2 4 
‘ oO 
Japanned. . 1.75 2.45 3.15 52 qt.. with gauge. : 00 
MILLS, COFFEE. a Galvanized, per 100... .$17 00 
12-qt., . 23 50 

Enterprise. . held scl -25% | 94. at. 23 75 

Ee nS " 0&5% 16-qt., “ 30 00 

SNE GS didg:o ae Wi nxie 6.0800 40-124&24% 10-qt.,IC Tin.. 28 00 

12-qt., he <= 2 00 

" 14-qt., a 20 00 

MITRE BOXES. 10-qt.1X Tin. - 16 00 

See Boxes. wat,  “ ee 20 00 
: MOPS. 14-qt., : 22 00 

Oe eee per doz. $3 15] Stock. 

Handled Cotton. Galv'd, qts. 14 16 18 2 
Pounds....... 3 1 1} 2 Per doz..... $3.90 4.10 5.00 5.50 
Per dozen....$2.00 2.35 2.65 3.25] Water. | 

Galvanized...qts. 19 12 14, 
MOWERS, LAWN. Per eee $190 210 ou 

Gladi Wood. 
adiator—B. B. Cable, 2-Hoop...... per doz. $1 90 
SED in 6s 6 5:5 65 0 16 1i8 20 Cable, 3-Hoop...... 2 10 
CC PP ore 6.50 7.25 8.0 Cedar, 3-Hoop. . . 3 15 

King Universal—B. B Standard, 2-Hoop. . a - 00 
ey ae eas 5.25 5.75 6.00 Standard, 3-Hoop.... = 40 
Inches.......... 14 16 18 PANS 

Oe re 3.50 3.90 4.25] Dripping. ............0.0eeeee- 65% 

Little Giant .. 2.50 2.65 2.75] Fry 

Common ..........-.--.-. -75&10% 
NAILS $e alla 60% 
oasting. 

Oe ne re Paxton, 

Min bpd Sor ut yk need wes a ae a 1 2 3 

Wire. weet doz... $4.75 575 6.50 7.50 
Aa $2 05 everburn - 4.00 4.50 5.50 6.00 
eee E Savory, No. 200. .....per doz. $9.00 
eens COMGGd.. ...6..... 2.2.28 9 

Horse Shoe. Building PAPER. 
Sa ee 55&5% i per 100 tbs. $1 35 
Capewell .-«-AS%l Tarred....... iF * 1 45 
WU gat esc kg kc hxc ko 55&5% nage Felt.. = 1 85 
ES MS 5 arc in eid ta ow oa 20&5% o. 20, Red Rosin... ai roll, 35 
eee. i, . . B0-5% No. 30, Red Rosin. . 55 
Clover Leaf....... \ per fb., net, 104c Sand and Emery. 

Picture. RRS ee 5: low list, 50% 

DG Mo inkcacudiscckeeed der 50% 
Brass Heads................-.25% | Wrapping 
ee 85% ory .. 
en ee tena rete eee eeeerees DE VEO 2.5 .cctane den eee 68:28 
EE. eee 320% Meh dce cee aeuees ae & 
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PARERS. 


Goodsell’ s Saratoga, 10} one doz. 
Goodsell’s Saratoga, 5 in., doz. 5 


PICKS. 
erry 70&10% 
BDeifting and Poll Picks.......... 10% 
Plumbs, Railroad........... 70&10% 
POR ices ccck ncaa badacushe "0 

PINCERS. 

Garpenters’, cast steel, 
Se 6 
Per doz..... $2.00 2.60 2.95 3.75 
EE ee 45% 
I etidiccicds »scncccaswane 0% 
PINS. 
Clothes. 
Common..... per box of 5igro 80 52 
Sea tea 5 31 
See ee 9 45 70 
Picket. 
Fluted, 18-in......... per doz. $1 00 
Fluted, 2l-in......... si 1 6 
See oe ie 100 
PIPE. 
Conductor 
Gal. Steel Charcoal 
L. C. L. to Dealers:— 
Bastern ...... 708&10% . . .60&10&24% 
Pittsburgh. .75&10&5%......... 60% 
Central....... 758&10%....2...-0% 
Northwestern. .75&7}%.......... 60% 
Western .....70&124% ..... 50&123% 
Tennessee ....70%10% ..... 50&124% 
Beuthern.........70%....- 50&123% 
Southwestern ....70%....... 50&5% 
Terms 60 days; 2% Cash 10 days. 
Factory shipments generally delivered. 
Lead. 
PS cavctesesscen per fb. Tic 
ee iiscsceeneeesen. ee 
Stove 


Acme—lInches.... 5 6 
Smooth, perjt... 8¢  8fe 10} 
B 


Planished, “‘ We Bic ce 
Peerless—Smooth, Tic 8c 98%c 
Polished........ l4tc bbc 18 c 
Planished.......28¢c 31lc 8c 
Made-up—lInches.. 5 6 7 
Smooth....... . Tee Be Oe 
7 to 6 in. Smooth Tapers, pr. jt..1le 
6 in. Smooth T’s. 27c 
7 to 6 in. Planished “Tapers heute 45c 


Yale Patent Lock Pipe—Stove. 
5” a” 7” T* tod” 
Cents 
Battle Axe Blue... 7 72 «694 «105 
Can’t Slip “ ..% & 0 il 
Peerless ene. ae eee 
Duplex ) Soe 11 13 14 
Yale, Rus. Fin... .15 16 17 18 
Duplex Planished. 29 31 37 38 
Galvano,Gal......15 16 17 18 
If wanted made up. add per joint 
or grooved, Ic: riveted, l$c. Crating 
made-up pipe extra. 
Wrought Iron Gas Pipe. 





4@}-in., black........ discount, 600% 
#@}-in., black... .... ‘ 60, 10&5% 
§-in. to 6-in , black... 70% 
7-in. to 12-in., black... . 623% 
4@}-in., galvanized.... = 42% 


#@}-in., galvanized. . 50% 
f-in. to 6-in., galvan > 574% 


7-in. to 12-in., galvan’d . 45% 
PLANES 

Sargent Iron Bench............. 60% 

Stanley Iron Bench............ Nets 


PLATES, TIN. 
See Metals in Column 1. 
PLIERS. 


Tinners’. 
REET ee 410% 
OM ines sak ckbs tee each, 5$c 

PLUMBS AND LEVELS 

Re Pere Nets 

eg EOC AM RS ney PUM 

Davis’ Iron.. Ae 

Davis’ Tedlinbaneter. . reer, | 


POINTS 
Drive Well Points............. 


POKERS, STOVE 


% | Wr't Steel, str't or bent, per doz. $0 55 


Wr't Steel, wood hand’ls ‘ 80 
Nickel Plated, coil hand’ls ‘ 65 
POKES, ANIMAL 
Cracker Jack, wr't steel, per doz. $4 50 
POLISH. 

Metal. 
Black Silk, No. 50, }-gallon 


per doz..$7 00 
Black Silk, No. 60, 6-0z. cans, ’ 


per doz...1 00 

Black Silk, No. 70, 1-pt. cans, 
per doz..... 2 25 

Black Silk, No. 80, !-quart, 
per doz ...375 


Black Silk, No. 90, I-gallon, 
per doz....12 00 


Shoe. 
3 ty Seep per doz.. ...36c@50c 
OR, Se hp eae on 
vnnae : 55c @$1 % 
Imperial....... POF BIO oasis 5 
Stove. 


Black Eagle, 1-tb. cans, pr. gr. $15 00 


Black Silk— 
POO iccdvesvaxs . $0 70 
Paste, 5-oz. cans . . per doz. 7 
Paste, }-tb. cans . 1 00 
Liquid, 4-pt. cans..... a |) 


Liquid, 6-oz. cans... 4 75 


$pt. Air Drying Iron 


Enamel........ 1 25 
Black Jack, 4-tb. cans. ~ ae 
Dixon's Carb. of Iron. a 
Nickel Plate....... ss a 


POPPERS, CORN. 


Round or Square, 1-qt. per doz. $1 00 

Square, 2-qt.. Be Hs 1 60 

NG bis v2 ose SRSA * 3 00 
POTS, FIRE. 

Cla & Lambert’s,each. me ee 00 

Gate city palais aon oe 6 25 

Rcebesetbpecess -each, 8 "16@8 50 
POWDER. 


See Ammunition. 
PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co..... 25% 


PRIMERS 
See Ammunition. 


PRUNERS. 
Disston’s Pole......... pet soe Oe 
Reacy” s Improved. . ** 75&10 
Water's Improved.. “4 80% 
Gut PULLERS. 
‘Daisy sbdb60s00sseue each, $3 10 
OO SS se 14 
ick and Easy..... co 27 
Nail. 
ey per doz. 10 80 
— Pattern.. Pe 9 00 
sss cseiuba ad i Gg 
Tack—Giant dsmtsee e's gare 40 
PULLEYS. 
Awntn we. povcccccesencneee 60 
Giothes Line. aniebneen 50&10% 
Hay Fork. 
Iron Wheel, 5-in...... per doz. $1 75 
Wood Wheel, 6-in.... = 1 80 


Wood Wheel, 6-in., pass knot, 


(All Sizes) 








ce ihes saree cael doz. 2 55 

Giant, Button’s—80% off list. ga oe, aan d.. -50&10 
Cutting Crew—Jap'd...eeceeeeeeerse gee 

DOMMINT 6. 5 cbschacosracdtcceaen 30% oe vain adatoms 4, 50&107% 

OS ee ere 50% idle io ale doz. 18 
Upper End and Diagonal Cutting sone oe “abt mag $0 20 

Swedish Side.. ‘ae Empire Pattern, 2-in.. a 20 

Utica Drop Forge & Tool Co.. NSE Bcc csccctccccces oi 20! 
Fencing. ssabaneseed whe 25) 

Black Bull. ......... per doz. $8 25 

Farmers’ Choice.. per doz. $8 00 PUMPS. 

|) a 8 25] Pitcher rr Spout. 
Flatand Rownd Nose. = £é4| #£NoB.e....- 2 

DNS 5 a0 ccunes ese one 30% _Bacbesssoss: $1.00 1.15 1.30 1.40 

ETRE TY Pres - pray ' 

ag oe Blissard......... ... sper doz.$14 

Paragon. coco ieog| Qyelone, tin... « $9 
Gan inches 7 a ww | Seommconeeesssss 





Per doz..... $3.00 3.50 4.50 5.50 


9 
Little Giant... es -each,... 22 


PUNCHES. 
Conductors’. 

DU WR othe oo 66s Dae o per doz $2 25 
MND Ji 660.0 bas bod per fb 19 
Saddlers’. 

Common per doz 60c @70c 
Reg en ee 72c @84c 
PUTTY. 

In Bladders. 
Strictly pure......per 100 tbs. 3 00 
RAIL 
Barn Door. 

abe AGB oc § 0's'9:4 62 obs oo 3c 

Matchless, 1}-in.............. 3hc 

a ere eer 4c 
Sliding Door. 

Painted steel...........perft. 4c 

Bronzed wrought iron...per ft. 8%c 

RAKES. 
Coal or Wood......... per doz. $5 20 
Garden. 

OS eo ererer ty ee 70% 

Ms vigin as nok os 0s he cae 70% 

Malleable iron, heavy....... 60&10% 
Hay. 

|” Ry PERS paren ore $1 80@§$2 00 
Lawn— Wood. 

3 ....per doz. $3 25 

CO ae As 5 25 

Lawn Queen........ “ 275 

Jumbo, 36 teeth..... 6 00 

RASPS—See Files. 
RAZORS. 
en OPTOEEL ELLE 
a SP eee errr er 
MM cn A cats Ooex oat Vea cd Ueede 50% 
eg eer 50% 
RAZOR STROPS. 
i OD. ., b 6's cj. oo tre ae 50% 
REGISTERS. 


Japanned, Bronzed and Plated.. .75% 
White Porcelain Enameled..... .65% 


Solid Brass and Bronze Metal. .. .40% 
Single Valve (Baseboard and 
Ds  cs8 oss Re eae wey 70% 
REGISTER FACES 
Japanned, Bronzed and Plated 
if fa 75% 
BOmlé to SnG8..........55 75&10% 
Heavy Round Gratings...... 75&10% 
White Porcelain Enameled. . .50&10% 


Solid Brass or Bronze Metal..... 40% 


SAWS. 

0 RR hea Se ae 
SARA ES ooo. Sea x4 
Jackson's. 25% 

Butchers’. 
Fo eee eee ee 40& 10%, 
ReneS ae 0%, 
Circular. 
SE o. s 5S 0065 ae Naas ss. 1% 
ee ears et oe 50% 
MEM ci ks Vo 0 etibsscs ckueuiie 50&107, 
SIMONE... i cc essccececvecs. 50% 
Compass. 
RE Ly <a 5's Sd ME sh « 
Common....... per doz $1 ise i 
SED aio a's be0ta shone bse. 
Cross-Cut 
BIE 3 boc kc sepchiopeuesess 35% 
Disston’s ly 
GON. 65. 60ee De bia iede ss. A 
Dehecotny. 

Pa iis towel per doz. $5.75 

Bloon's bib Kedkvonwes per doz. $5 75 
Grooving 

Lis c hob ssa pebeensss 50% 
Hack. 

| Ao 30% 

NS cn kad eu awe Gus aee 86° 25% 

ga Pe res ere 50% 

TERETE ee 25% 

Hand am Rip. 

UT Te i ciel iib le giaie ne yoda: 9 35% 
eens No. . .0% 
Disston’s Nos De. "12, 76, 112, 

D100. and a list t)......28% 
Enterprise h har id. de . @ 
n n “Per on. 
Our Saw, hand... 400 
Our Saw, rip... Riis 450 
Keyhole—Disston's = Ae 4 
aah aed tke wwe hss 35% 
Boer my ee 
CC cL ahd neck keke 50% 
IS 3's oun sin ove 6 am.0k'es 30% 
|, EeePC re Pere 40% 
| IE EE CUR UR res 40% 
‘anel 
PE ile ts ass cod é'e'get 000s 35% 
ton’s No.7 30% 
Pruning. 
ME SEAT i, bot ve ndVevesss« 30% 
IN Sb tkvecsatesae hese 25% 
Rift 
SNE. bb oo bet pSV seh ia mess 50% 
0 Se ear: 45% 
Wood 
RL aon bo 010% per doz. $4 50 
Clover Leaf. oi i 





Butt RINGS. SAW BUCKS—See Bucks. 
1 Pere ee Qin. 3in SAW SETS—See Sets. 
Oe ee $1 60 $2 00 SAW TOOLS—See Tools. 
Rea’s Improved Self- SAW FRAMES. 
Piercing copper, prdoz 200 ....| Common, plain.. oe: doz. “ . 
Steel, per doz.......... 90 100) Common, painted... 
Nickel plated.......... 3B cue. SCALES. 
and Ringers—Hog. Counter. 
Blair's Rings........ per doz. OO UT: Pe so ck cs os cas oeees 40&10% 
Blair's Ringers....... 75 | Flatjorm. 
Brown’s Rings....... Oe GO i esikic bees auedewee sce 50% 
Brown’s Ringers..... of 80 SCISSORS 
Champion Ringers.... , 1 60 Ms yaaa teehee atch s bop aN ees 60% 
Hill’s Ringers........ 70 SCOOPS 
Hill’s Ring, boxes.... “ 55 |Grain ° 
Major Rings......... : 60 | 4-bu. “‘Hercules’’..... per doz. 13 70 
Perfect Ringers...... 120] 1-bu. “Hercules’’..... 15 00 
Wolverine Rings.. 1 40 ~—_ SCRAPERS. 
Wolverine Ringers.... 80 | Box 
Fruit Jar. , catianguler Stes a ws onc per doz. $4 00 
a Mako ae eae per fb......30c Cast Steel . .. per doz , 60c@7ic 
Split, round. -per doz. $0 4 ; Cubic ft. 7 Bie. 5g 
Split, square. oe Without run’s,ea. $4.00 3.75 3.50 
Ball, round.......... 4 40 With runners,ea.. 4.25 4.00 3.75 
SCREEN DOOR HINGES. 
RIVETS. SESE ee ee gross $6.65 
and Burrs. MB Sob cates cosas od 8.78 
Perret err rr SCREWS 
Coppered Iron.......... 60&10&5% | Bench. 
oo Ss ava evi ote eie wae oar I ks ésx aad 1 lt 1} 
ICDS Re ee per tb. $0 10 $3.50 4.00 5.90 
Storied Clinch per doz 40c@45c| Wood, white maple...per doz. $3 50 
Tubular Hand—Wood..........+. 70% new list 
Nos 1 and 2 assorted sizes, doz, 45c | Hand Ratl...............5.-: 70-10% 
See ye rere eee 70% 
RIVET SETS Lag or Coach—all sizes, gimlet 
See Sets. aS RR ea air oe Si 75% 
ROPE. 'Saw—Centennial 
Cotton. Nos.. 1 2 3 4 5 6 


3, 5-16 in Com on reels. 

3, 5-16 in Com. in coils. . 

3, 5-16 Imperial in coils. . 
Sisal. 

MRED gs vicina sb wane 


Hardware Grade, rates, per tb.. 10}c 


Pure Manila. 
eh MRRION Lidice Ss: naa a 8 


Hardware Grade, rates... 


RULES. 


SASH WEIGHTS. 
See Weights. .......... 


‘per tb. 11l}c 





Per doz. 18c 20c 26c 30c 23c 25c 


2c 

“ 21e 874&5810% 
858&5&10% 
Ree a llc .H. - 824858:10% 
H. §&10% 
. H. Bras THESIS 
per tb.144c R. H. Nickel Plated... . 774&5&10% 

*: ihe SCYTHES. 
Be Ve Be, grass.. .per doz. ° 4 

Clipper, grass.......... 
cece Nets |Clover Leaf Dutchman. 5 : $0 
aee'y Nets|Honest Dutchman..... “ 7 50 
“2. 1. . Fespeae ne 7 50 





SHAVING SETS 


es Smith & Hemenway... ..- -60% 
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nt SETS. 
~ SQUARES. 
Round, common..... per do: Steel and 7 
Square, common..... a ° : (Add fo. ani , g. ..40% New List ’ APES, MEASURING. Solid B 
Octagon, common... . a = Mitre. g, $2.50 per doz., net.) Asses’ Skin....... gee oni Willi ESO are 40&5% 
No. 5, square........ ‘i 75 Try. Send Lattier............... 0% liamson’s Universal....... 60% 
ie points Me. £ op atl Dead x os lat lata aa 20% ..- 0% 
{ } 75| Try and Mi ets : ecidanade's WARE. 
_ ff tter. ESS A re Stove Hollow Ware 
cmefs’.......++++sper doz. $120] Winterbottom’ ae : eeeeesreeeeebess : . 
Pereira +2 doz. a” dns hE eh a doz. $5 00 Lufkin’s eg oe Senet iggy aaa 
Saw. ‘ SQUE scrsrsereses%0%! | TEE BEVELS | anes 45% 
a Pattern...... per doz $3 50] Common — LEMON. —See Bevels. Scotch ca ETT e TE, 
iken's Pattern... r a... per __ aaa 6085 
Disston’s Monarch....  “ é 0 agora Lined, Wood. — ' > Tin C ee ya Hollow Ware, per 100 tbs. $3 00 
Disston’s X Cut .... “ oss, malleable iron... “ od AS@....+....per doz. 80c@ White Enameled Ware. 
Cormeah.. Le i ee Iron Frame, pore’n bowl  “ 1 20| Wood Rack..... “ $1 25} Maslin Kettles. 
Cortes 1 50|Iron Frame, gl 1 90|Slass. . $2.00@12 @| Neverbreak F! 60&10% 
ach'h.¢ seekers ‘ A ime, glass bowl “ Ot eeceeee mg at and Round B 
Nash's Hand * a 80 Little Giant, tin’d iron g - 2 35 ios 12 & | Ee RR eRe CORST, 
Nash's Hand....3-. 948) Drum, japanned.--... $01 sale TIES, Nad end bi 
citteents Wallies ce * : 20| Drum, nickel plated...  “ 3 60) Sinele Loo a d and Turn’d......... .35&10% 
Stillman’s X C “ 30 4 50 gle Loop........+. nameled...... "4 
ape 2 50] Bi STAPLES All other kinds eevee + -80&5% | Glue P veeeece es + M5&10% 
SHARPENERS, SKATE lind. Cow—See “Chai see seeeeeeeeees -70%| Ti ots, 
Dia nond.......+.-- ". per doz $1 Barbed...... ns. Ho ae eH BP cy 25% 
Smith & Hemenway ............ 0%, Butter ages = ER a TOOLS, SAW ‘ MIE scncoeaccssssss cc 
. 50% asi wemiee ! e yor Feng than carload. 8 @8ic Disston's ot i. , rn and Ch f 
_ Weed scree doz $1 10@1 85 shed......... per 100 iniature. reverses seeees MO% nd Chryso-{te..607% 
+ 30% Laie F Toed 75) , Calvanized....... 100 ths. $2 10/" Smith & H WASH BOARDS—Se g 
2% Baler rs véd bekebeeeeee aaa 50&5% | Vetting. 2 45 & Hemenway .......... 25% eepigace e Boards. 
$ Re Se 5 Re 15% | __ Galvanized S. 
"956° S m|..aivanized........ per 1 T Standard O st 3 
7 Pruning HEARS oo F100 Ibs. 4 00 bsorgent’s Game — Wrought ong ay eg . «ser tb. 2hc 
85% Buckeye, No. 1 per d rought Staples, Hasps and 10—l1—11} . . In. } ; — Ib.: 
130% Buckeye, No. 2.. oz S 75 Staples, Hasps, Hoo - | habe laa ade 75 9c él fe s oe et. 
%y California Pat, srs + : 40 Staples, ‘aaa "Sooke and 32— a deaiiaonene, 7085 Wrought steel i Se 44c 44c 4ic 
259 Cailfornia Pat., 10@-in.. we 5 20 Staples bee eu ees 6 jt EST SSC 068404 Fos 70&10 A In steel in 5-tb. boxes, per th.: 
"oe. Draw Cut, No. 3 “ 400] Extra heavy............ 108&107% | Vole. 3 i ; | 1 
#6 Draw Cut, No. Pisce 2 13 75 woth o dew bit cee oD Reddick’s........ iad 0 7c 6c Bie 5c 5e 48c 
10 Henry's Pat. 0 OL 14 a: STEELYARD. Uouse and Rat a ray WEDGES. 
4 50 << “ra: $1.40 2.10 2.90 2.80 Discount 25%. a Mouse $2 25 peep d 
os ae oe en ee » wWeTURTCLTTeEe . Pion ee aoe es <0 ee 
Be Sheep—No BBA. eS ee. STONES. Sapte Wee. pee noe port guia 
¢ Eee Gi ee af 64, 7 | Hindostan....... se pao Gajch Itet.............. 2 eneee. SENN “ ; 
3 _Sat Grpsdoe’° "11.00 11:28 1338 More Grit... on: | a Mouser ssc. 90) Fay wet 
(Ml Fierce ?cuiien Mens ’ ashita ..... “ = y 
= Tinners? BT aia 60% | Emery.. o oe 38 C | orick TROWELS. Tyl cacy 6 aged e doz my 33 noe oe 
nh USHEAVES, SLIDING DOOR Oil—Mounted. 00% @0085% | * Cio: Carroll's, per doz......' 3 00 10 378 
aad: . ke Siupeabee 92 » per doz... 
5% Inches... ++ +++. “eas” Po: «or “Sr gh aa eg~ Shaw Perfected ...... 300to $78 
0% Bad es $0.60 75 1.1¢ | >. findostan mane Rose's. es. a RMN nee WEIGHTS. 
0%, Per set. $0.90 Ob—Unmownted, 40% | plasterer teat Fm pertb. 2} 
lo ) oo See ey ee B n ZS. — E ad c 
5% SHELLS--See Acamunition, ee ee Clover Leaf......... ab Chletan.,..grtee. 20 © 
SHE munition. 1 sas Soft ....... ns siepaaar a dla ate eae eile 40%, WHEEL BAR 
“ Union LLERS, CORN. Lily White........ 2s SB oe * Sieeniecemebbptatas 25% | Common Rail es ROWS, 
2 ~~ —  saretps per doz. $6 7! Queer Creek.........  ° 4p | 7 & MeP..-sseeeee reese eens. 25% | Heavy te sya -- per dos. 617 
fo SHIELDS. Ouachita.. . ay Nr 15 Panam 1, 24 00 
Reese Aa deat Welta.,....... TRUCKS . a Steel Tray ‘ 
= Expansion Bolt Shields...... .50&10% Washita.. eee : SRS... «oa era's : Klondike Steel Tray. “A 39 00 
00 Cond uct SHOES. 9! Scythe. , @ |Warehouse............ ont $2 75 ’ Bets 28 00 
MOM IE Bie cise Sts 60&10%,| Black Diam d pageant a 50810% | Cons WHEELS. 
% ond......per gro. $8 00 1 2 orundum.. a 
Crescent......... se . Half Ironed... $3 00 3 | Emery. seereg mek 45 70&10&5% 
SHOT—See Ammunition. Gem Corundum......  ° 425] Fuillron.......... 3 45 i 50 $ K|Well. Inches. 8 10 | _—_- 
SHOVELS AND SPADES pas eran +s Bi : . TUBS, WASH 4.1 Perdoz..... $3.09 4.20 A, ante 
. 5 a Moille ... en Standa " ie t 
No 2 Wood Sete) *: eXeaS 7 00 rd, Wood. WwW 
5 No. 182. =o ay per dos. $5 801 Red End ss.cw-ss.s. “ 60) Derdus-.:.. ‘ae te re Painted. Galv'd 
0 a SNS 9 > Fs Sa MES re icc “ er ‘ arge| Carload ty 
new list . oo « Donne. 124% | srosch STOPS, BENCH 3 75 Dowel. $5.00 6.00 7.00 9.50 Gastenda .. per 100 Ibs.$1 1 92 2 33 
Neverb doz. | Hotchkiss’........ ‘ er doz...... 5.35 Brass. 
p pee nim ne eee #13 is Seearns’... 0... cccesss iiss ° = —. 6.35 7.00 9.50 is cole. 20%; 
Buck “ 7 : OZ..... 6. 7 spool aOR 
| a . <a seperate FLUE. indurated 10 7.10 7.90 10.80 eee * a "cab ives one , 
Dee fa cee per doz. $0 40 er doz..... 8.55 9.45 Cable—Same price as Barbed Wi 10% 
Iwan’s Perf G fl Ree nee S42 * 9:9 e 45 Galvanized 10.80 13.50) Copper. d Wire. 
« € ectio: t+ h © em, at, i f ° ; 
Railroad, et n wees 80% Gem. Tl meen ce s ned ONE spamci™ — s , nie. dana a Nee Bl 20% 
iamond..... d Kirch’s..... Be? a A ere ee eee 25 6.00 7.00|Fence— iy ROW MAE... 50& 109 
pec poate aeks oe ~ Serre “ 7% 90 TWINE. Nos. 6109, An’ ‘eal'd, pr 100 ; 
sto a ; ; tieeereees ‘ 
paces 2% e 8 75 mee oy Sense “ “ erly Cotton Wrapping oe - Pomme oy — te icine 35 
Vesunanit... 2 iadalee % 475 5 PIPE—See Pipe. i - See SORES 8G é Mark. 2 1S aa . 60% 
Hollow Bacx........ ~ gio] STOER BOARDD~—Gee Boards ‘ Menten ame Bright, full bdles 
Ames, new eit Di hong STOVE POLISH—See Po.sh. : ss pe. Wrappie At 27c} Bright, broken baies. a ‘ 
Snow. ....Discount, 12}% Sasep STRAPS. : “Wrapping on a ag . ee full bdles eee eet 10 
ae le cet . ‘ a fc ered, " eececese 
ate ‘aul re $1.65@$9 .00 Skate.... dl -per doz (Prs., pt 4° “ or s cones. : . .25¢ Tinned, full — seeunel penlare sain 
ska Steel. esl s«STRET 70| India Hem ....25¢ | , Tinned, broken bales. Pa 
a ee Se aes aie | nS tb, spools... * emi 
Bullard’ oe ia Reena ae oe ae = 
Cast Iron. ame. Excelsior “at SE a! eal po uy Jute, db“ ...... er i oer “e-apsag Ms 2 cars bees e 10 
oo: ein... : Bae eeeeeees ; -" 
painted... Sel iy.cw 0-5 < ag 50& 10% Malleable Iron....... “ : ~ hoe Wins BD. ween eee 15c Small spools 5c per 100 higher. - 
Ww eled, White. ... 0&1 Perfection. a 0 rapping, 4-b. balls WRENCHES. 
rought Steel, aeons eo .. 7 6 30 — Wool, 1-tb. balls.... seeeeeee +140] Acme Standard 
Painted, new list....... 40-108&5%, ee 4 50 — eebeeccve 94c Alligator No, i eee ioe et eee 508 10% 
Sy O Pe Pere aii Alwa elie 
SLEDGES—See Hammers. x 4 eS iewke ae per doz. $6 00| Soft........ per tb p 12 15 pene om ll eae ae 50%, 
Ch SNAPS, HARNESS. Littl eg ae “ 600| Med..... > 31 «= 30_—s*X| Ecillis AGustenie. Soast at a - T5&57% & 
& ampion......... : “OO Se 7 5 75| Hard se 32 31 39 | dlalleable” rae ib - 257% 8 
hampion. a ooeseeeeeeseree yy 334% He ‘a antec 33 «34—S3g_s« Al alleable... shea s+ ae i 
Judd’s Pattern giste co vce % Star Lever Rey a eae 10 00 taging, 2- th. ball, size 21 Sian tiee............. 
eee tts 60%| Canton Tackle Block. 6 25 hae = = Bemis & Call's veeee sees -TO&10% 
Doubl SNATES. ee ee de ee eat ee ste} Adjustable S S, 40&5% ; Ad ; 
Paes Lee eee - BO Gas. 0 BS Bonn sss sees « 695} Bagging “ ites Stic} — Eipe. R08: Seaes Pattern, 
Patent Loop. a a ; 00/ Malleable sc oaieae rag f “ee in hanks.......000., ibe Steel eee, Bright, 0% he 
Clover aps TINNERS"’. 00 Wrought Steel.. . : ‘ : ’ oad <on@ . M . “a Re bette ee Black , sp - ae - , 
ime 40&10% TACK j 3° Silv oe eeeteeree 27c]} D ick Pattern......--+-- 50&5% ‘ 
caren S. er Finish h ouble End Adj.S 0 F 
Star, ree eee 108:10% American Cut....... o08: Fodder or Lath. . in hanks. ..37¢ —— nn 10&5% fy 
SOLDER—See ae Pi ammedons en eee 130 strand.......... No. 800, Royai... ee . 4 
P, SPRINGS, DOOR. — Bill Posters Cut............ " 908:50°% ML ball he b6 ks 6c ceese 64c | No. 350, Universal. ... heel ee:  e 
erect. q i + pare es SN ee "90810 oe fu No na ow. - , 30 30 
ee ae inn s tee V/A . No. % 30: 
ee ae a eae agama 908107 | Phoenix... ‘9 oo ee: Be 
Per do le] Upholsters’ Cut............. pene Phoenix Oval Slide, #8 30% | No. 0G png . "=e 
Sta oz... light, $1.15; heavy, $2 50 ag ad ie ee rnp eee - i hinas 3 2 3 3h No. 770. Sen pg wae iS = 00 
Pe ' ouble Pointed.............- G . $1.25 No. 110, G ae ie = 4 
fk . light, 90¢; heavy, $1 35] COPPEF -- « a ioai.....---..-. a aie iS cme. SS 
Warner’ besescecccecs per doz. $1 20| Canvas pene perit.. 34c|Parker’s Victor...........06.5 20% | No. 110, Brighton mee ‘ 30 30 
Varner No.2 .2. 2 eer Canvas Nalls.......-.+--+0-+; : .70% | parker's Swivel Base Pec inaiean' 20% | No. 740, caae--->- "26 00 
“ye a ae Alls. wee eee e eee reece te en lll all y No. oe k 
Bc $1: 35| Hungarian Nails............. "75% A math X' Series Pei od-os acd no No. 22, — * = oe 
ase yan ge To lalallala No. 22, Pio NE a 30 50 
ee 20% No. 2, Sane}. Som a “ = os 
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ADVERTISER’S INDEX 


ALPHABETICAL LIST. 


Ambler, Holman & Co.........-++++ 


American Rolling Mill Co. ‘ 
American Sheet and Tin Plate Co. 


American Steel & Wire Co.......... 
American Wringer Co.............. 
AgmoeG MEG OO. sec ccccctccesscssss 
Auld & Conger Co...........-.2000. 
Avery Stamping Co.............-. . 
Bemis & Call Hdw. & Tool Co........ 


Boynton Furnace Co.............. 
Brauer A. G. Supply Co............- 


Buhl Stamping Co. . 


Bullard & Gormley Co.............- 


ee ee eee eee 
Cincinnati Iron Fence Co...:....... 
Clark & Co., Geo. M..........-.50.5. 
Clark, Smith Hardware Co.......... 
Clayton & Lambert Mfg. Co......... 
Cleveland Castings PatternCo........ 
Clipper Lawn Mower Co............ 
Cooper Oven Thermometer Co....... 
Cope, Geo. W., Stove Pattern Works. . 
Cortright Metal Roofing Co.......... 
SIG WRG Bs ob bb ee bbecnewkne 
DeKalb Wagon Co.............ee0. 
eee ee 
Detroit Heating & Lighting Co....... 
Detroit Vapor Stove Co............ 
Disston & Sons, Henry.............. 
Dixon, Jos., Crucible Co............ 
I SE an os erat ctuaisnamee 
Dreis & Krump Mfg. Co............. 
Du Pont de Nemours Powder Co..... 
Eagle Woodenware Mfg.Co.......... 
bac accsnewavcsivcs 
DU EE aon 605 bcs 600 cnkep ok 
Follansbee Bros. Co................ 
Forest City Fdy. & Mfg.Co.......... 
Franklin Machine Works............ 


Globe Gas Light Co................ 
Globe Ventilator Co................ 
Harrington & King Perforating Co... . 
Hayes-Langenberg Mfg.Co.......... 
NE aekn bas dswacebhes watiace 


Ideal Sad Iron Mfg. Co.............. 
a TOT T Tere 
cg ee re 
BS I Sic bons ns ve cvcngeds 


Lyon, Cooklin & Co...............- 
Merchant & Evans Co.............. 
ers 
Michigan Safety Furnace Pipe Co... . 
Milwaukee Corrugating Co.......... 
Monroe Fdy. & FurnaceCo.......... 
RE MS WCE Seeenencocscacas 
Munsell Co., Eugeme.............. 
National School of Pattern Drafting. . 
National Sheet Metal Roofing Co.... 
Niagara Machine & Tool Works...... 
RESPIR. 6. Sc kciccccccces 


Peck, Stow & Wilcox Co............ 
Pullman Auto. Ventilator Co........ 
Puritan Cordage Milis.............. 
Quality Stove & Range Co.......... 
Quincy Pattern Co................ 
Richagdson & Boynton Co.......... 
ce Se ee 
Robinson Furnace Co.............. 
Robinson Mfg. Co.,J.M............ 
Ruby Chemical Co................ 
Scheible & Moncrief Heater Co...... 
Schwab, R: J. & SonsCo............ 
Simmons Hardware Co.............. 


Be CI, GRBs 5 oa oc ce cvaarccsrs 
UN, We on kop cneccuccences 
Smith & Hemenway Co..... ag ine alan 
Sprague Fdy. & Mfg. Co............ 
Standard Handle Oo................. 
Standard Ventilator Co............ 
Stark Rolling Mill[Co.............. 
Soul Oe, Th Br sscsedsdedecsecuces 
Sturges & Burn Mig: Co............ 


Sullivan-Geiger Co 


Symonds Register Co.............. 














Tenner BOG i53 646 Ks iia ee 
Taylor & Boggis Fdy. Co.......... 93 
Union Steel Screen Co...........-.+- 12 
Universal Stamping & Mfg. Co...... 93 
Utility Stove & Range Co.......... 3 
1 | Van Doren Mig. Co..............+.- 92 
73 | Vedder Pattern Works.............- 13 
72 We: Hi Oe an a oot ddnde bb0000n0 79 
g4| Weller Pattern Co;.........-..-++: 13 
91 | Wheeling Corrugating Co.......... 71 
go | White Mountain Freezer Co........ 96 
7 Wise Furnace Co...........00-0055 9 
69 Youngstown Sheet & Tube Co....... 84 
92 
82 
ms CLASSIFIED LIST. 
82 
i2 : 
90 Barb Wire. 
83 American Steel & Wire Co., 
: Chicago, Ill. 
80 
77 
on Boilers—Steam. 
92 Boynton Furnace Co., Chicago, Ill. 
5 Richardson & Boynton Co., 
80 Chicago, Ill. 
80 Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Smith Co., Chas., Chicago, Ill. 
13 
13 s 
77 Boiler Handles. 
93 | Berger Bros. Co., Philadelphia, Pa. 
92 
92 - 
4 Brass and Copper. 
4| Hussey & Co.. C. G., Pittsburgh, Pa. 
88 
69 | 
a Buckets. 
g5 | Easle Woodenware Mfg. Co. 
>| Hamilton, 0. 
91) 
14| 
13) Carpenters’ Tools, 
he Disston & Sons, Henry, 
he Philadelphia, Pa. 
78\smith & Hemenway Co., 
77 New York, N. Y. 
“ 
80 | 
78 | Ceilings. 
‘| Berger Mfg. Co., Canton, 0. 
én Burton Co., W. J., Detroit, Mich, 
8 Canton Art Metal Co., Canton, 0. 
69 Friedley-Voshardt Co., Chicago, Ill. 
77| Milwaukee Corrugating Co., 
93 Milwaukee, Wis. 
70 Mullins Co., W. H., Salem, 0. 
2 Simmons Hdw. Co., St. Louis, Mo. 
Wheeling Corrugatin us 
4 P . Whesliog, W. Va. 
89 
69 Cement—Roofing. 
95| Auld & Conger Co., Cleveland, 0. 
80 
75 
9 Chimney Caps. 
10|Standard Ventilator Co., 
95 Lewisburg, Pa. 
8 
13 Combination Heaters. 
69| Smith Co., Chas., Chicago, Il. 
77 
82 
89 Conductor Pipe, 
13| American Rolling Mill Co., 
93 Middletown, 0. 
68 Berger Bros. C., Philadelphia, Pa. 
g| Berger Mfg. Co.. Canton, 0. 
g1| Burton Co., W. J., Detroit, Mich. 
7g|Canton Art Metal Co., Canton, 0. 
92|Clark, Smith Hdw. Co., Peoria, Il. 
4| Friedly-Voshardt, Chicago, Ill. 


Hussey & Co., C. G., Pittsburgh, Pa. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 
Mullins Co., W. H., Salem, 0. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Conductor Hangers, 
Berger Bros. Co., Philadelphia, Pa. 





Cord—Sash, 
' purttan Cordage Mills, 


69 | 


81 
91 
77 

8 


Louisville, Ky. 

Cornices. 
Berger Mfg. Co., Canton, O. 
| Burton Co., W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, O. 
Friedly-Voshardt Co., Canton, 0. 
Mullins Co., W. H., Salem, 0. 





Cornice Brakes. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump, Chicago, Ill. 


Niagara Machine & Tool Works, 
a Be. ee 


Robinson Mfg. Co., J. M., 
Cincinnati, O. 


Crimping Machines. 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Robinson Mfg. Co., J. M., 
Cincinnati, O. 


Stoll Co., The D. H., Buffalo, N. Y. 


Culvert Machinery. 


Bertsch & Co., Cambridge City, Ind. 
Stoll Co., D. H., Buffalo, N. Y. 


Cutlery. 


Ambler, Holman & Co., Chicago, Ill. 
Simmons Hdw. Co., St. Louis, Mo. 


Smith & Hemenway Co., 
New York, N. Y. 


Cut-Offs—Rain Water. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sullivan-Geiger Co.. The, 
Indianapolis, Ind. 


Dampers, 


Taylor & Boggis Fidy. Co.. 
Cleveland, Ohio. 


Dies. 


Stoll Co., D. H., Buffalo, N. Y. 


Dynamite. 
E. I. du Pont de Nemours Powder 
Co., Wilmington, Del. 


Eaves Trough. 
Berger Bros. Co., Philadelphia, Pa. 


Berger Mfg. Co., Canton, 0. 
Burton Co.. W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, 0. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Mullins Co., W. H., Salem, 0. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


Elbows. 
Canton Art Metal Co., Canton, 0. 


Elbows—Conductor Pipe. 
American Rolling Mill Co., 
Middletown, 0. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Elevators. 
Franklin Machine Works, : 
St. Paul, Minn. 
Kimball Bros. Co., Council Bluffs, Ia. 


Enameled Ware. 
Avery Stamping Co., The, 
Cleveland, 0. 


Lalance & Grosjean Mfg. Co., 
Chicago, Tl. 


Furnaces—Hot Air, 
Boynton’ Furnace Co., Chicago, [)). 
Forest City Fdy. & Mis. Co., 


Cleveland, Ohio, 
Haynes-Langenberg — Co., 
. Louis, Mo, 
Henry Furnace Co., ‘: ~ 
Cleveland, 0. 
Kelsey Heating Co., Syracuse, N. y, 
Meyer Furnace Co., Peoria, 1), 


Monroe Fdy. & Furn. Co., 

Monroe, Mich. 
Peck-Hammond Co., Cincinnati, 0. 
Robinson Furnace €e., Chicago, [1]. 
Scheible Moncrief Furn. Co., 

Cleveland, 0. 
Schwab, R. J., & Son Co., 
Saitwauhes, Wis 


Smith, Chas., Chicago, 11). 
Smith Co., Chas., Chicago, 11). 
Sprague Fdy. & Mfg. Co., 

Council Bluffs, Ta, 
Wise Furnace Co., Akron, 0, 


Furnace Pipe and a 
Michigan Safety roe Pi 
tro,‘ Mich. 


Furnaces—Soldering, 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, 0. 


Clayton & Lambert =o 


troit, Mich. 
Globe Gas Light Co., Boston, Mass. 
Ringen Stove Co., St. Louis, Mo. 


Furnace Repairs. 


Brauer Supply Co., A. G., 
St. Louis, Mo 


Grease-Graphite. 


Dixon Crucible Co., Jos. 
Jersey City, N. J 


Hammers. 


Van Doren Mfg. Co., 
Chicago Heights, III. 


Handles—Sad Iron. 
Standard Handle Co., Cleveland, 0. 


Universal Stamping & Mfg. Co., 
Cleveland, 0. 


Hardware Jobbers. 
Bullard & Gormley, Chieago, Ill. 
Clark, Smith Hdw. ©e., Peoria, Ill. 
Simmons Hdw. Co., St. Lonis, Mo. 


Hardware Specialties. 
Ambler, Holman & Ce., Chicago, [1). 
Avery Stamping Oe., Cleveland, 0. 


Bemis and Call Hdw. & Tool Co., 
Springfield, Mass. 


Berger Bros. Co., Philadelphia, Pa. 
Fanner Mfg. Co., Cleveland, 0 
Lufkin Rule Co., Saginaw, Mich 
Nicholson File Co., 


North Bros. Mfg. Ce., 
ose Pa. 


Smith & eneieee, & 
e 


w York, N. Y. 
Sturges & Burn Mfg. Co., , 
Chicago, I)! 

Taylor & s Fdy. ©o., 
.f asians Gleveland, 0. 


Van Doren Mfg. Co., 
Chieage Heights, |)! 





Hollow Ware, 
| Avery Stamping Co., Cleveland, 


Ice Cream Freezers. 


Explosives. 
E. I. du Pont de Nemours Powder 
Co., Wilmington, Del. | 
Facings. 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Fencing—Iron. 
Cincinnati Iron Fence Co 


Fencing—Wire. 


American Steel & Wire Co., 
Chicago, Il. 


Files. 


Delta File Work, Philadelphia, Pa. 
Disston & Sons, H 


Nicholson File Co., Providence, R. I. 


Cincinnati, 0. | 


ery, 
Philadelphia. Pa. | 


Co., 
Philadelphia, Pa 


| White Mountain Freezer Co., 
Nashua, N. H 


| North Bros. Mfg. 


| 
Iron Enamel. 
|Nickel Plate Stove Polish Co., 
Ch icago, Til. 
Kitchen Utensils. 
Avery Stamping Co., Cleveland, 0. 


|Lalance & Grosjean ate. Ce., 
hicago, Ill. 
| Sturges & Burn Mfg. Oo., 


Lanterns, 
Buhl Stamping Co., 


Providence, R. I. 


Chicago, I1l. 


Detroit, Mich. 





Clippé 
Phila 


Smit! 


Aart! 


Nick 


Burt 
Cant 
Cort 
Mily 
Nat 


Wh 


Mu 


Fri 


St 
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Lawn Mowers. 
wn Mower Co., a Ill. 


Clipper Lé 
philadelphia Lawn Mower 
Philadelphia, Pa, 
Lineman’s Tools, 
Smit! Hemenway Co., 
ee oT New York, N. Y. 
Reaper 
farrington & King Perforating Co. 
Chicago, Ti. 
Metal Polish. 
Nickel Plate Stove Polish Co., 
F Chicago, I]. 
Metal Shingles, 
Burton Co., W. J., Detroit, Mich. 


Canton Art Metal Co., Canton, O. 


ht Metal Roofing Co., 

Cortrig Philadelphia and Chicago. 
kee Corrugatin 

Milwauke Wivenhoe, Wis. 


| Sheet Metal Roofing Co., 
Natiane Jersey City, N. J. 


ig Corrugating Co., 
a Wh eeling, W. Va. 


Mica. 
Supply Co., A. G., 
et St. Louis, Mo. 


ll Co., Eugene, 
cs: New York and Chicago. 


Miters, 
Friedley-Voshardt Co., Chicago, Ml. 
Milk Cans. 


»s & Burn Mfg. Co., 
et Chicago, Ill. 


Mops. 


Eagle Woodenware Mfg. Co., 
Bs Hamilton, 0. 


Dobbins Mfg. Co., Minneapolis, Minn, 


Motors—Water. 


Smith & Hemenway, 
New York, N. Y. 


Ornaments—Sheet Metal. 


Canton Art Metal Co., Canton, 0. 
Friedley-Voshardt Co., Chicago, [1]. 
Mullins Co., W. H., Salem, 0. 


Paint-Silica-Graphite. 


Dixon Crucible Co., Jos 
Jersey ‘City, ) ie 


Plumbago. 


Dixon Crucible Co., Jos 
Jersey City, N. J. 


Plungers. 
Berger Bros. Co., Philadelphia, Pa. 


Powder. 


k. I. du Pont de Nemours Powder 
Co. Wilmington, Del. 


Presses. 


Stoll Co., D. H., Buffalo, N. Y. 


Presses—Punch. 


Robinson Mfg. Co., J. M., 
Cincinnati, 0. 


Punches, 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Peck, Stow & Wilcox OCo., 
New York City. 


Robinson Mfg. Co., J. M., 

Cincinnati, O. 
Buffalo, N. Y. 
New York, N. Y. 


Stoll Co., D. H., 
Weiss & Co., H., 


Racks—Oven and Boiler, 
Union Steel Screen Co., Albion, Mich. 


ae Rasps, 
velta File Works, Philadelphia, Pa. 
Henry Disston & Sons, 

Philadelphia, Pa. 


Nicholson File Co., Providence, R. I. 





Razors, 
immons Hdw. Co., St. 


Smith & Hemenway Co. 
New "York, N, Y. 


Louis, Mo. 


Registers. 
Henry Furnace Co., T. E., 
Cleveland, 0O. 
Schwab, R. J., & Sons Co. 
Milwaukee, Wis. 
Symonds Register Co., St. Louis, Mo. 


Roasters, 


Wheeling were Co., 
heeling, W. Va. 


Rolls Forming. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Roofers’ Supplies. 
Auld & Conger Co., Cleveland, O. 
Berger Bros, Co., Philadelphia, Pa, 


Roofers’ Tools, 
Auld & Conger Co., Cleveland, O. 


Roofing—Iron and Steel. 


American Rolling Mill Co. 
Middletown, oO. 

American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Berger Bros. Co., Philadelphia, Pa. 


Berger Mfg. Co., Canton, O. 
Burton Co., W. J., Detroit, Mich. 
Canton Art Metal Co., Canton, O. 


Follansbee Bros. Co., Pittsburgh, Pa. 
Friedley-Voshardt Co., Chicago, Ml. 
Inland Steel Co., Chicago, Il. 
La Belle Iron Works, Steubenville, O. 


Merchant & Evans Co 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


National Sheet Metal Roofing Co., 
Jersey City, N. J. 


Stark Rolling Mill Co., Canton, 0. 
Tanner & Co., Indianapolis, Ind. 


Wheeling Corrugating Co., 
Wheeling, WwW. Va. 


Youngstown Sheet & Tube Co.. 
Youngstown, 0. 


Rope. 


Puritan Cordage Mills. 
Louisville. Ky. 


Rope—Wire. 


American Steel & Wire Co.. 
Chicago, I[1l. 


Rules. 
Lufkin Rule Co., 


. 


Saginaw, Mich. 


Sad Irons. 
Ideal Sad Iron Mfg. Co., 


Cleveland, O. 


Saw Sets and Saws, 
Disston & Sons, Philadelphia, Pa. 


Smith & Hemenway Co. 
New York, | a £ 


Schools—Sheet 7 Pattern Draft- 
ng. 

National School of Sheet Metal Pat- 

tern Drafting, “7 Louis, Mo. 


Litchfield Trade Schoo 
Litertyville, Til. 


Soreens—Perforated Metal. 


Harrington & King Perforating Co. 
Chicago, Ill. 


Screw Drivers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Shears—Sheet Metal. 
Bertsch & Co., Cambridge City, Ind. 
Fuller, Otis L., Goshen, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Peck, Stow & Wilcox Co., 


New York City. 


Robinson Mfg. Co., J. M., 
Cineinnati, O. 


Detroit, Mich. 
Buffalo, N. Y. 


Smith, H. Collier, 
Stoll Co., D. H., 
Weiss, H., & Co., 





New York, N. Y. 


Sheets—Black and Galvanized. 


American Rolling —_, Co., 
fiddletown, O. 


American Sheet & ie Plate Co., 
Pittsburgh, Pa. 
Berger Mfg. Co., Canton, 0. 
Follansbee Bros. Co., 
Inland Steel Co., Chicago, Ill. 
La Belle Iron Works, Steubenville, 0. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Stark Rolling Mil! Co., 
Tanner & Co., Indianapolis, Ind. 
Wheeling Corrugating Co., 


Wheeling, W. Va. 


Youngstown Sheet & Tube Co., 
Youngstown, 0. 


Sheets—Ingot Irons. 


American Rolling Mill Co., 
Middletown, 0. 


Sheets—Toncan Metal. 
Stark Rolling Mill Co., Canton, 0. 


Sheets—Vismera, 
Inland Steel Co., 


Shovels, 
Avery Stamping Co., 


Skylights. 
Canton Art Metal Co., 


Skylight Gearing. 
Weiss & Co., H., New York, N. Y. 


Slate Roofing. 
Auld & Conger Co., 


Slating Nails. 
Auld & Conger Co., 
Hussey & Co., 


Snips—Tinners. 
Peck, Stow & Wilcox Co., 


New York City. | 


Soldering Flux. 
Ruby Chemical Co., 


Soldering Irons—Self Heating. 
Dobbins Mfg. Co., 
Lyon, Conklin & Co., 


Stampings. 
Avery Stamping Co., 


Statuary. 
Friedley-Voshardt Co., Chicago, Ill. 
Mullins Co., W. H., Salem, 0. 


Stoves and Ranges. 
Clark & Co., Geo. M., 
Detroit Vapor Stove Co., 


Detroit, Mich. 
Hamilton. 0. 


Estate Stove Co., 
Quality Stove & Range Ca, 


Belleville, Ti}. 
Louis, Mo. 


Ringen Stove Co., St. 
Utility Steve & Range Co. 


Indianapolis, Ind. 


Stove Patterns, 
Cleveland Castings Pattern: Co., 
Cleveland, O 
Cope Pattern Works, Geo 


Quincey Pattern Works, 


Weller Pattern Co., 


Stove Pipe and Fittings. 
Hemp & Co., St. 


Stove Polish. 
Brauer Supply Co., A. G., 


St. Louis, Mo. 


Dixon Crucible Co., Jos. 


Jersey City, N. J. 


Nickel Plate Stove Polish Co., 


Chicago, III. 


Stove Repairs. 
Brauer Supply Co., A. G 


Pittsburgh, Pa. 


Canton, O. 


Chicago, Ill. 
Cleveland, 0. 


Canton, O. 


Cleveland, O. 


Cleveland, 0. 
C. G., Pittsburgh, Pa. 


Johnstown, O. 


Minneapolis, Minn. 
Baltimore, Md. 


Cleveland, O. 


Chicago, Ill. 


W.. 
Detroit, Mich. 

Quincy, Ill. 
Vedder Pattern Works, Troy, N. Y. 
Quincy, I). 


Louis, Mo. 


Fes 
St. Louis, Mo. 


Stove Trimmings. 


Fanner Mfg. Co., Cleveland, 0. 
Tapes. 


Lufkin Rule Co., Saginaw, Mich. 


Technologist. 
Hooper, C. N., Dubuque, [a. 


Telephone Wire, 


American Steel & Wire Co 
Chicago, Ill. 


Thermometers—Oveu. 


Cooper Oven Thermometer Co., 
Pequabuck, Conn. 





Tin—Perforated, 

| Harrington & King Perforating Co., 

| Chicago, Ill. 
| 

| 


Tinners’ Tools, 
Berger Bros. Co., Philadelphia, Pa. 
Bertsch & Co., Cambridge City, Ind. 


Dobbins Mfg. Co., 
Minneapolis, 
Dries & Krump Mfg. Co. 


Minn. 


“Chicago, Il. 
Fuller, Otis L., Goshen, Ind. 
Lufkin Rule Co., Saginaw, Mich. 
Niagara Machine & Tool Works, 
Buffalo, N. 
Peck, Stow & Wilcox Co., 
New York City. 


Robinson Mfg. Co., J. M., 
Cincinnati, 0. 


Detroit, Mich. 
Buffalo, N. Y. 
New York, N. Y. 


Smith, H. Collier, 
Stoll Co., D. H., 
Weiss & Co., H., 


Tinplate. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Berger Mfg. Co., Canton, O. 
Follansbee Bros. Co., Pittsburgh, Pa. 


Merchant & Evans Co., 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Tanner & Co., Endianapolis, Ind. 


| Wheeling Corrugating Co., 
} Wheeling, W. Va. 





| Tinsmith’s Machines. 
Peck. Stow & Wilcox Co., 
New York City. 


Tools—General, 


Van Doren Mfg. Co., 
Chicago Heights, Ill. 


Torches. 


| Ashton Mfg. Co., Newark, N. J 
| Bernz, Otto, Newark, N. J. 


Burgess Soldering Machine Co., 
Columbus, 0 


|Clayton & Lambert Mfg. Co., 
| Detreit, Mich. 


|Globe Gas Light Co., Boston, Mass. 








Trowels. 


Avery Stamping Co., Cleveland, 0. 





| Ventilators. 
| Berger Bros. Co., Philadelphia, Pa. 
| Berger Mfg. Co., Canton, O. 


Chicago, Ill. 
Troy, N. Y. 
Cincinnati, O. 


| Friedley-Voshardt Co. 
Globe Ventilator Ce., 
Lee, Thos., 


Merchant & Evans Co. 
Philadelphia, Pa. 


| Milwaukee Corrugating Co., 
Milwaukee, Wis 


Ventilator Co., 
York 





Pullman Auto. 
7 Pa. 


Standard Ventilator Co., 
Lewisburg, Pa. 


Wagons—Hardware Delivery. 
| DeKalb Wagon Company, 


DeKalb, Ill. 


| 
| Wire. 


American Steel & Wire Co., 
| Chicago, Ill. 
| 
| 
} Wrenches. 
Bemis & Call Hdw. & Tool Co., 
| Springfield, Mass. 
| 
| 
Wringers, 
American Wringer Co., 


New York, N. Y. 





. For Sale—Tinshop in Chicago. Will sell 
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Wants and Sales 


For paid Yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of six 
lines WITHOUT CHARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties de=- 
siring to purchase a business, business 
forsale, partners wanted, to exchange, 
etc. Not exceeding fifty words, the 
price to non-subscribers is one dollar, 
payable in advance. Those who re=- 
spond to these announcements will 
please mention that they 
“READ THE ADVERTISEMENT IN 
AMERICAN ARTISAN.” 


PATENTS cre ei 
Consulting Expert HERBERT E. PECK Patest Attorney 
Retablished 1695 WASHINGTON, D.C. Barrister Bldg. 




















BUSINESS CHANCES. 








For Sale—Tinning and plumbing shop; 
only one in town. Address Charles Finn- 
berg, Gregory, South Dakota. 9-3t 


Wanted to Buy—An interest in a sheet- 
metal business by an A No. 1 draughts- 
man and mechanic; including cornice, 
skylights, metal windows, jobbing, and all 
allied branches of indirect pipe and fur- 
nace work. Or would consider job on 
road for some first-class house. Address 
T-84, in care of AMERICAN ARTISAN, 
wa! South Dearborn Street, Chicago, 3c 
nois. - 








For Sale—First-class general hardware 
store in Chicago. Established many years. 
Good location; have a fine shop trade. 
Will sell reasonable, as I have a good 
reason for selling. Address T-86, in care 
of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Illinois. 8-3t 


For Sale—My hardware business, locat- 
ed at Beaver Dam, Wisconsin; large man- 
ufacturing center and_ richest farming 
country in the state. Business has been 
established thirty-two years. My reason 
for selling is I wish to retire from active 
business. Address F. Rassmann, Beaver 
Dam, Wisconsin. 8-6t 


Wanted to Buy—A stock of hardware; 
part payment to be taken in northern 
Wisconsin hardwood timber land. Want 
also a good squaring shears and a folder. 
Address Geo. Meyer, Calvary, Wisconsin. 








For Sale—Small stock of hardware and 
tin and furnace shop, along with light 
architectural iron business; established 
since 1886, in Chicago. Selling on account 
of ‘ll health. Splendid opportunity for 
enterprising young man. Address T-77. 
in care of AMERICAN ARTISAN, 537 
South Dearborn Street, Chicago, Illinois. 

7-3t 

For Sale—Hardware and implement 
stock and buildings in live North Dakota 
town on the new Puget Sound road. Will 
take part cash and take balance in real 
estate. Stock about $13,000 and buildings 
about $5,500. Address T-78, in care of 
AMERICAN ARTISAN, 537 South Dear- 
born Street, Chicago, Illinois. 7-3t 


For Sale—A good, up-to-date stock of 
hardware, with plumbing and tinshop in 
connection; located in one of the best 
towns in Michigan and doing a good busi- 
ness. Good reason for selling. Stock will 
invoice about $7,500. Address T-81, in 
care of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Illinois. 7-3t 








on reasonable terms. Must leave city on 
account of sickness. Address T-79, in 
care of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Illinois. 7-3t 


: Hardware oo can make ex- 
ra _money_ soliciting subscriptions for 
AMERICAN ARTISAN during eur spare 
time. Liberal cash commission paid. For 
particulars address Circulation Depart- 
ment, AMERICAN ARTISAN, 637 South 
Dearborn St., Chicago, Illinois. 

For Sale—Established hardware busi- 
ness, with tinshop, in a live town: good 
location. Reason for selling—sickness. 
Will sell at a discount if taken at once. 
Address A. O. Giese, 106 West First 











Street, Duluth, Minnesota. 6-ufn 


BUSINESS CHANCES. 


HELP WANTED. 





ns 





Business Chance—Fine opportunity for 
party having business ability to build up 
great business of good salable article hav- 
ing no competition; fully protected by U. 
S. patents; all tools complete; some ready 
for market; stock on hand; would con- 
sider property in payment; best reason for 
selling; only parties interested need reply. 
Address J. Oscar Smith, Moberly, me an 

-13t 








TINNER’S TOOLS. 


— 


Wanted—A second-hand 36” or 48” tin- 
ner’s forming rolls on standard. Address 
Joseph Gardner, 41 Kentucky Ave., In- 
dianapolis, Indiana. 9-3t 


For Sale cheap—P., S. & W. encased 
wiring, setting, large and small burring, 
grooving and folding machines; also 
sheet-iron folder, rollers, square shear, 
lever punch and shear, hollow punches, 
steel and cast staker, etc. Address M. A. 
Dunn, Neenah, Wisconsin. 8-3t 


Wanted — One second-hand Moore's 
Double Seamer; don’t need discs; also one 
large turning machine. Address H. C. 
Peppler, 2767 Lincoln Avenue, Chicago, 
Illinois. 7-3t 


Tinners Wanted—To solicit subscrip- 
tions for AMERICAN ARTISAN. Liberal 
eash commission paid. For particulars 
address Circulation Department, AMERI- 
CAN ARTISAN, 537 South Dearborn St., 
Chicago, Illinois. 























HELP WANTED. 








Wanted—Tinner for inside and outside 
work. Steady job for right man. Must 
be able to install furnaces and also able 
to do a little plumbing. State wages and 
experience in first letter. No booze fight- 
ers need apply. L. O. Wahler, LaValle, 
Wisconsin. 9-3t 


Salesman Wanted—On a commission 
basis, for a good line of stoves, reason- 
able in price, either as side or straight 
line. Following territories open: Minne- 
sota, North and South Dakota, Nebraska, 
Wisconsin and Illinois. Would be highly 
remunerative to a good, live salesman. 
Address Wm. Mitchell, Western Mgr., 
The Reading Stove Works, 2901 La Salle 
St., Chicago, Lllinois. 9-3t 


Wanted—At once, good tinner; one who 
can do hot water and steam heating and 
some plumbing. One who can take charge 
of shop in country town in Central Mich- 
igan; must be sober and one who can 
speak German preferred. State age, ex- 
perience, single or married and wages 
expected in first letter. This will be a 
steady job for the right man. Address 
T-88, in care’of AMERICAN ARTISAN, 
587 So. Dearborn St., Chicago, Illinois. 


Wanted—Agents to sell gas stoves and 
hot plates to the trade on commission; 
big line; liberal proposition. Address T-385 
in care of AMERICAN ARTISAN, 537 
So. Dearborn St., Chicago, Illinois. 9-3t 


Wanted—First-class tinner for all kinds 
of tin, galvanized and furnace work. Ad- 
dress John Griffiths’ Hardware, Three 
Rivers, Michigan. 9-3t 

Wanted—At once, good all around tin- 
ner for country shop; must have fair 
knowledge of heating, plumbing and pump 
work, in fact, anything that comes up in 
a country shop. Steady work the year 
around to a competent man. No boozer 
need apply. Address Niethammer Bros., 
Mokena, Illinois. 9-3t 


Wanted—First-class plumber and sheet 
metal worker. Good wages and steady 
job the year around. Address T-90, in 
care of AMERICAN ARTISAN, 537 So. 
Dearborn St., Chicago, Illinois. 9-3t 


Wanted—A good all around. plumber- 
tinner. One capable of doing any work 
that would come to a town and country 
_- > Must have good habits and want 
a steady job. State age, experience and 
wages wanted in first letter. A. H. Hen- 
ning, Algonquin, Illinois. 9-3t 


Wanted, at once—Good tinner who un- 
derstands plumbing, hot-water and steam 
heating. State age and wages expected 
in first letter. No use for boozer. Ad- 
dress T-85, in care of AMERICAN AR- 
TISAN, 537 South Dearborn Street, Chi- 
cago, Illinois. 8-3t 


Wanted—A good, all-around plumber, 
tinner and gas fitter; one who is capable 
of doing any work that comes to an or- 
dinary country shop. Married man pre- 
ferred. Must have good habits and be a 
hustler who wants to work by the year. 
Apply, giving age, experience and wages 
wanted. Address The Gallup Hardware 
Co., Port Alleghany, Pennsylvania. 8-3t 



































Wanted, at once—Good, steady, 4)). 
around tinner and hot-air-furnace map 
in a town of four thousand in south cep: 
tral Iowa. Steady job the year aroung, 
When answering state age, and wages 
wanted. Must be strictly sober; a mar. 
ried man preferred. Address Dunshee 
Bros., Chariton, lowa. 8-3t 


Wanted—Skilled sheet-metal workers. 
Steady employment at good wages in one 
of the most ern and sanitary plants 
in the country. Address J. G. Cherry 
Company, Cedar Rapids, lowa. 8=2t 


Wanted—Furnace installer who can 
cure furnace troubles. Must be a man o; 
splendid character and large experience: 
one who enjoys tackling a difficult heating 
problem and solving it and can get set- 
tlement with owner. Good position and 
steady work for the right man. Address 
Campbell Heating Co., 12th and Mulberry 
Streets, Des Moines, Iowa. 8-3t 


Wanted—At once, a gs. all-around 
tinner and slater; stea job the year 
through; good wages. rite at once. 
Address Von Blon & Thiel, Upper San- 
dusky, Ohio. 8-3t 


Wanted—A steady man with at least 
several years’ experience, in our tin and 
plumbing shop in country town. Address 
Cambridge Hardware Co., Cambridge, 
Wisconsin. 8-3t 


Wanted—First-class and experienced 
plumber, steam and _  hot-water-heating 
man, capable of figuring jobs and taking 
charge of work; married man preferred. 
Town in northern Indiana. Address T-8?, 
in care of AMERICAN ARTISAN, 537 
South Dearborn St., Chicago, [IIl. 7-3t 























‘SITUATIONS WANTED. 


Situation Wanted—By a first-class tin- 
ner and all-around man. Can clerk in 
store and put implements if needed. Can 
furnish references if demanded. Address 

. C. Davis, 422 East Detroit Avenue, 
Monmouth, Illinois. 8-it 


Position Wanted—By a young man, at 
present in hardware business. Open for 
employment March 10. Well posted in 
most lines, or on road. Strictly sober and 
reliable. Give full particulars. Refer- 
ences given and expected. Address T-83, 
in care of AMERICAN ARTISAN, 537 
South Dearborn Street, Chicago, ernie. 

-3t 

Wanted—Position as clerk in retail 
hardware store, by man with over eight- 
een years’ experience as clerk, manager 
and owner. Willing to come and show 
results. Address T-87, in care of AMER- 
ICAN ARTISAN, 537 South Dearborn 
Street, Chicago, Illinois. 8-3t 

Stove Salesmen—Why not make extra 
money handling AMERICAN ARTISAN 
as a side line? Liberal cash commission 
paid to subscription solicitors. For infor- 
mation address Circulation Department, 
AMERICAN ARTISAN, 537 South Dear- 
born St., Chicago, Illinois. 


Situation Wanted—Young man would 
like position as tinner. Have seven years’ 
experience, diligent worker and am no 
boozer. Would like a shop where I can 
advance. Address T-75, in care of AMER- 
ICAN ARTISAN, 537 South Dearborn 
Street, Chicago, Illinois. 7-3t 


Situation Wanted—By tinner of twenty 
years’ experience; first class on general 
job and warm-air furnace work. Good 
estimator, able to take charge of shop if 
desired. Nothing but steady job by the 
year considered. Address T-76, in care of 
AMERICAN ARTISAN, 537 South Dear- 
born Street, Chicago, Illinois. 7-3t 


Situation Wanted—As a tinner, hot-air- 
furnace man, and can do some slating: 
can lay out any sheet metal pattern. Five 
years’ experience. Can speak German 
Position must be in some western state— 
but have no card. Address T-80. in care 
of AMERICAN ARTISAN, 537 South 
Dearborn Street, Chicago, Ilinols. 7-3t 


























SPECIAL NOTICES. 














A gentleman of 20 years’ experience in 
the stove manufacturing business, and 
who has been the head of a large business 
in the East, wants to make connection 
with manufacturer in Middle West or 
Southwest. Has eminent qualifications in 
distribution end. Would make an in- 
vestment. Address B-18 in care of 


AMERICAN ARTISAN, 537 S. Dear- 
born St., Chicago, Il. 7-3t 
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SPECIAL NOTICES. 
- WANTED 


Salesmen on commission basis for 
an exceptionally good line of medi- 
um priced warm air furnaces. Ad- 
dress B-19, in care of AMERICAN 
ARTISAN, 537 So. Dearborn St., 
Chicago, Illinois. 9-4t 


~ WANTED 


Furnace Salesman to handle the 
Monarch and Niagara Line on com- 
mission basis.. Territory given. 
Address The Forest City Foundry 
& Mfg. Co., Cleveland, O. 9-3t 


SALESMAN WANTED 


To call on tinners and users of soldering 
gas stoves to handle our improved “NO-FAULT” 
soldering stoves. Exclusive Chicago market. Also 
wanted salesman for state of Michigan, Indiana, 
Iowa and Ohio. Liberal commission basis. This 
article can be taken as side line. Experience not 
required. Address, Economy Gas Stove & Mfg. 
Co., 980—1 1th St., Milwaukee, Wis. 8-4t 


WE WANT WORK 


We have the most complete 
plant for manufacturing metal 
novelties and specialties. We 
own and operate our own Mal- 
leable Iron foundry, Gray 
Iron foundries, Sheet Metal 
Stamping Works, do our own 
japanning and nickel plating 
and offer desirable induce- 
ments to close few additional 
contracts NOW. 


FANNER MANUFACTURING 00., 


CLEVELAND, OHIO 


WE WANT WORK 


3ufn 


WANTED 


Manufacturer with a well lo- 
cated plant on Chicago Belt 
Line wishes to increase lines. 
Good chance for enterprising 
inventor. Address BELT, 
in care of AMERICAN 
ARTISAN, 537 South Dear- 
born St., Chicago, Illinois. 
l-ufn. 


WANTED 


A well equipped manufactur- 
ing plant in one of Chicago’s 
Suburbs wishes an additional 
line to make in metal prefer- 
red. Associate partner’s 
interest can be purchased. 
Address FACTOR, in care of 
AMERICAN ARTISAN, 
537 South Dearborn St., 
































It’s a “stay satisfactory” 
job because for years he 
has repaired cracked and 
worn stove, range and 
furnace linings with 
DIXON’S STOVE 
CEMENT. <~@oe 
He. knows it runs absolutely uniform, drys 


quickly and may be fired soon after applica- 
tion. Write for folder No. 18-L. It tells all. 


Joseph Dixon Crucible Company 
Jersey City, N. J. 





“NEVER-BREAK” 


Steel Spiders, Griddles and Kettles 


WILL NOT Scale Of like cheap enamel. 

WILL NOT Scorch or Burn like light fry pans 

and skillets. 

WILL NOT Absorb Grease or Flavors like cast 
iron. 


CATALOG FOR THE ASKING, 2-L 
POLE LS 


Cc. N. HOOPER 
DUBUQUE, IOWA 
Vitreous Enameling 
TECHNOLOGIST 


Designs, builds and starts new plants, 
improves — and reduces cost, in 
those already established. 











“NEVER-BREAK” 

















TINNERS AND HARDWARE CLERKS— 
Write for our special offer to subscription 
solicitors, No experience required. Splendid 
opportunity to make money. THE 
AMERICAN ARTISAN, 537 South Dearborn 
St., Chicago, Illinois, 


No Tin Handles to come off. 


The Avery Stamping Co. 


Sole Manufacturers 
—— - BREAK” 


soe (&ilond 




















THE ORIGINAL 


Mrs. Potts’ Sad Iron Handle 


Made Successfully for Thirty Years by 


STANDARD HANDLE CoO. 


Ceveland 









GUARANTEED 
TO FIT ALL IRONS.- 





2455 Detroit Avenue 








Learn a Trade in Plumbing, Heating 
and Ventilating From a Man Who Knows 


Young men should learn a trade by practical in- 
struction, by thorough workmanlike methods and on a 
business basis, so that when they enter business they 
can secure a good position and advance quickly, and 
the best way to learn is at the 


LITCHFIELD TRADE SCHOOL, Libertyville, Ill. 











SHEET METAL WORKERS 


Learn PATTERN DRAFTING 
This Winter. ‘“‘It Will Pay You’’ 


We are headquarters for teaching Practical Pattern Drafting; our 
methods are shortened and prepared to meet competition with ex- 
pert mechanics We also lay ovt full sized patterns according to 
plans and specifications. A trial will convince you. 
WRITE TODA Y—“NOW"—FOR OUR FREE 
BOOKLET AND OTHER INFORMATION 


The National School 


O. W. Kothe, Prop. 3553 Olive St., St. Louis, Mo. 








CUT THIS OUT 








Chicago, Illinois. 1-ufn. 


AMERICAN ARTISAN AND HARDWARE RECORD 


Daniel Stern, Publisher and Proprietor 
537 South Dearborn Street, CHICAGO 


Please send us AMERICAN ARTISAN each week for three months. At the end of that time we will remit 
Two Dollars for one year’s subscription, or 50 cents in case we decide to discontinue. 


NE cds ucpoceduimspdvuaicessioesadevsnatoaveswanscseensecnecnserenneseesnemussernseosseoneenspetosubeseawantinasntisinesaeetnatite 


... State 





























































70 AMERICAN ARTISAN AND HARDWARE RECORD 





The Inland Steel Company 


Are Also Large Factors in 


Heavy Steel Products 


OUR advertising has dealt so largely with Inland Open Hearth Sheet Steel 
products that the impression prevails in many minds that we are a sheet 
steel mill only. On the contrary, three-quarters of our total tonnage is made 
up of the following products: 


Inland Open Hearth Steel Products 











Blooms, Billets, Slabs Merchant Bars 
Universal Mill Plates Sheared Plates 
Structural Angles Spring Steel 
Structural Channels Track Spikes 
Structural I Beams Track Bolts 

Z Sections Rivets 


Concrete Reinforcing Bars Tie Plates 


We make our own steel, vy the Basic Open Hearth Process, from our 
own strong northern Pig Iron, from our own Minnesota ores. 


Thus we control every step in every process, from the ore up, and leave 
nothing to the guesswork or caprice of any other source of supply. 


Inland Quality in these heavier products is just as pronounced, just as 
noteworthy, just as dependable as the now-recognized Inland quality in our 
Black, Galvanized and ‘‘Vismera’’ Sheets. 


Good sense and a proper regard for a certainty of good goods at the time 
promised, make it the part of every steel buyer—especially in ‘““The Inland 
States,” to tie to The Inland, not for sheets alone, but for all forms of steel. 


Send for our illustrated catalogs. They are worth having. 


INLAND STEEL COMPANY 
First National Bank Building, Chicago 


Works, Indiana Harbor, Indiana ‘ 


Branch Offices: ST. PAUL ST. LOUIS DENVER DALLAS MADISON, WIS 
° Pioneer Building Nat'l Bank of Commerce Bidg. 1618 Stout Street Praetorian Building 929 Spaight Street 





Ta! 
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OPEN “HEARTH 


CRESCENT METAL LATH 
FIRE-PROOF — VERMIN-PROOF 


Possesses all advantages of other kinds, but in addition it affords: 

Greater ease and rapidity of application, 

Perfect rigidity when in position, 

No possible waste of mortar, 

An absolute barrier to rats and mice, 

and is 

the most practical and economical lath on the market due to its strength and superior 
efficiency as well as its comparatively low cost. 
Is not Expanded Metal but is made from one-pass, cold rolled steel sheets of 26 and 
lighter gauges, 3-16 inch cross crimped and beaded every 1} inches. Keys 1} inches 
long and 1 inch apart. 



















Comes in two sizes: 
24x96 inches; packed 10 sheets (17? square yards) to the bundle. 
15x96 inches; packed 16 sheets (17# square yards) to the bundle. 


The openings are of ample width to allow easy passage of the plaster under pressure, 
and guarded by arches of the metal, prevent the plaster from going through too freely, 
and form solid and substantial keys, adding to the stiffness of the sheet. 


Wheeling Key Expanded Metal Lath 


Galvanized—Painted—or Not Painted 


In 4 gauges: 24, 25, 26and 27. 18x96 inch sheets, packed 15 sheets (20 square yards) 
to the bundle. 

When applied becomes a part of the wall— NOT A BACKGROUND —and insures 
absence of seams and cracks in the walls and ceilings; no stained walls caused by using 
green or wet wood lath. 











Ask for descriptive matter at once. 


Metal Shingles 


SIX STYLES 


Permanent, Artistic, Easy to Lay, One Cost (the first cost), 
Economical, Absolutely Weather-proof, No Upkeep. 







Sizes: 7x10 inches, 10x14 inches, 14x20 inches and 20x28 inches. 
Get our price list now. 
An excellent line for the Trade to handle and to use. 


BRANCH OFFICES & WAREHOUSES 


NEW YORK,CHICAGO PHILADELPHIA,ST.I9UIS 
KANSAS CITY CHATTANOOGA 











ALSO SALES OFFICES AT: 


DALLAS DENVER DETROIT LOS ANGELES 
PORTLAND SALT LAKE CITY SAN FRANCISCO SEATTLE 
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_Anti-Corrosive 
Rust- ae 





on TAIN 


Sheets and Formed Products 


The specification commended by ‘The Man Higher Up” 


Write for ‘‘Text Book on Corrosion’’ 


Ask your jobber 


The Stark Rolling Mill Co., 


Canton, Ohio 


Also manufacturers of Black and Galvanized Sheets and Formed Products 


<TtNCAN> 


~~? METAIN» 


<TONCAN> 



























service tests have proved the superiority of 





General Offices: Frick Building, Pittsburgh, Pa. 


our Copper Bearing Ternes. You should 
use no other. Shall we send particulars? 


Better than Theory 


Our Copper Bearing Open Hearth 


ROOFING TIN 


is more than theoretically good. Actual 


—— Sheet ana Tin Plate Company 








SS DISTRICT SALES OFFICES: 








Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia 


Pittsburgh 


Export Representatives: Unitep States Steg. Propucts Company, New York City 
Pacific Coast a0 Aon Unitep States StgEL Propucts Company, San Francisco, Los Angeles, Portland, Seattle 


St. Seite 








t _ = SS = SSS — 
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LABELLE into 
La Belle 


sheets is 
dependent upon 
conditions on the 
open market. 


We own our own 
sources of supply—mines, 
lime stone deposits, etc., 
and control every detail 
of production from the 
ore to the finished article. 


That’s the secret of 
La Belle efficiency. 
And it’s the cause of 
the efficiency of La 
Belle Open Hearth 
Sheets. 


They work up clean; 
cut without waste; bend 
easily without cracking; 
and are ideal for all sorts 
of stamped products. 


Look for the La Belle 
brand on every sheet. 


La Belle Iron Works 


General Offices: Steubenville, O 


Works: Works: 
Steubenville, O. Wheeling, W. Va. 


We Bank on YOUR 


Intelligence! 


Make your Knowledge and 
Education COUNT! 








A DURABLE SHEET METAL 


Means Economy and Dividends 
on Your Investment 


If we furnish you such a metal, you 
are going to be pleased and say 
so. You will send us REPEAT 
ORDERS. Our business will 
increase. 


You can only use your intelligence by 
reviewing the facts of the case. 
NOT what WE say, but what 
those who have used 


American Ingot Iron 








Say—Those who have used it are 
pleased, and are sending repeat 
orders. 


The Only Knockers of This 
Product Are Its Competitors! 


Are you willing to at least KNOW 
ABOUT it before buying? 


If so, tear out this ad, sign your name 
and address—we do the rest. 





PLATES SHEETS ROOFING 
WIRE BOILER TUBES 


The American Rolling 
Mill Company 


MIDDLETOWN $3 OHIO 


Licensed manufacturers under the International 
Metal Products Company’s patents. 


DISTRICT SALES OFFICES: 





CHICAGO = = = <= «= 313 Peoples Gas Building 
CLEVELAND - - - = 952 Rockefeller Building 
DETROIT = es eS = 614 Ford Building 
MILWAUKEE - «= ~ 222 Grand Avenue 
NEW YORK - . "851 ‘Hudson —_ Building 
PITTSBURGH - Oliver Building 
ST.LOUIS= = = 814 New Bank of Coammanien Building 
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This illustration is a reproduction of a full size section of our Panel Plate No. 2620 


CANTON 


The only Ceiling made which is accurate to js of an 
inch. All our Plates are trimmed on Four Sides. All out- 
side or Lapping Beads are Re-pressed on Special Steel Dies. 

All outside buttons in our Ceiling Plates have Die 
Punched Nailholes as shown in cut. 

We guarantee saving of 25 to 50% in the erection of 
our Ceilings over all others. 


Write for Art Metal Book illustrating designs and describing the con- 
struction of our product in detail. We carry a large stock and com- 
plete assortment of Steel Ceilings, Tin Plate, Black and Galvanized Sheets, 
Eaves Trough and Pipe at our branch warehouses. 


=a - 


Eastern Branch and Warehouse: Western Branch and Warehouse: 
THE CANTON STEEL CEILING CO. THE CANTON STEEL CEILING CO. 
Cor. 1lth Ave. and W. 25th St., New York City 206 S. 3rd St., Minneapolis, Minn. 
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BOOKS 
FOR SALE 


HE Publisher of AMERICAN ARTISAN 
will take pleasure in supplying books of 
whatever character, at catalogue prices, 

prepaid by express, to any address, on receipt 
of price. The following are lines specially 
represented: 


Sheet Metal Working 
The Foundry 
The Workshop 
Heating and Ventilating 
Plumbing and Drainage 
The Store and Office 








Send for Book Catalog 


PUBLISHER AND BOOKSELLER 
537 South Dearborn St., CHICAGO 

















DANIEL STERN 

















PERFORATED METALS 
OF EVERY DESCRIPTION 


MANUFACTURERS OF 


Perforated Steel Plates and Sheets (Black and Galvanized) 
Perforated Sheet Copper, Brass, Bronze, Aluminum, 
Lead, Zinc, Monel Metal and Other Alloys. 
Screen Plates and Sheets for Ores, Coal, Stone, Cement, 
and all kinds of 
Grain Cleaning and Sorting Apparatus 
For Centrifugal Linings, Filter Press Plates, Drying Floors, 
False Bottom Strainers, Extractor Baskets, Revolving 
Screens, Shaking Screens, Chute Screens. 

Grilles and Ornamental Screens for Radiators, Ventilators, 
Air Vents, Heat Vents, in Private and 
Public Buildings, made to suit local requirements. 


Perforated Tin and Brass of Standard Sizes carried in stock. 
Anything in Perforated Metal. 


ee HARRINGTON & KING PERFORATING © 


*6 10 NORTH UNION eee CHICAGO, nam U 








esse 0c. “NEW YORK C E 4 





























| HIGHEST EFFICIENCY 































OBTAINED 


By Use of Model ‘‘B’’ 


“STAR” 


Fire Retarding 


VENTILATORS 


(Patented and Trade Marked) 


CLOSED 











They combine skylight, quick exhaust with an auto- 
matic damper controlied by fusible link. In event 
of fire, tink parts and damper closeu by gravitv. 
stopping all draft but not affecting the light. 


MERCHANT & EVANS CO. 


& (The Premier Metal House in America.) 


1) Sole Manufacturers. Also High-Grade Roofing 
Cc and Bright Tin Plate. 


PHILADELPHIA 











NEW YORK BROOKLYN CHICAGO 
BALTIMORE WHEELING CLEVELAND 
KANSAS CITY DENVER 
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New York 


This We Offer In Return for Your Patronage— 


a branch in every part of the country to give you any information you may desire and to promptly attend 
to your wants in sheet metal building products. 


Our facilities are excellent for prompt shipments. 


Get acquainted with the nearest Berger Branch today by way of the post card 
route. Their acquaintance will prove of value some time this season. 





**World’s Largest Sheet Steel Manufacturers.” 





Minneapolis San Francisco 





General Office and Works of 


The Berger Manufacturing Company 
Philadelphia Canton, Ohio 


| TANNER ann COMPANY 


EXCLUSIVELY WHOLESALE 
TIN PLATE.SHEET IRON &METALS 
TINNERS SUPPLIES GENERALLY 


INDIANAPOLIS, IND. 











WE HAVEIN STOCK 


OUR SPECIALTY: 

EVERY THING ATINNER i 2<-=— "| QUALITY, QUANTITY 

i NEEDS FROM A RIVET | —===== =A ===—-——--) AND ASSORTCIENT 
TO A SQUARING SHEAR | 5523555 gio. <<==<—= —| NONE BETTER ANYWAERE. 


96 





INDIANAPOLIS THE CITY NEAREST CENTER OF POPULATION 
HAS EXCEPTIONALLY FINE DISTRIBUTING FACILITIES. ABOVE ILLUSTRATION 
REPRESENTS THE NUMBER OF: RAILROADS ENTERING THE CITY 


oA ‘ esvcnme 
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Madefrom GalvanizedTin and PaintedTin 
Storm, Rust and Fire Proof 


increase business? 
Thais your opportunity. Write for cata- 


National Sheet Metal Roofing Co. 


JERSEY CITY, N. J. 








ROOFING 
SLATE 


Write 


For 


Prices 


THE AULD & GONGER CO, 


Manufacturers and Dealers 


999 Prospect Street - Cleveland 





COPPER CONDUCTORS 


COPPER EAVESTROUGH 
COPPER ELBOWS AND SHOES 


COPPER 


Rivets-—Sheets—Soldering Coppers—Nails 
Plates—W ashers—Tacks—Rolls 
Gaskets 


WRITE FOR PRICES 


C. G. HUSSEY & CO. 

















PITTSBURGH, PA. = 
The “CENTENNIAL’’ 
RAIN-WATER-CUT-OFF a 








The strongest, most dur- 
able and cheapest CUT- 
OFF on the market. 
The only single cut-off 
made to fit Corrugated 
and plain pipe 
and which can be 
used without ex- 
tra pipe or elbows. 
For sale by all 
ead ing jobbers, 
Manufactured only by 


THE SULLIVAN-GEIGER CO. 
501-509 Madison Ave., Indianapolis, Ind. 


IT WILL PAY YOU 


To illustrate your advertisements in 
your local papers. A sheet of comic 
advertising cuts sent on application, 
_ These cuts are furnished with catch- 
lines showing their application to the 
hardware, stove and tinners’ trade. 
Address 
DANIEL STERN, 
537 South Dearborn Street, 
Chicago, Illinois 

















Get After That Slope-Roof 
Business 


with{Cortright Metal Shingles—they open up a field hitherto 
closed to you and don’t interfere with your regular flat-roof 


aig Cortright | 
Metal Shingles 


point the way to new profits. They are replacing wood shingles 
and stone slate for sloping roofs everywhere, and have the en- 
dorsement of the architect. 

Cortright Metal Shingles are rightly a tinners’ proposition. All 
we ask is your co-operation. 


If you are willing to handle the business we’ll do our share in the work, 
and help you to close sales. 


Cortright Metal Roofing Co. 
Philadelphia and Chicago 














FRIEDLEY-VOSHARDT CO. 


MANUFACTURERS OF 


Architectural Sheet Metal 


Ornaments, Statuary, etc. 
All Kinds of Stamped and Spun Work 


Art Metal Ceilings and Side Walls 
Send for Architectural Sheet Metal Catalog 
No. 31 


General Offices, 733-737 S. Halsted St. 
Factory, 761-771 Mather Street 


CHICAGO, ILL. 

















MANUPACTURERS OF 
Steel Ceilings and Side Walls, 
Cornices, Skylights and 


Fireproof Windows, Roofing 


Eastlake Metal Shingles, Prepared Asphalt Roofings. 
SEND FOR CATALOGUE. 


The W. J. BURTON CO., Detroit, Michigan 








a 
ya 
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We make the purest practical quality Open Hearth 
then further improve it by hammering. (Hammer 
strikes with force of 800 tons.) 


SCOTT’ SEXTRA COATED 
HAMMERED ‘cust ROOFING TIN 


is made the most desirable working quality. 
It has a rich tin coating, well applied. 


Follansbee Brothers Co. 
Manufacturers PITTSBURGH, PA. 








WANhb: «| METAL TILE ROOFING 


of Mullins Make is the Kind that Endures. 
It is simple in construction—positively storm and water tight. 
Guaranteed to remain in perfect condition for years, when put 
on according to directions. Expansion and contraction 


thoroughly provided for. 
Widely conceded to be the most attractive and 


satisfactory roofing made. 

Also manufacturers of Cornices, Building Fronts, Garlands» 
Medallions, Enriched Moldings, Capitals, Finials, Tympanum 
Panels, Rosettes, Faces and other architectural ornaments. 
Thousands of designs to choose from. 

Cornice.makers and the building trades will find our prices 
attractive and shipments prompt. Tell us your wants a he 
partes kind of Sheet Metal Work you are interested in. 

Ca ues will be mailed you at once. Discounts to the 
trade upon application. 


THE W. H. MULLINS CO. 




















209 Franklin Street SALEM, OHIO 








ct A The 





“GLOBE” Ventilator 


in COPPER, GALVANIZED IRON 
and with Glass Tops for Skylight purposes. 


ABSOLUTELY STORM PROOF 


For Perfectly Ventilating Schools, 
Churches, Halls, Mills, Factory and 
Audience Rooms of Every Character. 


mee SMOKY CHIMNEYS CURED 
ET ee ‘“‘GLOBE VENTILATED RIDGING” 
SEND FOR PAMPHLET 
Manufactured by 


GLOBE VENTILATOR CO, Troy, N. Y. 





Patented and 
Trade-Mark 
Reg. U.S. Pat.Off. 

















“LEE” VENTILATORS |||.) yy ou. 


Standard Ventilator 


have been for the past thirty years the stand- 


ard of perfect ventilation. Under the most 
is simple and strong. Never needs attention. 











trying conditions they have proven that they 
are built on the only correct principles. “Lee” cena ee ee 
Ventilators are now in use upon every style Sold by leading jobbers everywhere, or write 
PR saeeceaite of building. us direct. 
ur booklet gives a detai escription showing the great variety of styles 
and sizes they are made in. When writing for the Sak A. for ade Giscunt. Standard Ventilator Co. 
: Mi ; : a Lewisburg, Pa. 
(32 Second Avenue Cincinnati, Ohio sT, I oO N” 








Silent Running, Center Lift 


ELEVATORS 


SZ. PULLMAN COWLS || |e a 


== Bal Admit fresh air without a fan, and exhaust 


natural methods rite for book. 
PULLMAN AUTOMATIC VENTILATOR MFG. CO., YORK, PA. | AMERICAN ARTISAN 
Ads Bring Results. 
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No. 9 Steel Body ‘‘Little Black- 


Machines That 
Help You Save 
Time & Labor 
In Your Shop 














No. 14 ‘Little Blacksmith ”’ 





smith” Slitting Shears. 


Designed to cut sheets any length or 
width either straight or to irregular 
pattern, No. 10 Gauge or lighter. 








If you have anything of a 
special nature, send your 


troubles to us. We welcome 








Deep Throat Punch with 
Both Attachments. | 


Takes Punches as large as 2”. Capacity 


1” hole through }” Iron or equivalent. 








Our Machines are compact 
and have the least number of 
moving parts,and haveproven 
conclusively that they are the 
most efficient machines on the 








such inquiries. 





Made in three sizes. 


“The Little Blacksmith’? Combined 
Punch Shear and Bender. 


work. The price will surprise you. 
Ask for Catalog 


market. 





Will do a large variety of 








“Ask The Man 
Who Owns One” 


Over 18,000 Now In Use 





























No. 3 *Little Blacksmith ”’ 
Angle Shears. 


Cuts and Mitres 2}x2}x}” Angles or 
smaller. Cuts Flat Iron without chang- 
ing blades, also Channel Iron. 


Remember! 


Thirty-two Years injthe Same Street 


The Same Line of Business 


Sheet Metal Working Machinery 
for Hand and Power 


L 


No. 16 ‘Little Blacksmith ”’ 
Combination Deep Throat 


Punch and Shear. 

Quick changing Punches and Dies. 
Throat 16”, Punches 3” hole in }” with 
Stay Bolt, Shears }”. 

The Design shown above Machine was 
punched and cut on this Machine. 














Sheet Metal Working Machinery 


H. WEISS & COMPANY 


No. 20 Cliff Street, New York, N. Y. 
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PLECKER’S CORRUGATED 
EXPANDING CONDUCTORS 


WILL NOT BURST WHEN FULL OF ICE 


HAVE NO CROSS SEAMS. MADE OF GALVANIZED IRON IN 10 FT. LENGTHS, 


The Clark-Smith Hardware Company 
PEORIA, ILLINOIS 

















cut down. 


point. 


ing of iron —no waiting. 


day. 


Makers of 








The High Cost of Heating 


Your soldering iron is an expense that can easily be 
In the first place, you are heating the 
entire iron when you use only a small surface at the 
Secondly your fire pot heats the room you are 
working in—a total waste of heat. 


In the NEW MARVELL SELF-HEATING SOLD- 
ERING IRON we have combined fire pot and solder- 
ing iron. The heat comes from the inside and is where 
you want it—in the point. 
and the same degree of heat always. 


The point is always hot 


The NEW MARVELL SELF-HEATING SOLD- 
ERING IRON operates at a cost of two cents a 


Can you beat that for economy? 


Let us send you our catalog 


von, @iklin& @'inc. 


Conductor Pipe, Eaves Trough, 
Stove Pipe, Elbows, Etc. 


There is no cool- 





Baltimore, Md. 











guarantee it. 
own one. 


25-27 Union Street 


BEST BY TEST—IS THE VERDICT 


of all the users of the 
“Neuerinit” Gasoline Torch 


The best quart size torch on the market. 
do twice the work of any quart size torch made. 
Every Tinsmith and Plumber should 
Sent on receipt of price. Express paid. 


Torch only $6.00. Soldering Iron Rest, 50c extra. 


GLOBE GAS LIGHT Co. 


BOSTON, MASS. 






It will 
We 














Standard Gasoline Firepot 


(Sherwood Improved) 
The only line of Firepots in the world equipped 
with Sherwood’s improved Jacketed Pump 
for protection of pump from the gasoline and 
he gasoline from the lubricating oils, 


Especially di ed for Tinners, Plumbers and 
Electricians, rite today for circulars. 


CARTER PAINT COMPANY 











Liberty, Ind. 


Red-Hot Fire Pots and Torches 
Are Guaranteed 


to sell, stay sold, 
and to give satis= 
faction. Try the 
No. 57 Fire Pot— 
it’s a wonder and a 
big fuel saver. 
Strong, durable 
~ tank of galvanized 
iron, powerful burn- 
er, with sub-flame, 
= “4 i burning from sides 
Fey * to .~ oo 
i ing for 12-lb. cop- 
ec pers and a pot of 
No. 57 Red-Hot Fire Pot. metal at the same 
Price Each, $6.00 Net time, if desired. 
Jobbers will supply at factory price, cash to 
accompany the order if sent to the factory. 
Send for Free Catalog 


ASHTON MFG. CO. 
13 Alling St., Newark, N. J., U.S.A. 

















SOLDERING FURNACE 


is what you want for your 


SPRING WORK. 


Write for latest catalog showing im- 
provements. PARCEL POST will 
bring repairs to you. All new parts 
fit old furnaces. 


Burgess Soldering Furnace Co. 
Dept. A. COLUMBUS, OHIO. 


. “Always Reliable’’ 


B. Kerosene Furnace 


is a money- 
making 
equipment. 

\, Two quarts of 
kerosene will 
burn as long 
and doas much 
work as four 
quarts of gas- 
oline. You are 
saving one- 
half. The B. 
Furnace wil] 
ay for itself 
ina short time. 
Itis safe. Itis 
durable, with 
autogenou sly 
welded joints: 
Heavy metal con- 
- struction. Ifyour 
jobber does not 


Stock this article 
Price 











fj *: § 


Manufactured 


by 
Otto Bernz 


NEWARK, N. J. 

















Is when you have 
“hustle up” repair 
work that demands 
the use of perfect 
Working Fire Pots 
m.. and Torches. C 
& L. Fire Pots 
and Torches pro- 
duce PERFECT 
GENERATION and 
are GUARANTEED 
TO GIVE SATI- 
FACTION IN THE 
HANDS OF THE 
USER. 


Your nearest jobber 
imines will supply at factory 
° ice we will shit 
. No. | Fire Pot “+ ctl aly hang 
Price each, $6.00 net. panies the order. 
SEND FOR BOOKLET—IT’S FREE. 


CLAYTON & LAMBERT MFG. CO. 
Detroit, Mich., U. S. A. 


Advertising is 
Business Bait 


Twenty Below Zero 





ON &LA 
Si Ae >. ide 


No,1. 
TROIT,MICH U.S-A* 
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Pexto Shop Hints 


No. 4, Equipment for Roofing Jobs 


N OW’S a good time to look over your kit, and then into 
i‘ our Catalog. You can save time and money in finish- 
ing those roofing-contracts, whether in flat or standing 
seam, if your equipment of 100% efficiency tools is 
complete and up-to-date. 


You'll find anything you need in our extensive line of 


Guaranteed Tools for Roofers 


Among others they include such useful items as P. S. & W. 1819 Original 














REG. Vv. S. PAT-OPPQ 




















1. The 1819 Original a~ Se 








Snips (Straight or Circular), Hercules Combination Snips, Setting and Rivet- & W.Sn 
ting Hammers, Roofing Tongs, Hand-Roofing Double Seamers, Burritt’s “ aNeP. 
Roofing Double Seamers, Burritt’s Cross-Lock Seamers, Wood Roofing 2. Hand Roofing Double 
Folders, Mallets, etc., etc. Seamer. 
(4) 3. Setting Hammers, }" up 
to 1%”. 


Write for catalog 10-A, second edition, describing the largest, oldest ang 
best line of Tinners’ Tools and Machines manufactured. This line was ty a 
first in America and has had unquestioned supremacy for nearly a century. 


4. Stow’s Improved Roof- 

ing Tongs, easily adjust- 
Every tinner should have our large, handsome display card, ed rs - different widths 
“Pexto Shop Hints,” on which are printed valuable reference @ locns. 
tables and information for daily use in the shop. You can tack it 
up in a convenient place and have the information handy when 


you want it. Sent free at your request. 


5. Squeezing 





Kem The Peck,Stow & Wilcox Company 
- MANUP’RS 0122 hector Commenters Manticen Bhecsrisians. cee. 
/ SOUTHINGTON, CONN. NEW YORK, N.Y. CLEVELAND, OHIO 
Address correspondence to 24 Marray Street, New York City 








@t0. U.S. PAT. OFF eo. vu. &. PATE 





Power 
Squaring or Gap 


Shears 
OF ALL LENGTHS AND FOR ALL GAUGES 


SUBSTANTIALLY BUILT 
EXCELLENT WORKMANSHIP 


Thi 

will Cut fin Attractive Prices and Quick Deliveries 
tock 13 ft. , 

long; made 

in ail Sizes, THE D. H. STOLL CO. 
forallGauges 31 Lansing Street, BUFFALO, NEW YORK 








You can cut IRREGULAR CURVES with the 
“Quickwork”’ Rotary Shear 


q@ It will cut holes 3 inches in diameter and larger without cutting in 
from side of sheet. This feature is of the greatest importance to Furnace 
Installers for cutting openings in casings, domes, elbows, in fact any 
irregular fitting. 

q The “Quickwork”’ cuts fast—five times as fast as when done with hand 
snips. It leaves the edges so flat that it gives a finish equal to die work. 
You'll be surprised to see how perfect the cuttings are. We will send 
you some sample cuttings and our literature. Write for them today. 


H. COLLIER SMITH 


Maker of Sheel Metal Workers’ Machinery 
814 Scotten Avenue Detroit, Mich. 
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Don’t get the idea that the 


Chicago Steel Brakes 


are high in price just because 
they are the highest class brakes 
made. Oh,no. They are sold 
at a very reasonable cost. You 
will be surprised how low. 


8-foot for 16-gauge and lighter. 
Made in all sizes. 
DREIS & KRUMP MFG. CO. 
Halsted and 29th Streets 
CHICAGO 














Slip Roll Former 


Tools for Sheet Metals 


INCLU DING 
Tinners’ and Roofers’ Tools, 
Shears, Punches, Presses and 
: , Dies, Can-Making Machinery 
Madeby NIAGARA MACHINE & TOOL WORKS 


BUFFALO, N.Y. 
















THE “RAPID” SLITTING SHEAR 


FOR ALL SHEET METAL WORKERS 


Cuts No. 16 iron or he. grab , any width up to 15inches. Scaleontable. Adjustable 
Bearings. Best T Steel-Cutters. Weight about 300 lbs. Made fer service. 
Cuts iron for valleys, ridge roll, gutter, cornice, skylight bars, etc. Very fast. 


OTIS L. FULLER GOSHEN, IND. 











wHaT RUBY FLUID reaty is 


A perfect soldering flux, anti-rusting, non-poisonous, 
non-cerrosive and non-explosive. To prove its anti-rusting 
| and non corrosive qualities we ship it, and even store it, in 
| tin cans, with a wood jacket for protecti on. Ask the fol- 
lowing Jobbers: 

BREGER BROS. CO. Philadelphia. Pa. 

J. M. & L. RN 





A SAMPLE FREE. 


The Ruby Chemical : 157 W. State St 


Formerly of Johnstown, Ohio COLUMBUS, OHIO 

















Berger’s 
Wrought Star Ears 


This is as fine an ear ascan be made. Ever 
piece is perfect, with fine finish, nicely tinne 
same size and thickness as our malleable Star 
ears, No. 30 corresponds to malleable No. 3, etc. 
Furnished in gross boxes or in bulk to suit the 
purchaser. Samples mailed free upon request. 


Berger Bros. Co., Mfrs. 


Warerooms and Factory: 


100 to 114 Bread St., PHILADELPHIA 














For Our Advertisement 
This Week 
See First Cover Page 


AMBLER, HOLMAN & CO. 


565-571 West Washington Blvd. = = CHICAGO, ILL. 


— PUNCH 


This Lever Punch 
is made any re. 
quired size. © |¢ ;, 
a convenient too| 
for Punching 
| plates, bar S O1 
y angles. 
We build a com: Jet 

line of Shears, Punches 
and Bending Rolls, all 






Write for Catalog “Re 


BERTSCH &CoO,. 


CAMBRIDGE CITY, IND. 


BOOKS 


FOR SALE 


In these progressive times 
no one can afford to under- 
estimate the importance of 
good industrial books. The 
following are some of the most 
useful books in our catalogue: 


Tin, Sheet-Iron and Copper Plate 
Work, by L. J. Blinn. Price. . .$2.50 


AMERICAN ARTISAN Cor- 
nice Work Manual. Price... . 3.50 


AMERICAN ARTISAN Man- 
ual of Receipts. Price....... 3.50 


Tinners’ Helper and Pattern Book, 
by H. K. Vosburgh. Price.... 1.00 


Sheet Metal Workers’ Guide, by W. 








O.8. Coane. Piles... ........ 60 
AMERICAN ARTISAN Hot 
Water Manual. Price....... 3.50 


Steam and Hot Water Fitters’ Text 
Book, by Thos. E. McNeil. Price. 1.00 


Faraece Heating. by Wm. 6. Snow. 


Hot Water Heating. Steam and Gas 
Fitting; Acetylene Gas — How 
Generated and How Used, by Jas. 

J. Lawles.:: Peiee........... 2.00 

Heating by Steam and Water, by 
Charles B. Thompson. Price... 3.00 


Practical Hints on Joint Wiping. 


Pa ieee he Eas 25 
AMERICAN ARTISAN Win- 
dow Display Manual......... 3.50 


Modern Plumbing, Steam and Hot 
Water Heating. by Jas. J. Lawler. 


DS io ee eS Fea 8h axe 4.00 
AMERICAN ARTISAN Manual 

of Business. Price.......... 3.50 
AMERICAN ARTISAN Adver- 

tising Manual. Price........ 3.50 


Address all orders and in- 
quiries to 


DANIEL STERN 
Publisher and Bookseller 





537 South Dearborn St., Chicago, Ill. 

















THe AMERICAN ARTISAN 
Ads Bring Results. 
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i A Suggestion to Farsighted Dealers 


ch Business will be exceptionally good this year. 


Naturally you want your full share of it. But wanting alone won’t 
get it. You've got to plan and work. You must be right ‘‘on the 
spot” all the time. Let us help you. 























Write for our Complete Catalogs, now ready, of the following lines: 


Sporting Goods and Fishing Tackle, 
Cutlery, Mechanics’ Tools, | 
Builders’ Hardware, General Hardware | 


We carry a complete stock of High Grade and Popular Priced Hard- 
ware. We aim to give the Best Service possible. We succeed in 
doing so. Our rapid service and prompt shipments give satisfac- 
tion. Our customers back our claims. 


Write Us Today. 


BULLARD & GORMLEY CO. 














173-175 N. State St. 8-10 Couch Place 7-9 E. Lake Street 
‘CHICAGO, ILLINOIS 
= ——__l 














AMERICAN ARTISAN AND HARDWARE RECORD 





Td YouNGsTOWN SHEET AND IUBE 
GOMPANY 


If You Had to Chew Nails 


You Would Want Them Clean 


Lathers have a habit of putting nails in 
their mouths and in order to furnish them 


a clean, sanitary nail, approved by the 
Lathers’ Association and Boards of Health, 


we are producing 


Sanitary Blued Lath Nails 


Packed in Sanitary Paper-Lined Kegs. 


Samples and base price submitted upon request. 








Approximate Advance 
Length | No. to Lb. Over Base 


I inch | 17 1558 1.35 
I 1351 1.25 
I 1015 -90 
I 778 75 
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| SS oy ee 
Ol PONT |) SSTEEL & WIRE co's7/ 
a) Ve 


SMOKELESS | | peste 
POWDERS | | Set 


Noted for Their Reliability 










SS eis Ree 





oe’ 


and Uniform Quali ; 
: ty | To Manufacturers: E 
; Let us figure with you on your springs. 
' HEN ordering shot We are thoroughly equipped to handle : 
F specifications for all kinds of springs, made e 
shells, tell your jobber , ' to suit the most exacting requirements of §& 

; : elasticity, temper, strength and durability. 

you want them loaded with We make all shapes and tempers, adapted 

‘ Ps to every use; and with large capacity can 

either Dupont, Ballistite or re ceeie dabuar 


We can assist you in adapting standard 


forms, or figure new designs in flat or round 


Schultze powders, which are 


steel. Our experience is at your disposal in 


WIDELY ADVERTISED Do te ce ee | 
any way that we may be of service. We 
AND # «solicit the favor of your’ inquiries 
QUICK SELLERS ob Springs Catalogue furnished upon appiicat 








We Make 


American Wire Rope Barbed Wire 
are demanded by trap and | Aeroplane Wire and Woven Wire Fencing 


Du Pont Smokeless Powders 








field shooters who realize the Strand Fence Gates 
; ; Piano Wire Steel Fence Posts 
importance of velocity, pene- | Mattress Wire Concrete Reinforce- 
° © Weaving Wire ment 
tration and pattern when ae Wd Springs 
game or trap shooting. 7) Fence Wire Sulphate of Iron — 
: Flat Wire Poultry Netting 
Flat Cold Rolled Steel Wire Rods 
Wire Hoops : Juniata Horse Shoes 





For booklets, hangers and gun Electrical Wires and and Calks 
club promotion plans address Cables Shafting Cold Drawn 
Department 12. Rail Bonds Steel 

Bale Ties, Tacks, Wire of Every 
Nails, Staples, Spikes Description 








We issue separate cutalow for each of these. Gladly furnished upon application 


American Steel & Wire Co.’s Sales Offices 


fF 
E. 1. du Pont de Nemours CHICAGO 72 West Adams Sireet — DENVER First Nat'l Bank Ride. 
: NEW YORK 20 Chureh Street SALT LAKE CITY 
reet 


WORCESTER 91 Greve Street 726 South 3rd West St 
* BOSTON 120 Franklin Street SAN FRANCISCO 16th & Folsor 
0 PITTSBURG Frick Building == poRTLAXD Ninth & Erving Stx 
: CINCINNATE Union Trust Building SEATTLE . & Conn. S 
CLEVELAND Western Reserve 
DET ROIT Fore . — ae paseo mn & Central A 
HY ’ ry ST. LOUIS y « n dg. “sana raga eee : 2. 
America’s Pioneer Powder Makers siueutel’ Mek chMdaee Bide, . XEWYORE — United States Niet 
Products fe., 36 Church St 


ST. PAUL-WINNEAPOLIS 


Pioneer Bnilding, St. Paul Export Representatives 





WILMINGTON, DELAWARE 
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AMERICAN ARTISAN 
HARDWARE R RECORD 


Will Give Away 


$100.00 In Cash Prizes 


FOR THE MOST ATTRACTIVE 


WINDOW DISPLAYS 





PRIZES WILL BE AWARDED AS FOLLOWS: 


FIRST PRE a wt. an Ce 


for the Best Photograph and Description Received of Window Display of Hardware. 


SECOND PRIZE 3 f-°.3 4 . . . $25.00 in Gash 


for the Photegraph and Description Second in Excellence. 


THIRD: PRIZE Foo Bh... RE an Cash 


for the Photograph and Description Third in Excellence. 


FOURTH: PRIZE ...2 .. . . . 9130.00 in Cash 


for the Photograph and Description Fourth in Excellence. 





THE CONDITIONS 


Photographs with descriptions may be sent by mail or express, charges prepaid, and must reach 
this office not later than August 15,1913. Address all pictures to AMERICAN ARTISAN AND 


HARDWARE RECORD, Prize Competition, 537 South Dearborn St., Chicago, Illinois. 


The photograph and description must be signed by a fictitious name or device, and the same name 
or device must be put on a sealed envelope containing the real name and address of the contestant. 
Enclose this sealed envelope with the photograph. 


AWARD OF PRIZES 


A competition committee of three will be appointed, one of whom will be an expert window dresser 
and one an experienced hardware man. This committee will pass upon the merits of all photographs 
and descriptions received, without knowing the names or addresses of the senders, and will decide 


the winners of the contest. 


AMERICAN ARTISAN AND HARDWARE RECORD reserves the right to publish all photo- 
cee and descriptions submitted in this competition. 
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BW ENDERS OAK LEAF 
mor F Saws 
EA! Mean 
Capacity 


Mechanics and tool users 
of experience are extremely 
critical in their choice of a saw— 
it must be fast cutting, run easy, be 
properly ground and, above all, hang right. 


OAK LEAF 
Hand Saws 


are correctly taper ground; properly proportioned 
thin back blade; bevel-filed and accurately set 
teeth, all ready for immediate use. 


OAK LEAF Hand Saws have polished and 
etched crucible spring steel blade; carved and 


varnished applewood handle, with just the right 
hand hold. 














An illustrated folder, “The Story of 
Oak LEAF,” sent anywhere on request 


Prices from our salesman or write us direct 






W“ENDERS 


OAK 
LEAF 


ST.LOUIS,US.A 


Simmons Hardware Company 
INCORPORATED 
Manufacturers and Distributers 


PHILADELPHIA, PA. ST. LOUIS NEW YORK CITY 
SIOUX CITX, IOWA is TOLEDO, OHIO 
WICHITA, KANS. U.S. A. MINNEAPOLIS, MINN. 
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Testifying to the 
Great Growth 
of a Business 


These two volumes tell 
a graphic story of the 
enduring merit of 
DISSTON BRAND 
goods. They illustrate 
how, in each succeed- 
ing year, the books 
which hold our records have grown and grown until we see here the 
strange contrast presented by this little book, weighing five pounds, 
containing the earliest entries of the DISSTON business for several 
months, and one of the big books, weighing 38 pounds, required today 
to register a single month’s sales. 


But yet more wonderful is the fact that many of the firm names appear- 
ing in the first book are still to be found in the present one. Year_after 
year these names have reappeared upon each new set of books. 


We can name a long list of hardware jobbers that have been continuously 
buying from us for more than fifty years. For a lesser number of years 
they are recorded in ever-increasing numbers, as new firms appear, or 
others at length stock DISSTON Saws, Tools and Files in response to 
the demands of their customers. 


When we say that the leading concerns in the hardware jobbing trade 
have been repeating their orders for DISSTON BRAND goods year 
in and year out for nearly three-quarters of a century, we believe it is 
the strongest testimonial any firm could have on behalf of its products. 


“There must be more than ordinary merit in that 
brand of goods which creates and satisfies an ever- 
increasing demand over a long period of time.” 


HENRY DISSTON & SONS 


INCORPORATED 


Keystone Saw, Tool, Steel and File Works 
Established 1840 PHILADELPHIA 
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“x 
NICHOLSON FILES es 
“rm 
Best Known—Best Value at 
con 
Easiest Sold a 
V2 oR 
NICHOLSON prestige is world wide—built up by nearly half a century “* 
4 of service. ante 
as Superior quality, coupled with systematic advertising that goes to Sete 
es every known class of file user, sends new customers to your store every day. Fiohsa, 
SA Gsa 
ee The saving of time and energy in selling NICHOLSON Files rather than ws 
ite, arguing a “‘Just-as-Good” kind, is more than enough by itself to justify your sity 
USA . ° 
stocking th : oe 
ty ocking this brand is, 
fs ANY REPRESENTATIVE JOBBER WILL SUPPLY YOU ah 
sy, Our new Catalog is the only one ever printed showing actua! photo- ae 
SA graphic reproductions of Files. Of vital interest to salesmen and buyers. = 
4 Sent FREE on request. oe 
=. NICHO 3 fo 
P% LSON FILE CO. Providence, R. I. 23, 
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For Thirty Years the Standard 
AGATE NICKEL-‘STEEL WARE 


The superiority of Agate Nickel-Steel Ware 
over all other makes of culinary utensils con- 
sists largely in the fact that the enamel is so 
hard that the fusing point is not reached until 
the nickel-steel of which the articles are made 
is about ready to melt, thereby combining with 
the pure vitreous composition and forming a clinch and perfect union. 
No heat or acid can destroy that joint. 


Agate Nickel-Steel Ware is double coated with a hard vitreous 
covering, presenting a smooth, highly polished and beautifully mottled 
gray surface. 

MR. DEALER:—Do you realize the prestige of handling wares that 
are the bestP Every customer that buys Agate Ware from you is satisfied 
—he will come again. He knows you give Value. 





Send for catalogues and prices at once. 


LALANCE & GROSJEAN MFG. CO. 


NEW YORK 1900 S. Clark St., CHICAGO, ILL. BOSTON 
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BURL “LITTLE GIANT" COLD BLAST LANTERN | ° 


Is the Latest Addition to the BUHL Complete Line 














HEIGHT 13 INCHES SHORT GLOBE EASILY CLEANED 








BUHL ROYAL TUBULAR LANTERNS 


Judicious Buyers Will Secure Our Prices Before Buying 


A quarter century of experience in the building 
of lanterns backed by a reputation for good 
material and workmanship, is proof that Buhl 
Lanterns are not an experiment. 


Note 


Bottom lift which secures all the advantages of a 
side top lift lantern, and eliminates the necessity 
of tilting globe back when lighting. - 


Send for Particulars and Prices 


BUHL STAMPING COMPANY 


Third and Larned Streets ° - DETROIT, MICHIGAN 
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New Line Universal — Customer: 
(eosin 
Y} 


SS 


That’s the business asset the Sturges line will bring to you. 
The excellence of their construction makes them long 
lasting, with the most satisfactory service. 

They are built to make possible the highest degree of sani- 


j tation in dairies. Dairymen are quick to recognize their 
j value. Why not get in touch with us at once and learn 
/ about the profits and reputation you can build with 
/ 

: uroes 

: 


Clothes Wringers 


¥s 


SSSSSSSSSSSsSSsss 






SMS SESE 






Milk C& 
ymuikK CANS 
They are made of finest quality steel plates—tinned and y 


| 
re-tinned. Reinforced top and bottom, seamless neck // 


YY) 
y 
), 
Ypp, and tubular handles are big points in their making. Uy) 
7 They are sanitary because all inside seams are soldered yyy 
smooth, making them easy to clean and keep clean yy 
YY Yy 
YY 


economically. 
fp, Write today for our dealer’s prices—let us prove to you 77 Uy 
YY the profits you can make with the Sturges Line. 


|) STURGES & BURN MFG. CO. / 
508 So. Gree: | 
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Plain Bearings and Steel Ball Bearings 
Spiral Pressure Springs Enclosed Cog Wheels 
Packed 3 in a case. 
Plain Bearings 

No. 310 E Rolls 10 x 134 inches. 

Me Le ie | a et aie 

Steel Ball Bearings 

No. 317 E Rolls 10 x 134 inches. 

* fee = eee 























wae Write for 
Catalogue 
No, 75 





| YY y ] 
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Same style made in folding bench. Send for catalog «*A”’ 


ie 
MG ILM ELS 


The American Wringer- Co. 
99 Chambers Street, New York. 

















Eagle Mop Wringers and Buckets Combined 
are known the world over—Janitors, Porters and 4 
all who have the care of floors will have no other. 


Your Jobber has them. If not, write us and we 
will supply you. 


CAUTION—Dealers will take notice of infringe- Qi 
ments and imitators. 


We Will Protect Our Patent Rights 


The Eagle Woodenware Mfg. Co. 


Sole Manufacturers and Owners of Patents 


Hamilton, Ohio 






































You Should Order 
the TIGHTNING 


now—for shipment later if you 
like. They are always in demand 
and well advertised. They are 
easily sold and stay sold, which 
means {a good NET profit to the 
dealer. They bring trade and Ging 
help to keep it. Do it now. VE ee 
‘Your Jobber Will Supply You “G 


NORTH BROS. MFG. CO., PHILADELPHIA, PA. 
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“Vandor” Vanadium No. 2134 Hammer 


ROP Forged from Vanadium Steel—the toughest 
tool steel made. Second growth hickory handle. 
Perfect balance and grip. Absolutely warranted. 
‘“‘Vandor’’ Vanadium Hammer is a trade builder be- 
cause it has the quality that gives the purchaser confidence 
in you store and in the goods you sell. 
Write for our proposition. 


VAN DOREN MANUFACTURING CO. 
CHICAGO HEIGHTS, ILLINOIS 


DISTRIBUTORS—Anmbler, Holman & Co., 565 W. Washington Blvd., Chicago; E. B. Sutton & Co., 356 Market Street, 
San Francisco, Cal.; A. P. Worthington, 1220 San Pedro Street, Los Angeles, Cal.; Keating Sales Co., St. Louis, Mo. 


























IMPROVED ADJUSTABLE 


“S” Nut Wrench 


This wrench is 
ZA . especially handy 
ye and useful in 
corners where 
the ordinary 
monkey wrench 
is practically 
useless. ¢ 

All parts‘are extra 

strong. The operating 
nut is steel, and the 
sliding jaw a steel 
drop forging. Every 
partisinterchangeable. 
Known all over by the 
best mechanics‘as the 
standard wrench 
among this style. 


Write for complete 









DELTA FILE WORKS 
PHILADELPHIA, PA. 


Chicago Office, 62 E. Lake St. 
New York Office, 260 West St. 









THE WIGHEST GRADE FILE MADB 
SN ATIVNLINSAD THA NOA Fd AHI 








A New “RED DEVIL” Giant “Button” Plier 


WITH 4 CUTTERS AND STOP JOINT 

















































































































- catalog. 1 
“‘DENTYNE” MILLING INSURES A PERFECT GRIP. BEMIS & CALL HARDWARE & TOOL CO. 
A “MILLED’ HANDLE THAT IS APPROVED BY ALL USERS, IT’S PERFECT. SPRINGFIELD, MASS. 
Just one more ‘‘New Wrinkle”’ in plier making. A plier that is absolutely perfect in every 
way. Our new style Milled HandleisIT. Ask any leading jobber or 
SMITH & HEMENWAY CO., 150-152 Chambers St., New York City, U.S.A. | | CINCINNATI IRON FENCE CO. - 
CATALOGUE WANTED wes 
(‘RED DEVIL” Fence Tools are recognized throughout the World as the Best.) 
<— Eh EL EPEELR =) ) GDe ONCHORCHO 
4 eh use # Le \3 
- f | tl 
=a ¥ nt Regal Braid iy REUAEPALR AEA 
ah eso e os Address DEPT “E" tor prices CINCINNATI, OHIO 
J 
REGAL Sash Cord is always marked with ELEVATORS 
TWO BLUE STRANDS 
This sash cord has been approved by the United States Government and rn Improved, Quick ws Easy 
many leading architects. It will outwear the best Chain 3} times. It is Rising, Steam, Electric 
and Hand Power. 


perfect in construction and, therefore, without waste. 
Send for the surest test, that made by ihe Government, and for free samples. 


PURITAN CORDAGE MILLS, 1561 Story Ave., Louisville, Ky. 


DeKalb 


Business Wagons 


TO every business house that uses 
one Or more wagons we would like to 
send a copy of our big catalog showing 

e best wagons for every trade. 
DeKalb wagons are built for service— 
better construction is not known. 
Catalog gives full details. Your request on a postal brings it. 


Dealers Wanted In Unassigned Territory 


_ A mighty good proposition for the right hardware or implement dealer. Full protection— 
sincere and complete co-operation. Details are yours for the asking. 


DeKalb Wagon Co. “snetlySrcamore 109 Garden St., DeKalb, Il. 


SEND FOR CIRCULAR 


KIMBALL BROS. CO. 
1031 Ninth St., COUNCIL BLUFFS, |OWA 
Office, 717 Commerce Bidg., Kansas City. Mo- 


i The CLIPPER 


There are three things that de- 


our lawns—Dandelions, 
Buck Piantain, and Crab Grass. 


one season the Clipper ¥ il 

drive them allout. Your 4 aler 

should have them — !f has 

not, drop us a line and we ¥" 
send circulars and prices 

‘> Clipper Lawn Mower Co. 
es Box 10, Dixon, Ill. 































































Advertising is 
BUSINESS BAIT 
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Light Gray Iron & 


Castings 


Builders’ 
and Damper Clips, Oil and Gas Stoves, Fur urnace ln Einittic, 
Molasses Gates, Letter Boxes, Hardware Specialties. 


Ceielond 


Hardware, Dampers 


WRITE FOR OUR COMPLETE CATALOG 


The TAYLOR & BOGGIS 


FOUNDRY CO. Cleveland 


























The UNIVERSAL 
Sad Iron Handle 


kaa eineenlen eet oe — i 
PAT AUG. 30.10. OTHER PATENTS PEND'G 





A new handle that fits all of 
the twenty odd makes of 
Mrs. Potts’ Sad Irons. Patent 
lock that grips the iron firmly. 
Wood handle with proper 
slant. Frame of steel. Mil- 
lions now in use. Order from 
your jobber or write us. 


THE UNIVERSAL STAMPING & 
MANUFACTURING CO. 


(Kiclond 














The D. & B. Mop Wringer and Pail 


Sells Easily 
Satisfies Always 


Here Are the Reasons: 

Durable—All metal} {construc- 
tion—no wood to“warp,{ split 
and fall to pieces. 

=| Sanitary—-No wood to absorb 
dirty water and become foul 
smelling. 

Conventent—Pail and wringer 
combined; detachable by re- 
moving one bolt. Operated 
by foot—no bending and 
stooping. 

And many other selling features 

that appeal to the housewife 

instantly. They never fail to 
clinch a sale. 
Send for_our Catalog 


THE DOBBINS MFG. CO. ™™xz%"'5 


THE DOBBINS 


<f DOBBINS mis 
PAT AppLieD FOP ig 





























The Wabash Special 
Express Wagon 








Se 




















Has perfect steering mechanism }- 

inch x j-in., steel gear, steel arch 
construction. Front and rear axles 
Strongly braced. Axles }-inch round 
steel, large and strong fifth wheel. 

Extra heavy 11-inch wheels with 
heavy iron hubs, steel felloes, spokes 
and tire. Hard maple express box 
and pole, 

Also—observe the striking neat ap- 

pearance. Nothing is wanting in 
this construction to make it most 
strong and durable. Write for com- 

plete catalog and prices. 


Selling Agents 
A. H. CREWS & COMPANY 


Vincennes, Ind. 

















You, too, can sell the *“‘Ideal’’ 


gives trouble—maintains a 
steady heat, never throws off 
an odor, and is unusually econ- 
omical of its gasoline fuel. 


Hundreds of hardware dealers 
are pulling down a real profit 
with the ‘‘Ideal’’ Self-heating 
Sad Iron. 


“‘Tdeal”’ sells readily—house- You can sell ‘“Ideal’’—as 
Wives are easily ‘“‘shown’’ its. profitably as other hardware 
advantages. Housewives are men are doing today. ‘‘Ideal’’ 
quick to buy the iron. belongs in your store. 

Because ‘‘Ideal’’ is a house- Write for details today, or 


hold help. It irons. Never ask your jobber. 








THE IDEAL SAD 
IRON MFG. CO. 


Cleveland 
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BOOKS FOR SALE 





t® The publisher of AMERICAN ARTISAN will take pleasure in supplying Books of whatever character, at Catalogy 


prices, prepaid by express, to any address, on receipt of price. 
NO BOOKS 


The following are in lines especially represented by this journ; 


EXCHANGED 





SHEET METAL WORKING 
TINNERS’ HELPER AND PATTERN BOOK. 


By H. K. Vosburgh. Rules, diagrams, tables, 123 pp. 53 fig- 
ures. Price, $1.00. 


GRAY’S PERFECT ELBOW PATTERNS 











On heavy blue print paper. Set A—From one inch to 20 
inches, 80 patterns; price $1.50 prepaid. Set B—From 20 inches 
to 40 inches, 80 patterns; price $1.50 prepaid. Sets A and B to- 
gether, and Angle Chart; price $3.00 prepaid. 

XXTH CENTURY SHEET METAL WORKER. 

By H. E. Osborne, a practical sheet metal worker. A brand 
new book. Just off the press. Exactly what its title implies— 
a XXth century treatise on sheet metal work. Price, $1.00, 
cloth bound; 60c, flexible cover. 





SHEET METAL WORKERS’ GUIDE. 


A collection of rules and diagrams, for describing the most 
useful patterns ordinarily required, preceded by chapters on 
Sheet Metal Work, Soldering, Geometry as applied to Sheet 
Metal Working. By W. J. E, Crane. Price, postpaid, 60 cents. 





GRAY’S PERFECT SKYLIGHT PATTERNS 


On heavy blue print paper. Set C—For Hip, Gable and 
Single Pitch Skylight Paterns, for one and one-rhalf inch bar, 
including a complete set of 6, 8 and 10 inch Ventilator and 
Base Patterns; price $3.50 prepaid. Set D—Same with two 
and one-half inch bar, and 12, 14, 16 and 18 inch Ventilator and 
Base Patterns; price, $4.00. Set E—Same with three and one- 
half inch bar; and 20, 22, 24 and 26 inch Ventilator and Base 
Patterns; price $4.50. 


TIN, SHEET IRON AND COPPER PLATE WORK. 


This is a work of the greatest value to all who work in sheet 
metal, It describes the method of laying out nearly everything 
which the metal worker will be called upon to make. Joints, 
elbows and all kinds of kitchen utensils are fully described. 
The work is supplemented by rules for mensuration and hun- 
dreds of valuable receipts. By L. J. Blinn. _ This book con- 
tains 296 pages with 169 illustrations, bound’ in cloth. Price, 


$2.50. 








THE CORNICE WORK MANUAL 


Is a 240-page book, illustrated with 184 engravings. It is thor- 
oughly indexed and attractively gotten up, with substantial red 
cloth covers, embossed in gold. Chapters treat of The Cutters’ 
Bench, Drawing Tools and Angles, Cutters’ Tools, The Entabu- 
lature, The Reading of Drawings, The Measuring of Cornices, 
Estimating, Right Angle Mitre Patterns, Bracket Patterns for 
Panel Sections, Right Angle Return Mitre Patterns, Patterns 
for a Pediment and Their Development, Patterns for a Seg- 
mental Section of a Pediment, Details and Patterns for a 
Finial, Bracings and Fastenings of Cornices to Buildings, Stag- 
ing and Scaffoldinng for Cornice Work, Ornament Stamping 
Machine, The Management of Ropes and Hoisting Tackle, Plan 
and Details of a Gable and Horizontal Cornice, Detail of Slating 
and Siaters’ Tools, Details for Horizontal and Raking Mitre 
Patterns and the development of Details and Patterns of the 
Turrets. Price, $3.50. 


THE WORKSHOP 


HINTS FOR PAINTERS, DECORATORS AND 
PAPER HANGERS. 


How to Mix Paints. Price, 25c. 











A PRACTICAL COURSE IN MECHANICAL DRAWING. 


By Wm. F. Willard. Invaluable to the shop. Shows how 
to draw and lay out patterns for sheet metal workers and tin- 
smiths. Price, 50 cents. 


MANUAL OF RECEIPTS. 


By Sidney P. Johnston. Contains 241 pages, giving 1,718 
receipts for soldering, polishing, painting, hardening, writing 
on, nickeling, whitening, unguilding, varnishing, turning, test- 
ing, cleaning,.mending, marbling, lacquering, japanning, cement- 
ing, coating, decorating, graining, annealing and amalgamating 
the various metals. It oceupies a field of its own. Price, $3.50. 








HEATING AND VENTILATION 





FURNACE HEATING. 


A practical and comprehensive treatise on warming build- 
ings with hot air, with an appendix on furnace fittings. By 
Wm. G. Snow. Cloth. Price, $1.75. 


STEAM AND HOT WATER FITTERS’ TEXT BOOK 


Prepared for the Steam and Hot Water ae ora Course at 
the New York Trade School, with Supplementary Chapters on 





House Heating, Specifications and Surface Estimating. By 
Thos. E. McNeil. 140 pages, numerous illustrations and dia- 
grams. 5x7 in., cloth. Price, $1.00. 


DANIEL STERN, “seorce.<*” 537 South Dearborn St, CHICAGO 


A 


HANDBOOK FOR HEATING AND VENTILATING 

atl ENGINEERS, 
: ell arranged book covering all classifications y . 
tion, Humidity and Heat Losses, Furnace Heating, Hon We 
and Steam Heating, Plenum Warm Air Heating, Mechanin 
Vacuum Heating, District Hot Water and Steam Heating Blew 
trical Heating, Temperature Control, (By James D. Hoffman 
M. E.) 4%x6%' in. 320 Pages. Price, $350. Ss 





HOT-WATER HEATING, STEAM AND GAS 
FITTING, ACETYLENE GAS—HOW 
GENERATED AND HOW USED. 


_ For Plumbers, Steam Fitters, Architects, Builders, Appren. 

tices and Householders. Containing Practical Information of 

all the Principles Involved in the Construction of Steam. Hot 

Water, Acetylene Gas Piants and how to properly do Gas 

Fitting. By Jas. J. Lawler. Revised by Geo. C. Hanchet 

Large 12mo., cloth, elegantly illustrated. Price, $2.00. 7" 
SRR SA 


HOT WATER MANUAL. 

With Information and Suggestions on the best methods o 
Heating Public, Private and Horticultural Buildings, Treatise 
on the High and Low Pressure Systems, Bath Apparatus, Ho: 
Water Supply for Public Institutions. Duplicate Boilers’ Ra. 
diators, Laundry Drying Stoves, Swimming Baths, Turis, 
Baths, Causes of and Hints to prevent Failure. By Walter 
Jones. Price, $3.50. ‘ a 





HEATING BY STEAM AND WATER. 


A practical treatise on House Heating, describing improve 
methods of installing heating apparatus in the home, and giy. 
ing short and accurate rules for computing radiation, heat 
losses, etc.; with graphic charts, showing Boiler Power and 
coal consumption, and accurate data, consisting of charts 
illustrations and descriptions of how to heat water for baths, 
swimming pools, etc., ete. Two hundred and sixty-eight original 
drawings. By Chas. B. Thompson. Handsomely bound in 
cloth. Price, $3.00. ; 








ADVERTISING 


TOWNLEY’S ADS No. 2. 
50 bright pulling hardware ads prepared by-a practical hard- 
_—~ og for use in local papers. They have brought trade 
ice, 50c. 


AMERICAN ARTISAN ADVERTISING MANUAL 

Is a book of 278 pages and 228 illustrations. It contains 
innumerable hints, suggestions and helps that every dealer 
will find invaluable, The Manual is neatly bound in red cloth, 
embossed in gold and its pages are brimful of matter of vita! 
importance to every retailer. It is the best work of the kind 
ever published. Price, $3.50. 














PLUMBING. AND DRAINAGE 
PRACTICAL HINTS ON JOINT WIPING. 


For Beginners in Plumbing. Price, 25c. 








MODERN PLUMBING, STEAM AND HOT WATER 
HEATING. 

Containing the most modern methods of Plumbing as con- 
structed at the present date. Over 300 illustrations and dia- 
grams, showing the various systems of construction in the heat- 
ing and ventilating by Steam and Hot Water systems. Six 
folding inserts, showing waste pipe system in plumbing, one 
pipe system of both Steam and Hot Water Heating. Overhead 
system. Fan system of heating and ventilation, and Steam 
and Hot Water circuits. By Jas. J. Lawler. 400 pages, large 
octavo, Cloth. Price, $4.00. 


COMMERCIAL 
WINDOW DISPLAY MANUAL 


Is a book every retail hardware merchant should have. At 
attractive window display will call attention to your trade, 
and make sales for you. Over 130 prize displays of hardware 
windows are shown, and full details given. The best book 
ever published on this important subject. Handsomely bound 


in red cloth. Price, $3.40. 
AIS 


THE MANUAL OF BUSINESS. 

By S. P. Johnston. Contains 263 pages, and is well indexed. 
By perusing its pages one can tell at a glance correct business 
forms for business and legal instruments of all character, an 
secure authoritative advice on discounts, property laws, con- 
tracts, penmanship, postal regulations, debts and collections, 
bookkeeping, transportation, parliamentary laws, etc, + If you 
strike an unknown business term this book will define it for: = 
If you want the meaning of a business abbreviation, refer 
this book, which also helps in many other ways around } yur 
store. >The price is $3.50. 
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Wwe make a specialty of Cornice Brakes, 
and build the most up-to-date Cornice 
Brake now on the market. We can furnish 
same in any length from 30 inches to 10 feet, 
and we guarantee our Cornice Brake for No. 
20 gauge material and lighter, and with heavy 
bending attachment for No. 18 gauge. 


We also make a complete line of Power 
sor Punching Presses. 





Cornice Brake 


THE J. M. ROBINSON MFG. Co. 


ers, Appre, 3282 to 3288 Spring Grove Avenue . - CINCINNATI, OHIO 
fepmation i : 
S Harenct 
0. nat 
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methods of 
us, 
sone He MEASURING TAPES 
5 _ Turkish 
y Walte are made in every conceivable variety, to MRA, 
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SEND FOR CATALOG 


Diviukee Artistic Metal Ceiling Company 
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REASON NUMBER THREE 


SATISFACTION 














After all is said and done, there is just one thing 
the dealer wants to give and the purchaser wants 
to get. That’s satisfaction—and every “White 
Mountain Freezer” 1s full of it. 


These things are of value to you: 
No. 1—Quality. 
No. 2—Reputation. 
No. 3—Satisfaction. 


The White Mountain Freezer Co., new ioe hire 









